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APPLETON 


PRONGS BEFORE 
INSTALLATION 








PRONGS HAMMERED 
HOME 


There are holes at end of bracket 

for the rare occasion when switch box 
must be set on studding at 

full length of bracket. 


Rely on APPLETON. 





NO NAILS 
REQUIRED! 





Here is the industry’s first Underwriters’ 
approved Switch Box which requires no nails 

to mount! The notched prongs are simply hammered into the 
wood and the "EAGLE CLAW” bracket locks the box to the 
studding. As prongs enter the wood, they curve away from each 
other . . . can’t possibly work loose! Due to special compensating 
angle of bracket, box always rests at true 90° angle after prongs 
are hammered in. Feature for feature, nothing touches 

these new, money saving APPLETON ‘‘EAGLE CLAW”’ 


Switch Boxes. Specify them on your next order! 


Sold Through Franchised Wholesalers Only 


The Standard for Better Wiring 





YOU'RE DOUBLY SURE 


complete fuse protection with 


| ECONOMY fuses! 


MY FUSE 
CAGO, t4, 





con® 


E 
DUAL-ELEMENT 
CARTRIDGE 
FUSES 


with exclusive 
Econ Alloy 
Thermo Element 
Ideal for motor 
circuits with high 
Start ing torques 
Knife blade or 
ferrule types, sizes 
trom 2” to 13 
and capaciti 

600 amps for 





DELAY® RENEWABLE 
CARTRIDGE FUSES 
offer superior 
protection for branch 
and feeder lines. Can 
be restored to original 
efficiency in a few 
minutes for a few 
cents. Knife blade or 
ferrule types, sizes 
from 2” to 134%", 
capacities to 600 
amps, 250 volts 
and 600 volts 








Eco® j ARKLESS® 

ONE-TIME * MECHANICAL 

CARTRIDGE & INDICATING 
FUSES 


Guar ant teed 
00% to 


ECONOMY 
RENEWABLE 
PLUG FUSES 


CLEARSITE® 
PLUG FUSES 


Economy Gives Both—Complete Line Selection plus Creative Engineering! 


You're sure of complete fuse protec- 
tion because Economy's line is com- 
plete! It offers you exactly the type 
size and capacity of fusing that is 
engineered to your specific require- 
ments. Illustrated are some of the 
popular Economy Fuses that meet 
definite needs. Economy fuses are 
the simplest, most practical method 
of reducing down-time due to need- 
less blows and burnout. Proper 
selection means fewer replacements, 
lower-cost, dependable protection... 
and often, eliminates the need for 
expensive circuit breakers. 


You're sure of complete fuse protec- 
tion because each Economy Fuse is 
backed by nearly fifty years of 


engineering excellence. Creative 
engineering by Economy anticipates 
your every fuse need...as exempli- 
fied in the pioneering and perfecting 
of such notable advances as the first 
renewable fuse to carry the seal of 
Underwriters’ Laboratories... Ark- 
less Mechanical Indicating and Econ 
One-Time Fuses...as well as the 
famous Econ Dual-Element Fuse. 


It costs no more to be doubly sure 
of complete fuse protection. And, 
Economy Fuses are all backed by 
the seal of Underwriters’ Labora- 
tories. Call your local Economy 
representative for his recommen da- 
tions... he can save you time and 
money. 


ELECTRICAL WHOLESALERS . . . every month, ads like this 

ne tell users about the assurance of complete fuse protection 
with Economy Fuses. Check your stock don't miss a 
sale because of a missing fuse 


SINCE 





ECONOMY FUSE & MFG. CO., 2717 Greenview Ave., Chicage 14, til. 
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TO OUR DISTRIBUTORS 


During 2 recent visit with one of our distributors, we 

me time talking about last month's "memo" -~ the 
one W dealt with the kind of selling job necessary 
to "planned profits." 


We agreed, real quick-1ike, that any salesman Of company 


that makes "price" the major selling point 15 going after 
business the hard, unprofitable way. The reason, of course, 


is simple- A doubtful prospect doesn't puy --: and the 
"pargain price" approach is one of the surest ways of making 
prospect doubt the quality of your product. 


you don't arrive at "planned profits’ 

either. If your price is higher, 
prospect may doubt if the additional quality justifies the 
higher cost. 


It would , that the logical approach to selling for 
"planned profits” mov all doubt by selling more 
quality for the sam ice. We at Square D hang our hats 


on this philosophy - 


sincerely, 


w. d- Moriarty 
WJM: map Distributor Relations Specialist 
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Print Order This Issue: 13,423 
FEATURES 


Times and Trends: A Critical Need—Confidence 


Many positive factors underlie the general economy 

Selling From Start to Finish . Robert S. Bush 
There's more to a sale for Hartford Electric than ust getting the order 

An Inside Look at Two Functional ‘Dream Houses’ 


A photo story of new houses in New Orleans and Dallas. 


Wholesaling in England: A Showroom That Pays Off in Sales 
How an “industrial electrical exhibition’’ showroom has paid off 
A ‘Profit School’ Geared to Today’s 
Conditions - Howard J. Emerson 


One West Coast distributor revaluates his sales story and company policy. 
y y 


Building Up Your Electrical IQ 


A program to build know-how on the National Electrical Code 


Communicating Ideas Within the Company 
That's the policy Electrical Supply Corp. uses to solve 


A Catalog That’s Kept Alive 


Mid-Florida Supply's salesmen use fresh product literature as entrees to sales. 


Running Tab on Purchasing, Sales 


Capitol’s system for keeping an eye to the future with inventory control 
Lighting Competition Winners 


Third case study installment of 1957 International Lighting winners 


The Salesman’s Technical Notes 
The subject this month: Relays Il. 


SEWA Hits Some Hot Topics 


Business slump and distribution efficiency are seeded on at Atlanta meeting. 


Why We Ended Conduit Consignment 


The manufacturer speaks out on the end of conduit consignment 
Pp 


.W. J. Novak, J. F. McPartland 


‘Customer's Choice’ Counter Operation 
Seamans Supply adjusts the counter service to the customer 


Sales Clinic Scores Success 
New training methods featured at a two-day Lightolier sales c 


Simulated Contractor Meeting 


A distributor and manufacturer team up for a simulated contractor meeting 


DEPARTMENTS 


Credits and Collections 
Letters to the Editor 
New Products 


What's New with Your Customers 
industry-wide Programs 
Calendar of Events 

Top of the News People in the News 
News for the Industry Association News 
Chuckle of the Month 


Business Index 


New Litercture 
Sales Aids 


Price Index New Products You Can Use 


NEXT MONTH: 


“What It Takes to Sell Us” will be the subject 
answered by each type of customer you serve, 
and will feature off-the-cuff answers with plenty 
of straight talk from a panel of buyers. 





PRICING ELeEcTRICAL 


Wholesaling 


The curse of the 
electrical supplies 
salesman ! 


eee 
But not when he uses 
NATIONAL PRICE SERVICE 


for 
-Up to the minute 
net prices 


Illustrations 
Comparative catalog 
numbers 

Descriptions 


Zones where applicable 


All in one carefully organized, compact 
binder or with carrying case or desk rack 
to suit your preference and 


without extra cost. 





HENDERSON-HAZEL CORP. DEPT. B83 


13601 Euclid Avenue, Cleveland 12, Ohio 
Please send mplete details about 
NATIONAL PRICE SERVICE to us 


mmedately ’ obi gothior 
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Credits and Collections 


lighting award 


h 


Like this year’s snow and _ frigid 
weather, EW’s traveling editors have 
blanketed most of the country during 
the past two months 

Our mission has been twofold. As 
ilways, we've been busy gathering 
stories from all parts of the nation 
(see cover and what’s in this Issue), 
but we've also been acting as emissa- 
ries of the 1957 International Lighting 
Competiti in presenting awards 

Associate Editor Bob Bush awarded 
plaques to winners in Dallas and Ama- 
rillo. Then he flew to Kansas City to 
make another presentation just after 
1 15.5-in snowfall—heaviest since 
1912 (see photo, above) 

“Meanwhile, back in New Eng- 
land .. .”Assistant Editor John Mar- 
tin presented awards in White River 
Junction, Vt id Boston. Though 
Pacific Coast Editor Howard Emerson 
hasn’t made an wards yet, his con 
tribution to this month’s round-the- 
U.S. issue 1s on page 43 
“Getting around” is a must. It ena- 
bles us to bring you a field devel- 
oped package of ideas and info. . 
devoted exclusively to your interest. 


SMILING John N left) presents 
award to C H. Wahr Frank Dennehy. 
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HERE'S HOW ILSCO CAN SAVE YOU 
AS MUCH AS *2.25 ON EACH LUG 


CAST TYPE 


4 


— = . ' 


The ILSCO way saved a 
customer 25% on each lug 


The ILSCO way saved a cus- 
tomer $15,000 in one year 


MACHINED BRASS 


FOLDED TYPE 


 ——> 


The ILSCO way saved a 
customer ¥4 cent each on 
hundreds of thousands 


Here’s conclusive proof that connectors designed and made 


“the ILSCO way” 
reported saving up to $50,000 in one year through Ilsco’s 
exclusive seamless copper tube method of construction. These 
tremendous savings Ilsco lugs are 


. requiring less material, and there- 


were possible because 
smaller, stronger, lighter . . 
fore are lower in price 


All Ilsco connectors are made of electrolytic seamless copper, 
guaranteeing maximum conductivity and low heat rise. Copper 
is cold worked to retain natural qualities. Each Ilsco connector 
is compact, light and made to withstand hard usage and abuse. 
All are UL and CSA tested and approved 


for your best 
connection 
cer Pr OoeR A TIO 
4730 Madison Road « Cincinnati 27, Ohio U.S.A 
Ilsco of Canada, Ltd., 25 Carson St., Toronto, Ontario 


March, 1958—ELECTRICAL WHOLESALING 


save you money! Other customers have 


CONNECTORS 
TERMINAL BLOCKS ¢ SHADING COILS * WIRE-REINFORCED 


MACHINED CASTING 


The ILSCO way 
saved a customer $2.25 
on each lug 


Our complete engineering staff can work with you 
on specific replacement or development problems, 
Mail the attached coupon for free samples of con- 
nectors made “the ILSCO way” and Catalog #50 


FREE SAMPLES AND CATALOG 
ILSCO CORP., 473 


Please send 


Madison Rd., Cincinnati 27, Ohio 


i 
me free samples of ILSCO Cor 
+6 


nectors 
and my copy of catalog = 


B 
Name 


Company 


Street 


NEUTRAL BARS * SOLDERI LUGS « STAMPINGS 


FUSE CLIPS 


L 





yn G-E 
tion Grade 


evices is your 
xtra features 








A close look at the GE5191 Heavy 
Duty Flush Tumbler Switch will 
show the high degree of quality 
you can expect in all G-E Specifica- 
tion Grade Wiring Devices. 


Switch totally enclosed in sturdy, 2-piece Tex- 
tolite* housing . . . installs in standard sectional 


switch box 


Large contact areas and carefully-designed 
leverage mechanism with kickoff feature, assure 


positive action ... easy operation and long life 


laster-cleaning mounting screws thread easily 
into clean or plaster-clogged box ears, and are 
extra-long (78’’) to simplify mounting when box 
is set deep in wall. Screws are plated to pre- 
vent rust, improve appearance, and assure 
smooth turning. They are held in the strap 
by fiber washers (instead of loose in the box 


. all ready for mounting. 


Convenient back-wired pressure terminals pro 


vide strong, positive connections 


20A-250V T-rated. Single pole, double pole, and 
3-way in brown, ivory and locking-type switches 
Also available in 30A-250V T-rated switches 
Listed by Underwriters’ Laboratories, Inc., meets 


Federal and REA specifications. 








General Electric Specification Grade Wiring Devices contribute to 
the best reputation of the man who recommends or uses them. Choose 
from the high-quality G-E line for easier, more profitable, more 
dependable wiring installations. 


General Electric Company, Wiring Device Department, Providence 7, 
Rhode Island. 


*Reg. trade-mark of General Electric 


4 Product 


GENERAL &3 ELECTRIC 


LETTERS TO THE EDITOR 





Death and Rebirth 
Dear Sir 

We are enclosing a news story from 
our local newspaper covering our 
tragic fire that completely razed our 
offices and warehouses here in Hop 
kinsville, Kentucky 

We are enclosing a glossy print 
showing the fire in action (see photo, 
apove ) 

We are happy to report that our 
old established firm (founded 1919) 
has already acquired temporary ware- 
house facilities at Seventh and Liberty 
Streets here in Hopkinsville 

Now we are in Operation only six 
days after our complete loss. Merchan- 
d'se is arriving daily by the truckloads, 
and we have resumed business as usual 
in our temporary home—until a new 
structure can be built 

It is most gratifying to know the 
wonderful way our local friends, 
manufacturers, and competitors helped 
us return to business so quickly! 
Manufacturers called and offered im- 
mediate stock replacements which be- 
gan to arrive three days after our loss 
Our good competitors made offers of 
all types—loans of merchandise, de- 
livery from their stocks, direct ship- 
ments to our customers, and even de- 
livery to our customers on their trucks 
TRULY A WONDERFUL PROFES 
SION WE ARE IN TO HAVE SUCH 
HELPFUL AND THOUGHTFUI 
COMPETITORS AND MANUFAC- 
TURERS!! 

Just wanted to keep you informed, 
ind probably through ELECTRICAI 
WHOLESALING convey news of our re- 
turn to business to the industry. 

Incidentally, we have lost our entire 
library of your back issues. Surely 
could use those issues with tips on 
building layouts, display layouts, 
handling facilities and any other ideas 
if available 

ROBERT C. CAyct 
VICE PRESIDENT 
CAYCE MILL SUPPLY CO 
HOPKINSVILLE, KY 


e /n the spirit of intra-industry co- 
operation we are pleased to send Mr 
Cayce all the material available. 
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Yo INCH + 30 FT. 
No. 4 


manvractuRes eT 


“CHASE & SONS, INC 


. QawOOUPH WASS USA 


CHASE TAPES 


We'll lay you II to I odds that fresher, faster-moving Chase Friction, Rubber, 


i 


Plastic and Neoprene Tapes give you plenty to crow about when you tote up tape sales. 
Chase Saran-Wrapped Tapes eliminate ordinary storage problems . . . 
permit full stocking to meet your complete customer requirements . . . 
aping qualities in every roll Il. See for ‘self! 
assure top taping qualities in every roll you sell. See for yourseil: 
Order a factory-fresh supply today. 


Chase & Sons, Inc... 26 Spruce Street, North Quincy, Mass. 


CHASE 6& SONS INC. 


North Quincy, Massachusetts 





\ » 
midwesz} 
vs CONCRETE TIGHT 
CONNECTORS and COUPLINGS 
FOR THINWALL CONDUIT 
SET SCREW TYPE 


Patent Pending 


ne 1%" & 2” 
Large ('4-20) set screws 
nfening * Deep slotted 


oder insulating bushing 


Here is another Midwest development in providing 
quality fittings. “Quality” is just a condensed way of 
saying: “Getting the total job done... right. . . with 
the most inexpensive combination of material and man- 
hours”. Engineering and producing quality fittings to 
meet the highest standards of electrical wiring require- 


ments, is our objective at Midwest. 


“SIDE-BY-SIDE” set screws provide contact 
points on two different center lines of the 
conduit— 

© assures that both set screws hold positively 
@ no conduit distortion 

~ completely eliminates obstruction in race- 


way 


* Tangentical locking. . . 

@ Set screws provide wedging action 
against conduit 

® Threads score conduit for positive 
tightening 

® Maximum width between set 
screws for tool clearance 


MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS 


1639 W. WALNUT STREET 


Chicage 12, Ulinots 








NEW_ PRODUCTS 





Press-action Switch 
Harvey Hubbell, Inc., Bridgeport 2 


Conn, 


denotes new 
press-action switch 
ac applications, especially 
installations 
slightest nudge of elbow or 


“Presswitch” company’s 
designed for all 
large flu- 
orescent User benefits 
claimed 
press of finger operates switch; rel- 
parts insures 


atively few operating 


937.1500", 


long life Operation. In- 
benefits listed: single pole unit 
through-connection which 


simplifies and speeds wiring by elim- 


gepend ible, 
Staller 


features a 


inating usual ground splice; each ter- 
minal accepts two conductors (#14 to 
+10); unit fits wall 
ind utilizes wall 

Available in 


three- and four-way; all UI 


boxes 
plates 
pole, 


listed. 


standard 
standard 


single or double 





Safety Switch 
Murray Mfg. Corp 
1 ; Brookly i 16 N } 


125-250-v_ safety 
Type “G”—has 
interference eliminated, al 
lowing for easy removal of plug or 
cartridge fuses, and a Bakelite block, 
for improved appearance and dura- 
bility, manufacturer. 
Switch is single throw, side operated, 
with visible knife blade 
Handle be sealed in “off” posi- 
tion; may be padlocked in 
Compact enclosure 
with numerous knockouts offers gen- 


A new 
switch 


30-amp, 
designated 


crossbar 


according to 


construction 
may 
cover 


“closed” position 


erous wiring room, solderless connec- 
tors at all terminals. UI 
may be used to protect light machin- 
ery, lighting and appliance 
small motors, etc 


listed device 


circuits, 


Manual Starter Line 


Square D Co., Milwaukee, Wis. 


New line of Class 2510 integral hp 
manual starters—for motors up to 
742-hp, in NEMA Size 0 and 1 
tures heavy-duty toggle 
ating mechanism for 
action; 


fea- 
action 
positive snap- 
melting alloy type 
relays for trip-free overload protec- 
tion; pushbuttons for 


an overload con- 


opel 
also offer 


self-centering 
visual indication of 
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dition; 
all wiring terminals for simplified in- 
stallation. Rated up to 6UU-V ac or 


250-V de, are available in 2 3 


pressure wire connectors on 


Starters 


OI 4-pole constructio! 


Outdoor Lighting 
Mitchell Lighting Co 

Corp., 2263 W. St. Paul 

cago 47, Ill 

New high 


designated the 


intensity type luminaire is 


wide-angle fluorescent 


area light, and is now available for 
according to the 
Applications suggested 


shop 


prompt delivery, 
manutacturel 
include parking areas, airports 
ping centers, industrial areas 
Transformer 

Sola Electric ¢ 
St., Chicago S50, Ill. 


\ new weatherproof-watertight con 
stant wattage mercury lamp 
former fot H-] mercury 
lamp features a low current crest fac- 
according to the maker, 
provides extended lamp life, and ex 
cellent lumen maintenance with lamps 
mounted in either a horizontal or ver- 
tical position. The new transformer is 
20% lighter and 25% smaller than 
maker’s models, making 
handling and installation easier 


trans- 


one 400-w 


tor which, 


previous 


Circuit Breaker 
Federal Pacific I 
NV. J 


New NJ-400 molded cucuit 
breaker is termed one-third smaller 
than similarly rated type NKL breaker 
t replaces in many applications. Two 
NJ-400 units install in space previously 
unit, pro- 
educe inven- 
irdization on 


Case 


required +00) imp 


ducer st 


Weatherproof Outlet Box 
Perfect-Line U ie Corp Hicks- 


s described as 
all standard 
lampholder 
blank cover 

unction box. The 
ipped with three, four 
five holes, as or %- 
is die-cast aluminum, weighs less 


gang DOX, It 


desired (- 


b. Designer stresses economy 


id in handling 


Indicator Lamp 
General Electric ( Viniature 
Parl Cleveland, 


ac circuits, des- 

is described as 20 
models. 
where 
desirable and 
shock and vi- 
When operated 
25,000 
ac circuits, it has 
maker 


iS previous 

applications 
rightness is 
to withstand 
important 


resist of 


States 


Cone-screw Lugs 
i, & B 


Ive cone- 
ng coppel 
terminals 
and cone- 
secure in- 
Available 
ange from 
Standard 


ilastic handled 
= 


SUU-mcm 


ene 





Bright idea for Dullding business 


SOMEBODY 
ALWAYS 


3 = 2 
LAMPS 





When you fill those needs 
with Champion Lamps 


je ~ 
CHAMPION Se > 


you build a profitable, 
steady repeat business. 





me) an Oi ar-lesle)(elaim MiCiaNMaal-larcialle 
works to insure bright long 
life in every Champion Lamp. ¢ 


And pleased customers 
re-order from you — their 
supplier in your area. 





CHAMPION LAMP WORKS 


n. Massach e 
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Troffer-Diffuser 
Day-Brite Lighting, Inc., 16 N 
Ninth St., St. Louis, Mo. 


‘“Paraflo” troffer is offered as a com- 
bination light and air diffuser that 
can be installed in any suspended ceil- 
ing to deliver controlled brightness 
plus uniform, draft free air condition- 
ing. Developed from the fixture man- 
ufacturer’s low-brightness, high-com- 
fort Paralouver troffer, it includes 
components developed by the Air Dis- 
tribution div. of Barber-Coleman Co. 
Units deliver up to 150-cfm, with air 
diffused throughout the length of a 
center parabolic louver of perforated 
metal. Design provides low noise 
level, avoids ceiling smudging, and 
offers latest type volume control, ac- 
cording to announcement. Available 
in Alzak aluminum, soon in white 
enameled steel. Both troffers are 5- 
Y%e-in deep, designed for 4- or 8-ft 
rapid-start and slimline lamps. 


Commercial Fixtures 
Gruber Bros., Inc., 125 S. First St 
Brooklyn 11, N.Y. 


“Plexlite” dome fixtures are recom- 
mended for application, singly or in 
groups, to large areas of commercial 
or institutional interiors. Design com- 
bines shallow Plexiglas “bubbles” (dia- 
meters from 2- to 6-ft) with square 
recessed housings for fluorescent 
lamps in various combinations from 
four 20-w in smallest diameter to 12 
40-w in largest. Domes may be in- 
stalled in either concave or convex 
position; white translucent material 
provides high illumination intensity 
with low surface brightness, maker 
states. Units are designed so plaster 
or acoustical tile covers box corners; 
aluminum door with “Tutch” latches 
and concealed hinges permits easy re- 
lamping. 


Range Hood-Radio 
Berns Air King Corp., 
Rockwell St., Chicago, Ill. 


3050 N. 


A built-in radio for convenient kitchen 
listening is featured in a new three- 
speed pushbutton ventilating range 
hood, appropriately called Radio- 
Hood. Special heat and mositure re- 
sistant compenents of radio make such 
a combination possible, company in- 
dicates. 
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Conduit Connectors 
The Thomas & Betts Co., Elizabeth, 
N. J. 


Insulated throat in newly designed 
connectors is said to protect conduc- 
tors from abrasion at termination 
points in liquid-tight flexible conduit; 
also to ease wire pulling by 
pulling friction by about 50%. New 
connectors retain features of com- 
pany’s standard type. Straights, 90-deg 
and 45-deg elbow designs are avail- 
able, each type for conduit sizes from 
¥s- through 4-in. 


reducing 


Underwater Floodlight 
Crouse-Hinds Co., Wolf & Seventh 
North Sts Ws 


Type SPS underwater swimming pool 
floodlight uses a 400-w mercury va- 
por lamp and so provides the attrac- 
tive blue-green color effect ordinarily 
obtained only by painting or coloring 
the concrete pool lining, or by using 
Other 

cast 


Alzak 


Syracuse, 


less efficient lenses or reflectors 
features of Type SPS are a 
bronze porthole ring and an 
aluminum floodlight 


Industrial Fixture 
Holophane Co., Inc. 342 
Ave., New York 17, N.Y 


Enclosed prismatic lighting unit No 
02450 is announced as: UL approved 
for use as dust-tight in Class II (groups 
E, F and G) and Class III locations; 
with application in chemical, 
petroleum, ordnance, textile, wood- 
working, food processing, or similar 


industries as well as generating plants 


Madison 


wide 


Console Cabinets 
Hoffman 
Anoka, Minn. 


Corp 


Engineering 


console cabi- 


stand- 


Company now offers a 
net for machine controls in a 
ard, stock size 
sign and delivery time, plus cost of 
custom construction. Removable 
panels and optional sections make it 
highly adaptable to many _ require- 
ments. Unit is 14-gauge steel, dust- 
and oil-tight. Maximum height with 
top sections is 56-in. Control panel 
is at operator level, 38-in. 


said to save user de- 


NEW PRODUCTS 





Wall-to-wall Ceiling 
The Wakefield c Pin 
Ohio 


Vermilion 
Wakefield Ceiling ‘58, according to 
producer, lets the designer (contrac 
tor, lighting specialist, etc.) introduce 
pastel color (pink, yellow or green) 
through use of inexpensive, movable 
color filters plus matching acoustical 
baffles. These are among standard 
components in new ceiling system 
which offers wide selection of diffusers 
and louvers. Maker stresses that pen- 
cil and grid paper are only items 
needed for ceiling design; a simple 
crimp connector the only tool re- 
quired for installation. Unique grid 
support system is said to provide com- 
plete freedom of channel location and 


spacing 


Mercury Vapor Floodlights 
The Pyle-National Co., 1334 N 
Kostner Ave., Chicago 5S], Ill. 


New line of floodlight housings for 
mercury vapor lamps has, company 
states, the same heavy duty, dust and 
moisture proof characteristics of its 
incandescent lamp line, plus special 
safety features including automatic 
cut-out during lamp _ replacement, 
three conductor cords. Housings avail- 
able: 10-in for 100- to 250-w lamps; 
14-, 16- and 18-in for 400- to 1,000- 
w lamps; and 20- and 23-in for 
700- and 1,000-w lamps. Two types 
of reflectors and five types of lenses 
are offered in various combinations. 


Appliance Centers 
Electric 
dept 


rf orp.., I lec- 
Mansfield 


Westinghouse 
rit House wares 
Ohio 


new Automatic Appliance Cen- 
ters have joined maker’s line. In each 
a single 240-v circuit is split into in- 
dividual 120-v outlets, enabling home- 
maker to more small elec- 
trical appliances at once. Custom 
model has four outlets, (two on 
retractable cords, 2 plug-in recep- 
tacles) and a clock-timer. It mounts 
in a 14'4x8¥%%-in wall opening in 
any standard 4-in wall. Special model 
has four plug-in receptacles and a 
minute-minder. Roughing-in dimen- 
sions are 1414x6-in. It is 3-in deep 
Both with push-button circuit 
breakers wired into each outlet. 


Two 


operate 


reset 





TOP OF THE NEWS .. . and its significance to you 





Credit Ease Coming 


Public Building Boom 


Stockpile for Attack 


A Price Trend 


Merger Trend? 


SEWA Speakers Warm 
Atlanta 


Residential Building— 
Could Swing Either Way 


NAED Members Capture 
Two Industry Awards 





The Federal Reserve Board is going to ease credit further. Another 
lowering in the discount rate will make it cheaper for commercial 
banks to lend to businessmen. The action of the Federal Reserve in 
reducing slightly the reserves the banks must hold will make more 
money available for lending, and indirectly should have the effect of 
lowering interest rates. 


The administration is making a new effort to get post offices built 
through the lease-purchase approach. If White House plans go accord- 
ing to schedule, some $2 billion will be spent over the next five years 
on new post office buildings and modernization. In another move cal- 
culated to sustain business confidence, the administration has released 
a list of projects originally proposed in the January budget message. 
The list ranges from housing projects to highways and urban renewal. 


\ stockpile for post-nuclear attack was recommended recently by a 
special citizens committee on strategic stockpile policies. The com- 
mittee suggested that the government switch from warehousing stra- 
tegic materials—(most goals have been reached)—to items that would 
be used to sustain and protect the people in case of a nuclear attack. 
Suggested items for stockpiling: rigging tools, hand portable lighting 
equipment, prime mover generator sets (up to 501 kilowatts and 2,400 
volts), copper and aluminum conductors, distribution transformers, 
fused switches, fuse blocks, tools for live circuit operations (including 
rubber protective equipment and lineman’s tools), building hardware. 


Wholesale prices—which reached an all-time high in mid-January— 
have begun to fall off. The Commerce Department reports that avy- 
erage wholesale prices totaled 118.7 in January. This was a jump of 
0.2% over December. The report covered the period only from mid- 
December to mid-January. But later weekly reports showed that prices 
hit 118.8 for the week ended Jan. 21 and then skidded to 118.5 two 
weeks later. This marked the first decline in almost four months. 


Fred G. Goss, president of Electric Supplies Distributing Co., San 
Diego, reveals that his company has acquired the capital stock and 
assets of Zimco Electric Supply Co. of Arcadia and Anaheim, Calif. 
Zimco will function as a wholly owned subsidiary of ESD, Goss said, 
with its present organization remaining intact 


[he annual Industry Day meeting of the Southeastern Electrical 
Wholesalers Assn. brought together many speakers, each reporting 
on what his company—or segment of the electrical industry—was do- 
ing in the face of current business conditions. Full report starts on 
page 56. 


Plus factors: The drop in interest rates on mortgage loans, first noted 
in a few areas during January, now has spread to almost all parts of 
the country. Also regional offices of the FHA report more mortgage 
activity week by week. And Fannie Mae has upped its buying price 
for FHA and VA mortgages, which can give mortgage lenders more 
money to invest in new home loans. Obstacles to a fast pick-up in 
residential building: worry about job security and income during the 
next few months; and widespread feeling that home prices should and 
will come down. The pace of building as spring approaches will be 
watched carefully everywhere, especially in Washington. 


Farrell-Argast Electric Co., Indianapolis, was awarded the Merchan- 
dising Achievement Award for Electrical Distributors presented at 
the National Adequate Wiring Conference. (Two years in a row for 
this NAED member.) Raybro Electric Supplies, Inc., Tampa, Fla. is 
winner of the NEMA Electric Housewares Section’s annual distribu- 
tor award. The plaque will be given at NAED’s June convention. 


ELECTRICAL WHOLESALING—March, 1958 








Tidewater Oil Company’s 


“Refinery of the Future”... 
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The gigantic new refinery of the Tidewater Oil 
Company near Delaware City, Delaware, boasts a 
number of noteworthy features. It is the largest 
refinery ever built at one time; six of its eleven major 
processing units are the largest yet constructed; and 
the amazing capacity of this remarkable installation 


totals 130,000 barrels-per-day. 


One of the important requirements for this advanced 
refinery was electrical wires and cables of the 

highest quality. That’s why Phelps Dodge bare wire, 
TW, RH-RW and rubber neoprene cables, paper- 


insulated cable and are welding cables were used. 





On every wiring job where top-quality performance, 
expert workmanship and experienced “‘know-how”’ 
are called for, it pays to rely on Phelps Dodge and 


your Phelps Dodge distributor! 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


SALES OFFICES: Atlanta, Birmingham, Ala., Cambr 
Cincinnati, Cleveland, Dallas, Detroit, Fort Wayne 
Jacksonville, Kansas City, Mo Los Angeles, Meme 
New Orleans, New York, Philadelphia, Pittsburgh 
Rochester, N. Y San Francisco, St. Louis, Seattle 
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get into the BLUE CH/PS 


by selling Quality... sell 


HE BEST COSTS LESS INSTALL 
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Quality! .. . the key word in profitable sales. Quality! .. . your 
real answer to strictly price competition. That’s why it’s a blue 
chip investment to stock, display, and sell the quality raceway, 
Republic ELECTRUNITE E.M.T. 

With ELECTRUNITE in your racks, it’s easy to prove that the 
best costs /ess installed. Here’s why: 

Best because — ELECTRUNITE E.M.T. is manufactured by one 
integrated, responsible producer. Quality begins right in the ore, 
carries through Republic’s own mills, is guarded all the way by 
Republic’s rigid quality-control specifications. 

Best for your customer—Features such as exclusive “INCH-MARK”’, 
full-length “GUIDE-LINE”, Knurled Inside Surface, bright, tight 
galvanizing, smooth, easy bending cut installed costs on every 
job. All are easy to demonstrate and are effective sales-clinchers. 

Best for you— because every Republic ELECTRUNITE dis- 
tributor is supported by powerful national and regional adver- 
tising designed to reach key customers and prospects. You're 
further supported by the largest direct mail, merchandising, 
and sales help program in the business. 

Get into the blue chips. Sell quality— Republic ELECTRUNITI 
E.M.T. quality. See your Republic Steel and Tubes representative, 
or write today. 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION 


Cleveland 8, Ohio 
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“INCH-MARKED”” . . . an exclusive sales 
feature that teams up with the ELECTRUNITE 
Bender for easier fabrication and installa- 


tion, In sizes 2", %4”, 1” and 1%”. 


"“GUIDE-LINED”... newest sales feature for 
easier bending alignment and better visi- 
bility. Eliminates “wows.” On sizes 2", %”", 


INSIDE KNURLING . . . another ELECTRUNITE 
exclusive. By actual tests makes wire-pulling 
easier. In sizes 2", %” and 1”, 


ACCEPTANCE... first in preference by brand 
name in unbiased surveys ...an ELECTRUNITE 
feature. 


BENDING INSTRUCTIONS 
«+ for the ELECTRUNITE® 
bending system... an 
ELECTRUNITE extra, 
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NOW! NEW! FABULOUS LUXWOOD, FIXTURES 


Another @°4<8 Promotional First 
that’s new and powerful 


FREE OFFER! INTRODUCTORY PRICES! FULL PROFITS! 


REAL WOOD 
FIXTURES 


Here's beautiful “Wood-n- Brass” 
LUXWOOD-—real cabinet wood 
fixtures dressed in gleaming pol- 


FREE! This *12°° ceiling track 1479 resi p ished brass . .. matching any decor 
when u buy this beautiful Sealg) andl or tontrons ye by day, translucent by night—a 
wood. Specially Neoted home decorator’s dream of beauty 


eee rik fixture mor - ‘ come true. 


FREE OFFER 


To spearhead your promotion and 


MOVES ACROSS—> ® Jevus DOWN ij 
bring in customers ... and at NO 
aE |, % f COST TO YOU! 
<+ 


SPECIAL 
“& INTRODUCTORY 


7 ) kee ff) | i PRICES 


Reduced 30 day introductory prices 
° ... to introduce stunning new to consumers . .. and you get your 


~~ FULL PROFIT because you get 
LUXWOOD, special prices too! 
by MOE 4jxe 
translucent fixtures of real wood POWERFUL 
PROMOTION 


This full page—Full Color ad ap- 

‘ : ? pears in April Better Homes & 

‘ : Gardens and House & Garden. A 

a fn powerful push behind an exciting 

Number | Regu wcsery ' NEW line. Get in on this huge pro- 
‘ motion TODAY. 


This is Big! Let’s go! 
Special Prices and FREE offer ex- 
pire April 30, 1958. Write, wire, 
phone your Distributor TODAY or 
send in coupon below. 


Thomas Industries Inc., MOE LIGHT Di 
410 S. Third St., Louisville 


The MOE 


THOMAS INDUSTRIES INC. 


LIGHTING FIXTURE DIVISION 
Executive Offices: 410 S. Third St., Louisville 2, Ky. 
Leaders in Creative Lighting 
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PLANIT MAINTENANCE MEN 
DEPEND ON 


ROYAL 


j cre 
Es s2= rare] 


More and more men on the job look for the Royal 
name on the Cord and Cable they use to power 
industrial machinery and equipment. Because Royal 
builds top quality into every foot of cord ... and 
packages it for best protection in storage and easiest 
handling on the job... there’s little wonder that 
Royal is the first choice in Industry today. 


ROYAL ELECTRIC CORPORATION, Pawtucket 


» ass ate of International Telephone a 


REMEMBER 
ROYAL 


~ he a 


EXTENSIONS 


PORTABLE CORD 


Stock up on Royal Rubber, Neoprene, and Plastic 
Jacketed Cords — Royal Machine Tool Wire — 
and Royal Heavy Duty “Powr-Kords” and Exten- 
sions. Cash in on the day-to-day demand for Royal 
quality products and quality packaging 


See your local Royal representative 


Rhode iIstand 


- 


id Telegraph Corporation 


ad 
- 
t 3 


WIRING DEVICES ; : P fe 


AN ASSOCIATE OF 


WIRE & CABLE 
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means finer conduit 


On the shelf, one conduit fitting may look as 
good as another. But, on the job, Cotumbus 
brand quality stands out . . . makes installa- 
tion faster .. . fishing and wire-pulling easier 

connections absolutely tight-weather 
and corrosion-proof. 


Cotumbus brand dimensions, gauging, 
tapping and threading meet uniform stand- 
ards on each type and size of fitting . 
chamfering is accurate . . . reaming is per- 
fect. That means no complaint from cus- 
tomers, more repeat business. 


co 


FOR QUALITY 


fittings for you... 


Even packaging is designed for the greatest 
usefulness. Convenient-sized cartons with 
large, easy-to-read identifying labels offer 
you efficient handling, shelf-storage and se- 
lection ... at no extra cost. 


Tell your customers about the trouble-free 
dependability of Cotumbus fittings. Sell 
them once and they’ll be back for more. 


Eleven warehouses are conveniently located 
for speedy delivery. 
Look for the U.L. label 
when you buy conduit fittings 


Sold only through recognized wholesal 


INGS 


CONDUIT PIPE PRODUCTS COMPANY —— COLUMBUS, OHIO 


PIPE COUPLINGS ¢ PIPE NIPPLES *« ELBOWS, RIGID & E. M. T. 


4 
RUNNING THREAD « GOOSENECKS © WALL PLATES 
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Standard-threaded rigid steel conduit is the only 
wiring system approved today by the National 
Electrical Code as moisture-, vapor-, dust- and 
explosion-proof for use in hazardous locations and 
occupancies. 


YOUNGSTOWN ‘BUCKEYE’ CONDUIT 


... gives life-time wiring protection 


to Zanesville’s Good Samaritan Hospital 


r ~ 4 ee Failure of its all-important electri- 
<x % 7 ee; ~=scaill: system will never interrupt the 

Sy Pi. smooth operation of the Good Samari- 
tan Hospital in Zanesville, Ohio. That’s 
because the builder of this well known 
institution wisely specified Youngs- 
town’s Full Weight Rigid Steel “Buck- 
eye” Conduit for protection of the 
wiring system from damaging elements 
such as water, moisture, vapor, dust 
and dirt. 


-~s 


If the proper functioning of your 
electrical wiring systems—in any loca- 
tion, under any condition—presents a 
problem, then Youngstown “Buckeye” 
Conduit should be your specification. 
Reports from across-the-nation tell us, 
“It’s easier to bend and thread, wire 
fishing is faster and easier—and its 
superior corrosion-resistance gives a 
much longer service life after instal- 
lation” 


Remember, Youngstown is the only 
producer of rigid steel conduit that 
controls all its integrated operations 
from ore mine to finish threading. 
Thus, you can be sure each length is 
of the same high quality that has made 
“Buckeye” Conduit the accepted stand- 
ard of leading owners, architects and 
contractors everywhere. 


Delivery is no problem—because all 
leading industrial and electrical dis- 
ae tek ame tributors carry complete and ample 
Good Samaritan Hospital | check Dea. A. Connichedt, stocks. Why not call today for quick 
Zanesville, Ohio ||| General Contractor: _ and efficient handling of your current 
Knowlton Construction Company es” 7 
Bellefontaine, Ohio requirements. 


Electrical Contractor: 
Electrical Contractors, Inc. 
Columbus, Ohio 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 
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NOW! 


entrance to ground 


ALL THREE 


engineered for easy selling 


BY 


VER 


... packed with user advantages to 
bring you repeat orders: 


DUAL-GRIP ENTRANCE HEADS 


Built-in connector clamp saves contractors 

time and money. No special fittings needed 

for EMT ...no threads to cut on rigid 

conduit. aoe range of sizes: 14”, 34”, 

1”, 114”, 116”, 2”, 214”, 3”. (Pat. No. 2,739,999) 


ENTRANCE ELBOWS 


. with the same built-in quality that has made 
Weaver heads and ground clamps profitable items 
for wholesalers. Now you can sell a complete 


Weaver Service Entrance Line! Sizes 14” through 2”. 


SURE-SAFETY GROUND CLAMPS 


The only complete line of bronze clamps 
for 4” to 4” pipe. Swinging tops for 
och installation. 


STOCK YOUR SHELVES WITH SALES 
. sell the complete Weaver Service Entrance 
Line—the head, the elbow, the ground clamp. 


Samples cre available for demonstration. 
No charge, of course. Write todoy ... and 
specify exact items desired. 


JA. WEAVER 
Lompany 


/ 
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o shows the “just right” size 
0 small, Result? Less light 


ORDINARY PHOSPHORS — Micro-pho 


particles mixed with those that are 


GENERAL ELECTRIC’S 20TH FLUORESCENT 
ANNIVERSARY ANNOUNCEMENT 


New G-E Fluorescents 
with Bonus Phosphor 





give your customers 
7 to 9% more light... 
at no added cost! 


What sp 


that General Electric has found a way to throw away the 


vs it mean to your customers — now 


small—and least efficient—phosphor particles and save 


the bigger and brighter ones? 
to twice their yearly lamp 
e or factory. It means 2 to 
times as f light as their vearly lamp purchases 
for office ; and schools 


And it’s another reason why they get even more for all 


their lighting costs when they sper ify G-E 40-watt fluores- 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


"BONUS PHOSPHORS" are all the “just right” size. This means 


you get 7 to 9% more light. (800 times magnification in all 3 photos) 


HUMAN HAIR — Magnified 800 times. Compare this with the 
s 3/1000 thick. 


microscopic parti les that G.E. separates Hair measure 


cent lamps. The “Bonus Phosphor” is now available in 


G-E 40-watt and the new Power-Groove—and will soon be 
used in all G-E fluorescent lamp types. For your “Bonus 
Phosphor” Sales Kit, see 


Electric Large Lamp Salesman. 
| 


or write your local General 


20, 
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ONE SURE SOURCE OF SUPPLY 
_ for all your wire and cable needs 


Quality products, ample stocks, dependable deliveries — that’s wha 
you get when you work through a Circle distributor. 

Quality products — because Circle controls every step in man 
turing —from the copper, lead, and zinc mined and refined by Cer 
de Pasco down to the finished wire and cable 

An ple stocks — because Circle is one of the country ’s largest pl 

4 ducers with over a billion feet of quality building wire and cabl 
rolling out of its huge plants yearly - 

All-out service —because that’s a basic policy at Circle, a policy 
which has earned Circle its reputation for giving fast, friendly, de- 
pendable service where and when it’s needed. 

Why don’t you make a Circle distributor your “one sure source 
supply.”’ Many other satisfied contractors do 


WIRE & CABLE 


a subsidiar y oj 


Cerro ve Pasco Corporation 





PLANTS: Maspeth and Hicksville, N. Y SALES OFFICES & WAREHOUSES: in al! principa 
RUBBER COVERED WIRES & CABLES © VARNISHED CAMBRIC CABLES + PLAST INSULATED CABLE 
NEOPRENE SHEATHED CABLES © ‘’CIRTUBE” EMT 





The Murray 
Plug-In 
Circuit Breaker 


All The Functions Of 
Superior Circuit Protection 
At Competitive Prices 
Carries full rated load 
No thermal element, unaffected by heat 
Requires no complex derating 
Acts instantly on short circuits 
Never trips unnecessarily 
Resets immediately 


Tungsten silver alloy contacts 
for long life, trouble-free service 


Fast, easy installations 


Minimum callbacks, maximum profits 


“Never before such complete circuit protection in 
a competitively priced, plug-in type breaker!” 


HAT’S what contractors are saying about the new 

Murray ‘“‘MP” breaker. 

After years of development, Murray has succeeded in 
putting all the advantages of its original fully magnetic 
breaker into the new, competitively priced “MP”. 

Result: you can now offer your homeowner customers 
the best of circuit protection at no increase in cost. 

Check the “MP” features listed here. You’ll see why 
new “MP” breakers — backed by a full line of “MP” load 
centers —can be more profitable to handle for both con 
tractor and wholesaler alike. 

Next time you order circuit breaker equipment, ask 
for the new fully magnetic “MP” line —you’ll be glad 
you did. 


Murray Manufacturing Corp. Dep’t EH 
1250 Atlantic Avenue, Brooklyn 16, N.Y. 


Gentlemen: Please rush me: [(] full information on new 
“Er Wn@... new 1958 Murray Catalog. 


Name__ — a eS 
Company __ 
Address__ 


Type of business___ 


BACKED BY A FULL LINE OF 
“MP” PLUG-IN LOAD CENTERS 


de luxe features at E 

competitive prices! | ry 

© from 2 to 42 circuits 
famous Murray easy-to-wire 


features ‘ 
© interchangeable covers 5 
three hole mounting 7» 
doors on 12, 16, 20 and Bf 
ee 


split bus boxes 
provision for doorlocks 
raintight boxes 


alternate polarity for x 
2 pole circuits 





ae 


MANUFACTURING CORPORATION + 1250 Aflontic Ave, Bhiyn 16, NY 
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Complete line of 
3-Wire Grounding Devices 
for Residential and Industrial 
Applications. 


e Duplex Receptacles 
e Single Receptacles 
e Bakelite Caps 
e Armored Caps 
e Dryer and Power Receptacles 
e Dryer and Power Cord Sets 
e Range and Power Receptacles 
e Range and Power Cord Sets 





Your wholesaler has a complete 


SPECIFICATION ° . 4 range of sizes, types and capac- 
GRADE 4 2 : ities to meet your needs 4 








= 








Circle F Grounding Devices give you everything you want—and save you money, too! 


g ling guarantees of customer satisfaction and no call-backs. 
rouble-free And Circle F Grounding Devices are available at 
ruggs Precision Electrical Wholesalers everywhere for quick pick-up 
engineering and quality-controlled production are your or delivery. 
Any way you figure it...it pays to use high quality, 
low cost Circle F guaranteed wiring devices. 


Next time you order grounding devices ...say CIRCLE F and profit. 


Circle F Mfg. Co. 


TRENTON 4, NEW JERSEY 


In Canada: Verd-A-Ray Electric Products Ltd., Montreal 9 Pens Tet 


- 


requirements: Eastern Insulated Wire Corp. A Subsidiary 
Box 591, Trenton, N. J 
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No need to stock uf sizes of ordinary anchor tngineered by DIAMOND 
Wing-Ding Shorties, Regulars and King Size Wall ° atentee, Wing-Ding 
Anchors meet all your customers’ needs. With jus 7 
these three Wing-Ding sizes you carry a faster 
moving, smaller inventory. Profit per item an room fixtures 
per sale goes up you're sure it’s 


industry. The 


abinets, utensil 


Exclusive ming. ding Advantages 


@ Just 3 sizes for all thicknesses from 1/16” | Evra 
to 1-1/4". 
@ Take smallest hole of any wall fastener. a. 


1/4” for Shorty, Regular. wee 
@ Strong, one-piece, tripod construction holds 1/4" To KING | 

up to 500 Ibs. STANDARD 
@ Long threaded section eliminates stripping. Cat. No. 7923, Size 55l Cat. No. 7922, Size 
@ Set quickly and easily without need of spe- Takes only 5/16” hole 

cial tools. : esses of 
@ Removable, when necessary. 


Offer Your Customers All These NM 





4 


To Help You Sell More WING-DINGS to More Customers... "™=™ 


Write today for free Wing-Ding samples and the Counter Displays show Wing-Ding selling 

name of your nearest distributor. Also for com- features, show the customer how easy they 

plete data on the wide line of Diamond anchors, © 9fé, te install. Place them near your cash 

ister an > 

fasteners and pole line hardware. rigs. ster and cash in on extra sales. All sizes 
blister-packed. 


DIAMOND EXPANSION BOLT CO., INC. 
500 North Avenue * Caren, New Jersey 


Stocking Warehouses: Atlanta, Boston, Chicago, Dallas, Denver, Detre New York 
San Francisco, Seattle, St. Lovis, Washington, D. C. A 
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“BM” # 100 
Cutter for 2, % 
and 1” E.M.T. 


DM 


the original 
concrete-tight 


INDENTER 
FITTINGS 
for E.M.T. 


Insulated 
Connector 





“BM” £1000 
Holder for 2, % 
and 1” E.M.T. 


THE NEW BM607 


Cross section 


INDENTER FOR 1” 


Pocket Size—Only 10” Long! 


“BM” £600 


Changeable Jaw Indenter 


FITTINGS 











Briegel Representatives 
from Coast to Coast 


J. H. Akerman 

813 Sistina Avenue 

Coral Gables 46, Florida 

Phone: Mohawk 7-3864 
” 

Harry C. Andrews Co. 

5440 Gravois Avenue 

St. Louis 16, Missouri 

Phone: Hudson 1-7373 
o 

Crescent Electric Sales Co, 

1800 N. Humboldt Blvd 

Chicago 47, lilinois 

Phone: Albany 2-2600 
° 


R.L. Cunningham Electric Co. 
843 South Front Street 
Philadelphia 47, Pennsylvania 
Phone: Lombard 3-3660 & 3-3109 
s 
L. J. Crews 
1725 Arlington Road 
Richmond 20, Virginia 
Phone: 4-2273 
4 
Curtis Sales Corporation 
3231 Warrenville Center Rd. 
Shaker Heights 22, Ohia 
Phone: Skyline 2-0225 


Herbert L. Jones 
745 Ohio River Bivd. 
Pittsburgh 2, Pennsylvania 
Phone: Linden 1-6684 

* 


AlLevin & Associates, Inc. 


1200 So. Peters Street 
New Orleans, Louisiana 
Phone: Tulane 8480 & 8489 
. 
H. A. Maggiore & Son 
15 Carleton Street 
Cambridge 42, Mass. 
Phone: Kirkland 7-4954 
* 


Ernst F. Hauch Co, 
1282 Folsom Street 
San Francisco 3, California 
Phone: Hemlock 1-1828 
s 


R. C. Handy Sales Co. 

4811 Excelsior Blvd. 

Minneapolis, Minnesota 

Phone: WAlnut 6-2939 
* 

L. D. Hood Sales 

1133 West 8th Avenue 

Denver, Colorado 

Phone; Acoma 2-800} 


A. Lee Clifford 

1801 West 18th 

Indianapolis 7, Indiana 

Phone: Melrose 6-4449 
a 


Walter S. Nash 

2101 Tula Street, 

Atlanta, Georgia 

Phone: Elgin 8071 
a 


N.W. 


Rutkin Electrical SalesCo. 
935 Stanford Avenue 
Los Angeles 21, California 
Phone: Tucker 122445 

* 


Valkus -Kissel 

1711 Kelly Street 

Dallas 1, Texas 

Phone: Hamilton 8-7388 
* 


W. W. Wheat & Son 
2219 4th Avenue 
Seattle 1, Washington 
Phone: Seneca 6222 


* 
Arnold J. Young Co. 
12600 Hamilton Avenue 
Highland Park 3, Michigan 
Phone: Townsend 9-5080& 1 
- 


E. J. Martin Company 
150 Nassav Street 

New York 38, New York 
Phone: Worth 4-6270 


GALVA, 


All B-M Indenter Fittings are U.L. 
Approved as concrete-tight and 
all Compression Fittings as rain- 
tight as well as for general use 
(File Cord £10863). Also comply 
With Federal Specifications 
W-F-406. 


8 


ILLINOIS 
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Make sure you have the New 


March, 


of 


FASCO’S FIRST with the smart new look in power 
range hoods to fit today’s trim modern trend in 
kitchens . crisp, sharp styling featuring a 
sparkling gold instrument panel gives this hood 
the wanted look of tomorrow. 

Featuring built-in light, easy to clean filter, 
and quiet, powerful ventilating fan, this new Fasco 
power range hood is the perfect finishing touch 
to any kitchen. 

" Lustrous copper, sparkling stainless steel or 
gleaming white finish fits any kitchen decorative 
scheme. Matching splash plates also available. 

For full information on this and other Fasco 
power range hoods and Fasco ventilators use 
the handy coupon. 
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There’s a fre sh look at 


Fasco 


FASCO INDUSTRIES, INC. 
North Union and Augusta Streets 
Rochester 2, New York 


Please send me full information on the new Fasco power 
range hoods and ventilators 


Nome 
Company 
Street 


City 





THIS SIGN (3) MARKS THE MAN 
WITH THE BEST LAMP SALES IN TOWN 


, Psvsnwss | a 
He has Ot heavy advertising Support 
« ———— , 


t presells his customers... pre-packaged 


\ a, = > 
Ey A @****\ free merchandisers 
| 4 


sight... personalized mailing pieces { ee 


| 


get his message directly to his customers... 

xpert Nelp 
jilor-make plans and 

tions to his individual 


ds. And this 


residential lamp sales. 
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is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


Connectors may look alike 
but it’s PERFORMANCE that counts 


BLACKBURN CONNECTORS OUT-PERFORM THEM ALL 
Because They Are... 
BETTER MECHANICALLY 


Made of high strength duronze, a silicon bronze alloy stronger than 
structural steel. 

Machine cut threads, *CFC treated, provides more thread engagement 
—reduces friction and increases thread efficiency. *Chemical Friction Control 

Rigid inspection of each production operation assures uniformly good 
connectors, 


BETTER ELECTRICALLY 
High clamping force—the result of greater thread efficiency breaks down 
oxide on the conductor improving conductivity. 
Higher initial conductivity, actually greater than an equal length of 
conductor is maintained permanently. 

REUSABLE 
Selection of proper high-strength, corrosion-resistant materials— plus 
precision workmanship and inspection—means Blackburn connectors 
may be used over and over. 


JASPER BLACKBURN CORP., 1525 Woodson Rd., St. Louis 14, Mo. « WYdown 3-9430 











Revere’s new Fluoresign Outdoor Luminaire for poster fittings provides lighting for an unlimited variety of display 
panels and other vertical surfaces, shown on the “city counter.” areas. Write for Bulletin 300-21. Just one of the wide line of 
A small wholesaler stock of new interchangeable Fluoresign Revere quality lighting components. 


From one responsible source— 
The widest line of outdoor 
lighting products means increased sales 


From poles to mountings to luminaires, Revere offers All of these factors result in lower overhead, better 
the industry’s widest line of outdoor lighting fixtures, and quicker customer service, and resulting increased 
completely matched. sales. It will pay you to investigate the many advantages 
onm.3 ; ° _ f ing Cc te ‘vere line 
This wide selection of fixtures from one dependable of handling the complete Revere line. 


supplier benefits you in many ways. You solve your 
customer’s lighting problems more effectively. Ship- 
ments are scheduled to meet the specific delivery require- 
ments of each individual order. Billing, pricing and 
warehousing are simplified. Purchasing can be planned 


more efficiently. 
Write for catalog covering Revere’s complete line of matched outdoor lighting equipment 


Revere Electric Mfg. Co., 6009 Broadway, Chicago 40, Ill., UPtown 8-7100 
Available in Canada thru Curtis Lighting, Ltd., Leaside, Toronto, Ontario 
OUTDOOR LIGHTING: Industrial . .. Commercial . . . Service Stations . . . Streets .. . Sports... Airports . : . Shopping Centers 
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Give Your ‘Old Work” 


No! RACO 


ce7 AN [c7.\:] 8 


A Profit Lift with 


GRIPTITE BOXES | 


No. 425 GRIPTITE 
2" Deep 
Without Clamps 


© GRIPTITES ARE EASIEST TO INSTALL 


© WORK PERFECTLY IN ANY TYPE WALL—WOOD, 


WALLBOARD, PLASTER, CONCRETE, BRICK 
© EXPANSION-ANCHORS FASTEN BOXES SECURELY 


© 2-GANG GRIPTITES IDEAL FOR KITCHEN 





— 
4 Ss ee 
“Ope 


No. 487 GRIPTITE 
2!/4"" Deep 
with Non-Metallic Clamps 


You Can Always Rely on Raco 


You get fast installation with Raco gangable Grip- 
tite boxes. Make old work installations more 
profitable. Single or ganged, Raco Griptites anchor 
securely in any type of wall. Next time make a Raco 


Griptite installation and show a profit on old work! 


EXHAUST, CENTRAL AIR CONDITIONING SWITCHES 


ASE zy ALL-STEEL EQUIPMENT INC. 


AURORA, ILLINOIS 
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RAIE individually enclosed Interrupter Switches are available 
for virtually every type of installation, from 4.8 kv to 14.4 ky, 
600 and 1200 amp. Above, left: a 4.8 kv, 600 amp model for 


wall 


mounting; center and right: free standing models with 


interior view; below, left: R&IE type HPL-C switch mechanism 


WHILE YOU'RE AT IT- 
SELL THE MAIN SWITCH TOO! 


housings. And standardization provides prompt 


While you are out scouting for equipment orders 
for new electrical installations, don’t forget that 
high voltage installations will also require main 
interrupter switches for service entrance switching 
or for switching at any convenient point along 


a power feeder 


R&IE top quality interrupter switches are avail- 


able fused or unfused, in both indoor and outdoor 


ii 


and quick delivery to your customers. 


Exploit this profitable market and ask for thé 
order. Your I-T-E District Office can supply you 
with descriptive catalogs and will be glad to 
assist you with any application engineering prob- 
lems that might arise. 


I-T-E CIRCUIT BREAKER COMPANY 
PHILADELPHIA, PENNSYLVANIA 
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Truly velvet in performance ... ‘Presswit@h’’. the revolutionary new Hubbell 
press-type A.C. switch responds to the gentlest press of the finger, touch 
of the hand or nudge of the elbow. A press, e on; a press, it's off the 
smoothest, most convenient -and most effigient A.C. switch in Hubbell’s 
famous family of switches 


Presswitch” is as much at home in a factory as in a living room. Its attrac- 
tive styling blends with any interior, and its rugged, precision-molded con- 
struction represents a new standard of durability and dependable operation. 
‘Presswitch” is a complete new switch line; single pole, double pole, three- 
way and four-way, now available at your nearest Hubbell! distributor. 


More on the other side of the page 


WIRING DEVICE 
CAT. NO. 1251-I OFFICE AND WAREHOUSE 


15 amps., 120-277 volts LOCATIONS 


Single Pole A.C. ‘‘Presswitch”’ 
with thru-connection Bridgeport 2, Connecticut 
and ivorine nylon button State 4 Bostwick Street 


Chicago 7, linois 


eet 


Los Angeles 12, Californie 
! h th t Fe Ave e 
| 1s IGE... prencicce, Coltlernie 


Avenue 


Dollies 7, Texas 


HIGHEST QUALITY 
WIRING DEVICES e MACHINE SCREWS 


9 ee! 


IN CANADA 
Scarborough. Ontario 
14 hmount Rood 


BRIDGEPORT 2, CONNECTICUT 

















f 

) 4 
WI) 4" 
f \ 
OQ 


| UND. LAB Linsp 


resSwiteh 


a new ARCHITECTURAL CONCEPT | 


in Switch Design and Convenience 


Perfect for all general A.C. applications, particularly 
the control of large fluorescent lighting installations. 


THGENnH 


Cat. No. 1251 


amps., 120-277 voits 
A.C. Presswitch’ 
brown nylon button 
showing thru-connection 
see below at right 


OFFICES 


Fits standard wall 
boxes and accommo 
dates standard wall 
plates. No special wir 
ng required 


t 


‘ . - . 
INSTITUTIONS FACTORIES RECEPTION ROOMS 


SAFE-SECURE 


THRU-CONNECTION 


SIMPLIFIES WIRING 


MODERN 
DESIGN FEATURES 


1. Listed by Underwriters 
Laboratories 


2. Press action for smoother, easier 
operation Nylon button 


Functional design blends with con 
ventional and modern interiors 


Rugged inner construction provides 
quiet, effortless performance 


° e > n tion. . 
5 Ope rates in any positio Wires, normally spliced, are se Eliminates this extra splice. Thru 
curely joined by inserting them connection speeds and simplifies 
6. No ecial wiring re 

si g straight in under the terminal wiring by eliminating the usual 


quired screw. Terminals accept two con wire splice in most switch 
ductors (wire sizes from #14 to installations 


#10 


HARVEY HUBBELL, .... 


Bridgeport 2, Connecticut 





TIMES and TRENDS 
A Critical Need—Confidence 


President Eisenhower's prediction that this month “should mark the be- 
ginning of the end of the downturn in our economy” makes the days until 
April 1 supercharged from a political point of view. If developments fail to 
bear him out, we hope his words won't be used against him, because thei 
intent is constructive: to restore confidence. 

Business and public confidence are essential in the period immediately 
ahead; a climate of pessimism could only serve to deepen and prolong the 
recession. For most consumers, the impact of the slowdown has been second- 
hand or in the realm of statistics. They haven't been hurt—they have heard 
or read about persons who have. The same goes for many firms; while sales 
by their industry may be slow or skidding, their performance is unaffected. 

But the psychology of the situation is affecting all. Consumers are postpon- 
ing some optional purchases. And companies are deferring expansion plans, 
awaiting signs of a pickup. Ordinarily, this can be classed as common sense. 
The trouble is that if enough spending is put off, the economy may go 
spiralling down past its point of correction. 

In reviewing their own prospects, electrical distributors should not be dis- 
mayed by a darkening short-run outlook. There are too many positive factors 
that underly the general economy in the long run—and particularly the elec- 
trical industry—to permit even a temporary defeatist attitude. And as for 
taking drastic steps in the direction of retrenchment, that should not even be 
considered as yet. Cutting down on personnel may save some immediate 
profits, but it also will cripple growth when the economy rebounds. 

When the near future can become a matter for hindsight, it may be that 
much of the recession is now past. This possibility is suggested by industry 


sales last year. As measured by the Bureau of the Census, dollar sales of 
, 





apparatus and supplies distributors fell 2% from the record 1956 level 
(page 74). For some regions, the drop was sharper—10% in New England, 
8% in the East North Central states. Not since World War II has one minus- 
year for distributor sales nationally been followed by another. In making this 
point, we recognize the obvious: there’s always a first time. 

Certainly, the situation calls for intelligent concern. But despair—and an 
inclination to spread it—is the last thing that’s needed. 


In the Picture 


The sort of industry relations we can use more of was demonstrated 
February 11 at a heavily attended National Electrical Week luncheon in New 
York. Representatives of the sponsoring organizations made brief addresses 
in a fast-moving program. Speaking for NAED, Willard E. Henges, presi- 
dent, Graybar Electric Co., called attention to the distributor’s role. 

“The modern electrical distributor,” he said, in part, “takes great pride in 
the added value he gives, through availability, to the thousands of electrical 
products needed daily by the homes and factories of this country. . . . It 
is through service to all segments of the industry, plus skill in distributing 
large quantities of merchandise in the most efficient manner, that he hopes 
to remain a strong and important link in the overall scheme of electrical 
distribution.” 

We hope that this luncheon had its counterparts in cities across the coun- 
try, and that a distributor played a prominent part in each. 


——— 
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ELECTRICAL 
dale) (-t-t-li ale! 


to Finish 


. 


FOLLOWING A JOB fr 


installation (above) is 


m the blueprint 


part of James C 


function a distrit 


the most important 
opposite phot worked with j 
Pratt G Whitney C Inc., until the 


Service, particularly in following up orders, can never be 
stressed too much at Hartford Electrical Supply. Here is By Robert S. Bush 


the successful formula for obtaining repeat business 


NYONE can make a 

as James A. Gray is concerned 

A_ successful however, 1s 

something different—something which 

takes long-range planning and service 
into consideration. 

Gray, who sells some big accounts 
for the Hartford Electric Supply Co. 
of Hartford, Conn., is also the firm’s 
vice president. And he has found from 
years of experience that selling does 
not stop with the sale. 

“As far as I’m concerned,” he ex- 

plains, “service is at least 50% of a 
sales organization. Sales without serv- 
ice is not the formula for repeat busi- 
ness.” 
e Sells to Finish—But what is Gray’s 
formula for repeat business? Basically, 
it’s selling a job from the time it is 
visualized in the mind until it is ac- 
tually completed. 

Specifically, the official says his first 
duty is to get to know the customer or 
prospective cusomer well. 


sale as far 


sale, 
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“When you're on an equal footing 
with your accounts, and they get to 
know you on that basis, then they can 
trust your judgment on recommenda- 
tions for jobs,” he says. “They won't 
hesitate to ask for your advice, or 
even hesitate in giving you the order.” 

One way Gray gets to know his 
customers is to share in their non-busi- 
ness activities. One customer, for ex- 
ample, likes to fish. Since Gray also 
fishes, both have a common interest. 

But Gray is quick to note that this 

type of activity is purely social, with 
no thought of personal future gain. 
e Helps Customer—Whenever the 
vice president is called in on a job by 
one of his industrial accounts, he will 
assist in laying out the project on blue- 
prints, if it is necessary. There have 
been times when he has done this, and 
still not received the order, but he 
believes that enough good will has 
been created that future orders will 
come his way. 


“When we get an order, our work 
Gray explains. 
“Our main goals are to satisfy the 
customer and repeat business 
This cannot be done by merely sup- 
plying the materials.” 

e Follows Up Sale—tThe official says 
that he works closely with the con- 
tractor or maintenance man on the 
job to see that all materials are sup- 
plied on time and that specifications on 
the final layout are followed. 

He or one of his staff keeps in con- 
stant touch with those concerned with 
the job, and usually, Gray checks to 
completed installation is 


has only started,” 


to get 


see if the 
Satistactory 

“One thing we never do,” Gray 
“is to count on a sale until we 
have it. Good lines and qualified per- 
sonnel help make sales. But service— 
especially follow-up service—is the 
most important thing to us in not only 
giving our customers what they expect 
of us, but in getting future orders.” 


says, 


Turn page for follow-up methods 





Selling From Start to Finish (cont.) 





Follow-up Forms Help Assure 


ECAUSE they believe that follow-up service is the 

most important function a distributor can give his cus- 
tomer, Gray and President George De Pasquale have two 
inside men who handle this function in an attempt to 
Satisfy the customer and to get repeat business. 

As early as last month a form (see opposite page) was 
initiated which so far has saved up to 10 times the cost 
and time it formerly took to follow up an order. This 
printed letterhead is in triplicate. A message to a custome! 
or manufacturer can be written in longhand on the top 
half, and the reply can be made on the bottom 

This procedure has eliminated much typing and has 
speeded the process of getting valuable information to 
the customer. In addition, post cards (see reproductions 
below) with information for the customer or manufac- 
turer have been devised by Hartford Electric. Specific 
questions or answers can be checked off in the appropri- 
ate boxes provided. 

“This system is doing a lot to improve our distributor- 
customer relations,” Gray says. “Follow-up work can get 
out of hand sometimes. But our system is simple and 


SERVICE MANAGER Pau! Giangrave handles much of 
the ¢ pany tollow ervice on order Together 
y iasing agent, he expedites ar 
n 3 if an rder 


facilitates service for everyone.” 








ACKNOWLEDGE WITH THANKS 


er ‘teins "1d30 ONISVHDUNd 


will be 
hy t 
Shipment “O° made 


e 
19 from 


‘NNOD | ‘QuO4LYVH 


At prices in effect at time of shipment 


Remarks SVL XxOG O'd 
SNNSAV WaVd MGSEN IZS 


THE HARTFORD ELECTRIC SUPPLY CO ‘OD AlddNS Did¥1DI13 GYOALYWH JHL 


57!) NEW PARK AVE 
BOX 748 HARTFORO.! CONN 











A POST CARD acknowledging an order from 
tomer is normally mailed immediately after a 
; p> : qguvo 1S0Od 3ALVAIYd 
> i nar Personnel wt handle follow-up 
closely with salesmen so they will 


1ail acknowledgment 


The Hartford Electric Supply Co 
Re Our Oroer N 
Date Priority No 
Dated 
Item 


We have no acknowledgement of this orde Please advise when sh pment will be 


ONE SIDE ard sent to the manufacturer made. 


Your acknowledgement of above order gives no ship jate. Please advise when we 





ntair Var j Te) tior ncerning yecific 
ta - 8 2 Sf - may expect shipment 

r t lette + > . 

mplete letter t ir Material on above order is needed urgently Please advise shipping date at once 


are provided adja We have received no reply to our recent request regarding shipping date of above order 
} <a. Please advise at once 

be checked off ac 
Shipment of above order was promised for 





e top part of the card 


Please advise if shipment went forward as scheduled, and if not, when delivery will 





nber and priority number, be made 

ate order and the item in question Please advise when we may expect shipment of balance due on the above order 
A note on the bottom requests that the answer Your promise of snot satisfactory 
be returned on the reverse side of the card. This 
€ u C € € e , Material required by Advise promptly 
type of communication saves the company per- 





sonnel time and money in writing a separate 
letter to the manufacturer, and hastens the proc Please Use Attached Return Card The Hartford Electric Supply Co 
For Your Reply 


istomer. 





f getting a reply for the 
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FOR PROMPT REPLIES or for expediting inquiries, this f 
ip or communicat n torm 


nnel Top half f 
in triplicate. Supply 


used by Hartf Electr 


r message and bottom f 


or reply 
company personne! retain second 
and instruct recipient to file third copy and use original 
t end handwritten rer 





OuevD 1SOd 3LVAI¥d 


Referring to The Hartford Electric Supply Co Order No. 


Priority No 


item 


Order Received 


Material will be Shipped 


OPPOSITE SIDE 
Shipment made r ' nswer 


t 


3 
Balance will be Shipped 


Signed 


By 
Form !9 
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AN INSIDE LOOK AT... 


Two Functional Dream Houses 


Here is an EW photo story of the benefits two distributors 
derived from displaying stock in the warehouse to emphasiz- 
ing the importance of telephone service at the counter 


1. Interstate Electric Co., New 


ttnyISPLAY 
Jr., president 
Orleans, says. 


90% 
of 


is of selling,’ George C. Howell, 


Interstate Electric Co., New 
The official, who moved the firm into a 


new 145,000- 


sq ft building last year, now has plenty of warehouse 
He explains, however, that this area is more than 


ust warehouse 


spact 
space 
e Warehouse Is stock is 
the Howell 
And many customers want to see just what they're 
More they the 
decide make 


Showroom Everything we 


view Tor customer to see if he chooses, 


Say s 
buying occasionally 


they 


often 
to 


we have in the warehouse permits the use 


want to 


purchases 


see 
products before 
The space 
isles and plenty of area where 
k. The 


seeing 


we Can display 
likes take 
but it also 


items he 


customer not only 
to 
some 


This, 


to nis 


time in what we have offer, gives 


him the 
has 
sales for 

In 
city 


opportunity to see wants which 


he forgotten about of course, means 


extra 


us.” 


addition to located 


now 


being in. the of the 
a burglar alarm system which 
Before 


automa 


centel 
Interstate has 
proved to be a great savings to the company 
present 


ills 


alarm which turned 


pm 


system, IS on 


at 6 three night watchmen were used at 


each night 


A Functional Warehouse More than a warehouse 
for stocking supplies, this area also serves as a showroom 
for customers who might want to see what they are going 
buy before they make their purchases. All stock 
displayed and aisles are wide for customers’ convenience 


to 1s 


40 


Orleans 





A Space-Saver Wire and cable reels are mounted on a 


modified 
and easily. Both sides of the racks are 
on with 
A fourth, single layer 


used 
Stacked 
bottom 


ire each side the larger reels at 


IS placed on top 


A Showroom Showplace Believing that display is 90% 
of selling, company officials have devoted 5,000-sq ft to 
display ceiling in the fixture showroom. Here, more than 
500 fixtures are shown, including commercial and indus- 
trial types. Ceiling is suspended, with removable panels. 
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“A”-type rack to utilize all existing space, to 
present a neat appearance and to handle the reels quickly 
Three layers 
the 


/ 





2. Rawlinson Electric Supply, Dallas 


XPERIENCE has been the best teacher for P. H. 

Rawlinson, president of Rawlinson Electric Supply 
Corp., Dallas, Tex. 

Until about a year ago, the firm was moved three 
times in four years. From each move, the official learn- 
ed more about efficient operation methods. And each 
time, he tried new methods where the old ones had prov- 
ed unsatisfactory. 

Rawlinson, in his move to a new 18,000-sq ft build- 
ing last year, put three ideas into operation, which have 
proved beneficial (see photos). 

e Checks on Inventory—As far as an inventory system 
in the new location is concerned, Rawlinson believes 
he has a lot of red tape licked. 

“Our inventory is maintained by the manufacturers’ 
representatives,” he explains. “Each representative checks 
periodically to see if his line in stock is adequate. In 
this way, he also can check on the movement of stock. 

“He always gives us a report on turnover so that 
both he and I can keep tab on fast and slow-moving 
items. By working with him this way, we can better 
plan for the future as to which items will sell them- 
selves and which we will have to sell up.” 

One theory to which Rawlinson adheres is a desire 
never to develop a business too large—at least to 
the point where he will forget to give service. 

“We're not going to scatter our shots,” he says 
“We're going to continue believing that service is the 
backbone of our company in being successful.” 


Warehouse Simplification Area for stock comprises 
about 13,000-sq ft. Most of space is put to use, but this 
area provides for wider aisles through which trucks can 
be driven. This system has permitted officials to lay out 
merchandise in a more convenient arrangement, providing 
more accessibility. Formerly, items had to be stacked on 
top of each other. Shelf space accounts for about 5,650- 
sq ft. In each section of the shelves, broken items are 
grouped neatly on lower bins while unbroken boxes of 
same items are placed directly above. 
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Telephone Convenience Company has 10 trunk lines, 
eight of which are at the counter. Only one number is 
listed for the firm. If one line is busy, the call can still 
be received through any of the other seven lines. Small 
switchboards at the counter and in the office for other 
two phones can be operated by individuals, thus elimin- 
ating necessity of central operator. 


Personnel Are Flexible In the new location, with the 
additional space, personnel have become flexible enough 
to be able to do a variety of jobs. These two warehouse- 
men, for instance, can also substitute at the counter. 
“When we moved to our new location we had more space, 
and so we spread out ourselves,” Rawlinson explains. 
“Each man is now able to move from one spot to another, 
if it is necessary. We are all salesmen, and we work where 
we are needed to give the customer better service. You 
have to be flexible to do a good job.” 


ar 
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A Showroom That Pays Off In Sales 


EYE APPEAL with 


3 
c 


r m at jonn Kiley ¢ 
r 


a pe pular 7 with 


NEATLY DESIGNED area within main showroom is typical 

special manufacturers’ displays, which, says Riley, must cre: 

interest within two month r be replaced. ‘‘Each lighting bay 

in the showroom,”’ he add ‘is controlled by a ]2-way switch 

box, again using product f different manufacturers an 

finishes. All these installation items are as stocked by us and 
ty - 


have proved a good sales talk feature 


42 


& 


Lighting display industrial and 
commercial and “‘g y visi rectors, engineers 


and architect 


N ONE YEAR—lighting sales increased by 120%, 

switchgear by 45%. That’s the record turned in by 

John Riley & Son (Electrical) Ltd. of Sheffield, Eng- 
land. 

The company, says Chairman Harry Riley, accomp- 
lished this by building in 1955 an “industrial electrical 
exhibition” showroom that has spoken for itself in sales 
and promotion 

Part of a 7,000-sq ft addition to the original Riley 

building (3,500-sq ft on each of two floors) the showroom 
includes both exhibitions of goods “normally stocked in 
volume” and those where “the manufacturer has begged 
to be allowed to provide the exhibit.” 
e Reverse Trend—Says Riley: “In the early days we 
asked certain manufacturers if they would care to parti- 
cipate. The position today is that we have a waiting list 
of manufacturers clamoring to be allowed a space in our 
display.” 

Part of the showroom’s popularity and value, says 
Riley, stems from periodic display changes. “Any dis- 
play,” he says, “which has not created sales interest in 
two months is scrapped and replaced.” 

e Special Emphasis—Placing emphasis on industrial and 
commercial lighting, not residential, Riley finds po- 
tentially bothersome “human traffic is not heavy.” 


ELECTRICAL WHOLESALING—March, 1958 

































































Are your meetings held on the spur 
of the moment, because “‘it’s time 
for one” or because a 

factory salesman happens to be 
visiting? Do they seem aimless and 
fruitless? If so, here's a report 


on practical ideas for . 


Making the Most 
of Meetings 





A ‘Profit School 


Geared to 


Today's Conditions 


FACULTY 


partner 


By Howard J. Emerson 


HE PROBLEM of selling electric- 
al supplies and equipment more 
profitably .under today’s market 
conditions is being challenged success- 
fully at Gilson Supply Co., Oakland, 
Calif., with a two-day “profit school.” 

In two full days of 
sessions, the entire Gilson organiza- 
tion receives the latest product and 
sales stories of 11 major suppliers plus 
a re-indoctrination in Gilson’s policy 
and program. 

Behind this profit school—an an- 
nual crash program of 12 one-hour 
meetings, two luncheon and two din- 
ner meetings-—says partner-sales man- 
ager Charles Martin, are these factors: 

e A need for the electrical supplies 
and equipment distributor to “take 


concentrated 
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mental inventory,” to take a close 
look at where the distributorship is 
headed in a period of 
volume and increasing costs. 

e A resulting need to fill any holes 
in this inventory, to meet those in- 
dustry conditions by training the dis- 
tributor’s staff to: (a) improve its 
selling methods to produce business 
that returns a higher margin of pro- 
fit and (b) further increase the profit 
margin by learning to sell and service 
at lower cost 


decreasing 


e The necessity for a distributor 
to keep his share of the market vol- 
ume by keeping his staff competitively 
strong with a full knowledge of the 
products carried and the sales tools 
which the manufacturers supply to 


help a distributor sell more products 
at a better profit. 

e A today to 
distributor’s employees of the 
damental soundness of the 
supplies distributing business, to show 
them that the distributorship intends 
to stay in business and to prosper- 
and that they a future directly 
concerned with that prosperity 

Unique in the schedule of the Gil- 
son “profit these two 
techniques developed over the pro- 
gram’s 10-year history 

1. Each session is_ given three 
times—with the Gilson staff of 15 
men divided into three groups. During 
afternoon, three 


reassure the 
fun- 


electrical 


need 


have 


school” are 


a morning or an 
Continued on next page 


43 


















































SALES TOOLS available to help distributor’s salesmen sell more 


the manufacturer ‘‘faculty 


brought to Gilson ‘“‘profit school’’ by 


Noah explains ‘‘product liner”’ 


which salesmen can use for visits to key 


profitably were 
D’s Dick 


accounts 


Square 


“Profit School” (cont.) 





| Getting 


“Down 


to Earth” on 


Products and Profits 


PRODUCT STORIES helping to sell more profitable items to 


more profitable markets, 
' nest 


are offered Gilson staff by “‘profs” like 


Continued from preceding page 
manufacturers’ salesmen or representa- 
tives present their one-hour program 
simultaneously, with the groups 
moving each hour 

2. The groups of five men each 
are made up of a cross section of em- 
ployees—two outside salesmen, one 
inside salesman, and two warehouse- 
men, would be a typical grouping. 

“I can’t over-emphasize the value 
of these two techniques,” says Martin. 
“Keeping the group down to about 
five men makes each session informal, 
more like a seminar than a lecture 
course 

“The men do not hesitate to ask 
questions in such a small group— 
but they do hesitate in larger groups 
because they don’t want to sound fool- 
ish, feel that they are showing ignor- 
ance, or because they feel their 
questions might not interest enough 
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strengthening knowledge and servic: 
Walt Eberle 


of the others. And they get more op- 
portunity to ask questions—three 
times as much as they would at a 
full staff meeting 

e Good Mix—“We compose each 
group carefully with outside and in- 
side salesmen plus warehousemen for 
excellent reasons. In the first place we 
figure everyone in the organization is 
a salesman if he does his work right, so 
he should have the product and sales 
stories even if he’s in shipping. 

“And we have proof of greatly in- 
creased efficiency all through the or- 
ganization when each employee knows 
the problems and thinking of the peo- 
ple on other jobs. The warehousemen 
are able to handle their jobs better 
when they know more about the prob- 
lems the salesman faces and the de- 
mands put on him. The salesman, in 
turn, works more efficiently and more 
profitably when he knows the extent 


of the warehouseman’s knowledge and 
some of the problems and procedures 
in that job.” 

Setting up the two-day school is 

the responsibility of partner Charles 
Martin. Manufacturers’ salesmen or 
representatives for the major brands 
for which Gilson is franchised are 
invited to take part. 
e “Selling Guests’—Those that can 
accept a role in the school are invited 
to a luncheon as Martin’s guest. This 
year the luncheon was held on January 
15 for the January 25-26 school. 

Attending were representatives of 
Appleton, Burndy, Edwards Co., G-E, 
Harvey Hubbell, Nat. Elec. Prods., 
Okonite, Square D, T&B, Sunbeam 
Lighting, and Wiremold. To this 
group, Martin outlined the objectives 
that he and partners Bill Figroid and 
B. H. Dowd were set on attaining for 
this year. 
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SMALL GROUPS in r 

tact with ‘‘teachers.’’ Here, sale 
from free discussion nf 
TGB 


‘A 


man Le 


personal rmation 


discusses various uses of connectors 
Manufacturers’ am tt 


students 


men ame fC © 


gave 
- 


f Gilson rotated 


The manufacturers’ representatives 
tell what new materials they have that 
can be used to advantage in their ses- 
A program is set up for three 
one-hour sessions, 9 to 12 am and 2 
to 5 pm on both Saturday and Sunday. 

Each manufacturers’ representative 
is allocated one morning or afternoon 
at which time he'll make his presen- 
tation three times. These men join the 
Gilson staff Martin’s for 
luncheon and dinner on the day they 
‘teach.” 

e Facts of Life—A 
the 1958 Gilson school program was 
to fit Martin in as one of the “teach- 
ers.” On the opening day Martin took 
each the three groups 
hour “facts of life” 

He talked to his men as though they 
partners in the 
present and future of Gilson Supply 
He analyzed present conditions in the 


s1ons 


as guest 


feature added to 


of for a one 


session 
were 


every sense in 
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a 


Bill McLaughlir 


in sample case box 


re 


2e time as gr 


business of distributing electrical sup- 
plies and equipment and the field of 
valves and fittings which Gilson also 
He Gilson 


stood locally 


serves discussed where 
its condition and its ob- 
yectives 


e The 


earth” in 


Works 


these 


“down to 
Martin 
the results of a recent analysis of Gil 
the staff 
where saving could be achieved in al- 


Getting 
sessions, used 


son's cost structure to show 


most every phase of the operation 
from choice of carriers in shipping to 
and heat. Emphasized 


throughout the session was the objec- 


costs of light 


tive of finding ways to cut unnecessary 
expense without cutting service to the 
customers 

For the salesmen, and the others in- 
directly, Martin this to 
encourage them to push impulse items 


used session 


tape, batteries, wrenches, lamps 


ach 


to increase e order with goods 





g a relatively high 
e Extra Help—To distributor man- 
agement there is another value to this 
says partner Figroid. It 
take 
interested 
full 
it the distri- 


and 


mark up 


profit school 
shows the 
part that 
in selling quality 


manufacturers who 
this distributor is 
products with 
service at a fall 


butor 


price—th 
and his 
to spend 
how to do that 

e Full Support—t 
the 


men are willing 


anx1ous this time learning 
relation 
the 
school, from the questions and prob- 
the 
can't help but realize that such a dis- 
the 


extra cost of promoting these lines of 


the 


men at 


rom 
with distributor's 


lems men present, manufacturers 


tributor can't use extra time and 
quality products if he has to end up 
selling the 
non quality product 


his 


them at same 
that 


full 


price 
the 


pac 


as a 


manu- 


facturer must g king to 


such a distributor 
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AVE YOU ever wished you could 

attend a_ lecture that 

would build up electrical 
distributing I. Q.? 

If you have, consider the advantages 
of attending the regular monthly meet- 
ing of local chapters of the Interna- 
tional Association of Electrical In- 
spectors (1.A.E.1.) And, to be more 
particular, consider the case of B. 
Davis Co., Inc., a Mount Vernon, N. 
Y., electrical distributor, em- 
ployees regularly attend such meetings 
e Close Contact 
to programs sponsored by the West- 
chester chapter (which takes in three 
counties) of LA.E.I. Al Leibowitz 
Davis vice president and an outside 
salesman, is program chairman for the 
chapter. As such 


course 


your 


W hose 


These employ ees £0 


he is in close contact 
with electricians, contractors, other 
distributors and the manufacturers’ 
representatives who frequently make 
product demonstrations at the meet- 
ings. 

“The prime function of the 
ings,” says Leibowitz, “is to get unified 
definitions on the National Electrical 
Code. We ask for letters with ques- 
tions for members at least a week in 


meet- 
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yuences 


tz 


a 


show 
t nding 
meeting 
AA 3 
Vianager 

untermen 


Making the Most of Meetings (Cont.) 





Building 


Up Your 


Electrical 1Q 


[Then our Code 
committee gets together and has the 
them at the meet- 


advance of a meeting 
answers ready fo! 
ing.” 

e All Branches [he 
which has 30 members, is composed 
of distributor representatives, contrac- 


committee, 


tors, electricians, electrical estimators 
and utility and underwriters’ person- 
nel. Tom Mackey, of Underwriters 
Laboratories Inc. is chairman; Herman 
Metz, a contractor, 

Preceding the Code discussions at 
each meeting is an informative talk 
given by a manufacturer’s representa- 
tive. In February, for example, Min- 
neapolis Honeywell representatives 
spoke on “Zone Control in Warm Air 
and Wet Heating Installations”; in 
March a Westinghouse representative 
discuss 440-volt 


secretary. 


will distribution sys- 
tems. 

e Business Advantages—Apart from 
the knowledge gleaned from these in- 
formation sessions, business contacts, 
Leibowitz, invaluable. “It 
gives everyone a chance to talk on a 
level other than ‘strictly business,’ ” 
he comments. “A counterman or an 
outside salesman can get in and talk 


Says are 


to some of his customers in a personal 
way. And at the same time they have 
the opportunity to develop new busi- 
ness contacts.’ 

What do Davis employees think of 
the meetings? Says Ted Brundage, a 
counterman: “For contacts 
they're terrific. So are the talks. I sup- 


social 
pose one of the biggest advantages is 
that you get a chance to develop closer 
with and in 
this business you can’t emphasize that 
enough.” 

Brundage’s sentiments are strongly 
seconded by counterman Gil Corcione, 
“You can really learn some- 
thing at these meetings. Whoever gives 
the program is bound to be skilled and 
you can pick up pointers just watching 
these good speakers. Besides that, the 
programs are really interesting. And 
then there are the benefits of getting 
to know fellow industry members.” 
e Final Word—Sales manager Harold 
Davis adds a final thought to the com- 
ments of other Davis employees. “A 
distributor employee,” he says, “should 
be in a position to help any of the pro- 
fessionals he works with. This is a big 
step in that direction. 


relationships customers 


who adds, 
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Communicating Ideas 
Within the Company 


DEPARTMENT HEADS meet for breakfast every 


f the company 

McKeever, office manager; S. T. Cain, vi 
jent; Roy Good, shipping and delivery 
Not shown is Weldon Mosel 


eiey 


r’S one thing to have a better sales 
organizaton by holding regular sales 
meetings. But J. C. Robinson be- 
lieves it is equally important to find so- 
lutions to problems involving the vari- 
ous departments of a distributing firm 

“At the management level, I don’t 
know of anything that is more impor- 
tant than internal communications,” 
the president of Electrical Supply 
Corp., Dallas, says. “The important 
thing here is that communications 
should not only be from the top down 
but from the bottom up.” 

Because he was convinced there was 
a need to solve internal problems, 
Robinson decided several years ago to 
hold regular meetings of department 
heads every other Thursday. And the 
results have been impressive. 

The official stresses that these are 
not sales meetings but operational 
sessions to improve functions within 
the company. These informal sessions 
are held in the “Penthouse” of the 
company, an area on the top floor de- 
voted to meetings for company per- 
sonnel 

In addition to Robinson, eight de- 


also 
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warenouse 


After meal, problems are discussé 
> president 


manager, and 


manager 


partment heads attend the breakfast 
meetings 

“The meetings are 
on time,” Robinson “Our office 
manager, Mrs. Arlene McKeever, 
cooks breakfast, and those attending 
know that if they do not 
7:30, the food will be cold.” 
e Small But Important—Robinson ex- 
plains that matters discussed are us- 
ually small but important 

“After all,” he says, “our 
is made up of a lot of small things. The 
main idea is to get together and work 
out problems so the various depart 
ments can be better coordinated.” 

Usually, department official 
contributes, either in presenting prob- 
making the 
solutions of problems 

Some discussions have included me 
thods of handling invoices, using rub- 
ber stamps on orders and 
freight before it is shipped 
e A Big Help—One policy put into 
effect recently has saved money 

The firm makes allowance for 
freight shipments in 100 
pounds. The customer then claims his 


always started 


Says 


arrive by 


business 


each 


lems or suggestions for 


weighing 


excess of 








allowance by 
bill 


was put into effect, the shipment was 


sending in the freight 


However, up until the new policy 


never weighed by company personnel 

To prevent customers from getting 
than 100 
pounds, department heads decided that 


rebates on shipments less 
shipments would be weighed by com- 
pany the freight 
the actual 
than 100 
has stopped customers 


to which 


personnel. In turn 


company would show 


when it was less 
This 
from asking for 
they are 


weight 
pounds 
allowances 
not entitled 

the many de 
effect which 
our 


This is only one of 
cisions we have put into 
have originated from meetings,” 
It’s important to have 


the 


Robinson says 


ideas which will be of benefit to 
entire organization 

It takes many to think of ideas and 
to discuss them. One can’t do it alone 
It’s hard to realize the number of in- 
ter-company 
until several people start talking to 
gether. That's 


which branch 


problems facing you 


why communications 
out mn 


the 


every direction 


are important to survival of the 


business.” 





TWO DISTRIBUTOR-DEVELOPED SYSTEMS: 


1. A Catalog That's Kept Alive 


iG AND BULKY, small and skimpy, sketchy or 
infinitesimally detailed—catalogs have long been the wu =u 
bane of electrical distributors and their salesmen. But Ot axasee 2 e* 
not at Mid-Florida Supply, Inc., Orlando, Fla. 

Chis firm’s salesmen have been using catalog binders 
as practical selling tools on their regular calls to 300 
selective accounts. In early 1957, the attractive dark- 
green and orange covered, 11-pound 3-ounce reference 
books were issued to plant engineers, maintenance men, 
architect-engineers and electrical contractors doing com- 
mercial and industrial construction. 

Since then, Mid-Florida’s salesmen have been skillfully 
and successfully using fresh reference sheets (supplied 
by the manufacturers) as a means of entree to point up 
new products and to make sales. 

rhe binder is not a price book. A message to that effect 
on the title page explains, “Prices or discounts shown are 
not guaranteed; however, same would be suitable for 
estimating.” The catalog’s index is alphabetical, permitting 
the user to find the manufacturer's name and product 
group simultaneously or separately. 

Costs for the reference book complete: $8.00 each 
This includes the binder with the 42-piece index set and 
the 2-page manufacturer name index sheets which Mid- ASSEMBLY of material for Mid-Florida Supply's catalog is 
Florida had printed locally. All in all, a relatively inex- handled by Dave Chappell and Katie Jensen. Main require- 
pensive way to turn a bane into a boon. ment: space for orderly arrangement of material in ‘‘stacking.”’ 


a) 
i 


soe 
ee 
a 


. Te nA 


SALES USE of catalog hown here as salesman Mel Barnhart Electric Co., Daytona Beach. Salesmen capi- 
McCoy (center) discusses new product bulletin wit! talize on opportunity to review id sell product 
Frank Barnhart (left) and Carl Weatherell of the before inserting literature for 
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2. Running Tab on Purchasing, Sales 


— = 


A CONTROL CHART is used t 


It also serves to pr 


gories 


compute gross profit monthly f 


ject sales and purchases for f 





























each of mair 


wing month, 


CHANGE SLIP is maintained to estimate a new gross profit figure if items in 


each category do not move as 


UCH of a distributor’s successful 

business is built around a good 
inventory system. And A. S. Cartin 
of Capitol Light and Supply Co., 
Hartford, Conn., has developed a per- 
petual control system which he says 
has been a tremendous help. 

As a Starter, the sales manager has 
broken down his inventory into nine 
major Categories. 

The nine major categories include 
electrical construction equipment, 
small appliances, fans, residential and 
commercial fixtures, seasonal vari- 
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well as expected or 


ables, tools, signaling equipment and 
the gross or overall breakdown. 
e Monthly Tabulation — With each 
of these products, Cartin computes 
the gross profit monthly (see first 
illustration above). In addition, he 
estimates the gross profit every three 
days by posting sales and purchases. 

“With a running tabulation of gross 
profit and actual sales, we can set 
up a monthly projected figure for 
sales and purchases,” he explains. 

In addition to the perpetual inven- 
tory chart, Cartin has devised an 


if they mo 


ve faster 


open-to-buy change slip (second illus- 
tration above). Checking figures on the 
inventory chart, maximum and mini- 
mum inventory figures are set. If a 
category falls below the minimum 
figure for stocking, a note is made 
on the supplemental slip to reduce 
the purchases for the following month. 
The opposite is true if a category 
exceeds the maximum. 

“It's important to keep aware of 
the proper turnover,” Cartin says. 
“This system assures us that a product 
is in a constant liquid state.” 








LIGHTING COMPETITION WINNERS 





Ist—Combining Lighting and Air Circulation 


= an | 


DURING INSTALLATION a white fiber board reflective sub- 
ceiling was laid on top of the steel channel framing system 
to enclose the cavity. This cavity also serves as a feed-in for 
air circulation—both heated and cooled—and also contain 
enough space for the sprinkler system. 





Each month, EW is presenting case studies of winning 
entries in the distributor division of the 1957 Inter- 
national Lighting Competition. All winners were an- 
nounced in the December issue. The competition was 
sponsored by EW and two other McGraw-Hill maga- 
zines in cooperation with the National Lighting 
Bureau. A distinguished panel of nine lighting author- 
ities selected winners. Next: outdoor winners. 








at Pen 


A PLASTIC CEILING was used, above which single lamp 
trips were hung in continuous rows. Fluorescent fixtures 
were suspended from the steel channel framing system. With 

full expanse of the all-electric ceiling, it was possible 
to maintain a low intake air velocity 


COMPLETED JOB in office area showed 
an average maintained lighting intensity 
f 70-ft-c. The total lighted area was 
50,000-sq ft. Lighting adequacy was 

pacing of lighting strip, 
care with which all surfaces were finished 
to enhance reflectivity and inherent ef- 
fectivens | 


pr vided I y cle S€ 


f diffusing vinyl plastic 


O EFFECTIVELY coordinate lighting, heating and 
air conditioning in a new building in Detroit, Mich., 
Victor L. Kochajda of the Frank C. Teal Electric 

Co. suggested to the electrical contractor that an all- 
electric ceiling would prove to be the most beneficial 
in economy and appearance 

In his entry, which was judged first in the office light- 

ing category, Kochajda said that in addition to the basic 
step of providing good lighting, he had to convince the 
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3—OFFICE 





customer that an all-electric ceiling would simultaneously 
coordinate the objectives of air conditioning and noise 
control. 

“This was new construction,” he says. “As such, the 

designing engineers had much to do with the general 
character of the lighting needs. Because they wished to 
use the ceiling as a feed-in for air circulation, it was 
necessary to find a type of lighting which would eco- 
nomically and effectively achieve visual as well as phys- 
ical goals.” 
e Benefits Clinch Sale—Because Kochajda was con 
vinced that an all-electric ceiling would be the best pos- 
sible solution to the problem, he arranged a meeting 
among the manufacturer, engineer and owner. 

“Once we proved the benefits and flexibility of this 
type of lighting, the owner did not hesitate to go ahead 
with the project. Throughout the installation, we worked 
closely with the owner, the architect and the electrical 
contractor.” 

The total area to be lighted was 50,000-sq ft. Lighting 
adequacy was provided by the close spacing of the light- 
ing strip used, the care with which all surfaces were 
finished to enhance reflectivity and the inherent effective- 
ness of diffusing vinyl plastic. The distributor’s salesman 
says that the goal of 100-ft-c (initial) was substan- 





2nd—A Direct and Indirect Combination 


HIGH OUTPUT eight-foot rapid start lamps produced ade 
quate lighting, even distribution and low brightness 





Y USING a direct and indirect combination system on 

a relighting project, a La Crosse, Wis., distributor's 
salesman showed an industrial customer how the sys- 
tem could be tailored for the individual type of office 
to be relighted. 

The salesman, Bernard E. Weigel, of W. A. Roosevelt 
Co., at first proposed a complete all-electric ceiling in- 
stallation when he received the lead. However, because 
of his customer’s budget limitations, he suggested the 
alternate system, which he eventually sold. 

e An Artistic Design—‘“The presence of 1! round and 
square pillars at irregular intervals made it possible for 
me to suggest that the fixtures be placed in an attractive 
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tially more than the normal standards for general office 
space. 
e Coordination Achieved—He adds that the most im- 
portant result to the customer was the coordination of 
physical requirements at a cost no greater than the 
lighting alone 

“By using center corridor space as a return duct—fed 
by wall grills leading into each office space—it is possible 
to pump heated or cooled air into each room by way of 
the slight openings adjacent to each corrugation as it 
rests on the supporting rail,” Kochajda says. “The full 
expanse of the ceiling permitted a low intake of air 
velocity 

[he entire system is controlled by low voltage remote 
control contactors, giving versatility. Cer.ain areas in 
clude dimming controls. Although the engineer was 
faced with the possibility of adding acoustic wedges, he 
was shown that industrial carpeting plus the plastic 
ceiling provided almost perfect results 

“The final effect was artistic in the sense of clean 
lines and surfaces,” he adds The ceiling coordinated 
the room into an architectural whole just as wall-to-wall 
Carpeting ties together furniture groups in the home. All 
in all, we are proud that electrical developments can 


provide such extra dividends.’ 


LIGHTING QUALITY in 5,600-sq ft is maintained at 58 


ft-c. Two-lamp fixtures can be increased to f 


pattern on each side of these posts,” Weigel says. “The 
finished job blended the lighting fixtures into an integral 
part of the architectural design of the building, creating a 
beautiful effect.” 

The quality of lighting on this job, with an average 
maintained intensity of 58-ft-c, exceeds the footcandle 
minimum recommended, the salesman states. He adds 
that the light distribution is even, and that there are no 
shadows or glare 

The ease of maintenance has resulted in a lowering 
of operational costs,” Weigel says. “Fixtures can be re 
moved by one man, and serviced and replaced with 
little difficulty in a minimum of time 

















Lighting Competition Winners (cont.) 





3rd—A Sale From a Light Meter Test 





BEFORE installation 300-watt incandescent lighting was used 
giving low footcandle readings. 


0* a regular call, Frank J. Dennehy of the George H 
Wahn Co., Inc., Boston, took a light meter reading 
of his customer’s office area. That started him on the 
road to a relighting sale 

“I pointed out the benefits the owner and his employ- 
ees would receive from new lighting,” Dennehy says. 
“He agreed that such a job was necessary, but that at 
the moment, the cost was prohibitive.” 

That was not the last of the incident, however. Several 
months later, the customer showed an interest in re- 
lighting for the 15,000-sq ft office area. Immediately, the 
salesman recommended a fixture with an all-plastic side 
and louver which would best diffuse the light in areas 
where there was high reflectance. 

e Layout Accepted—At the same time, Dennehy sug- 








AFTER two-lamp fluorescent fixtures were installed, intensity 
was increased by 25-ft-c. 


gested that the surrounding area be painted a light green 
flat color so the owner would receive the benefits of 
diffused light reflection, and his employees would be 
working in a more comfortable atmosphere. The sales- 
man then got the go ahead on making up a layout, 
which was finally accepted. 

Because the beams in the ceiling did not run uni- 
formly, it was necessary to lay out the fixtures to con- 
form with this ceiling structure. In some instances, it was 
necessary to run the rows of fixtures against the troughs 
formed in the ceiling by the beams. 

“The finished job produced a harmonious and pleasing 
effect,” Dennehy says. “No custom or special techniques 
were used, but the ceiling effect now gives the appearance 
of hidden illumination.” 


3rd—Utilizing Light With Acoustical Ceiling 


OFFICE AREA lighting is arranged in artistic patterns around 
lumns, producing a blanket of adequate light. 
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N aiming for higher levels of lighting with acoustical 

ceilings at a Wall Street broker’s offices, recessed 
fluorescent fiXtures with prismatic lucite lenses were 
used for general lighting by Ralph T. Franco, lighting 
specialist of the General Electric Supply Co. in New 
York. 

The lighting of the customer’s room where the stock 
quotation boards are installed consisted of single lamp, 
low brightness, recessed aluminum troffers. In large office 
areas, recessed troffers were used with a maximum depth 
of four inches. These fixtures utilized two lamps with a 
lucite prismatic lens. 

e Lenses Embedded—lIn areas without a hung ceiling, 
fixtures were used which utilized two 40-watt rapid start 
lamps with prismatic lucite lenses, suspension mounted. 
Executive offices have recessed lighting with the prisma- 
tic lenses embedded an additional nine inches into the 
acoustical ceiling in conjunction with the incandescent 
lenses. Lighting in all of these areas is controlled by 
electronic dimming equipment. This is an added con- 
venience in which the customer has found much benefit. 


Continued on next page 





In the total lighted area of 20,000-sq ft, the average 
maintained lighting intensity now shows 45-ft c. Reflec- 
tion factors show 75% from the ceiling, 55% on walls, 
15% on floors and 45% on furniture. Total connected 
lighting load is 200 kw. 

Franco says that the color quality of the illumination 
is the result of prismatic action obtained from the use of 
the standard white lamp in the recessed fixtures. The 
ceiling throughout is an acoustical-built white filler glass 
The walls are painted a light mat green and the floor is 
a marbled black and white inlayed rubber tile. The type 
of lighting used enhances the appearance of these decora- 
tions, the lighting specialist states. 

“The customer benefited greatly from this lighting 
job,” Franco says. “Not only is it an artistic looking 
installation, but the illumination was raised three times 
w.th no appreciable increase in the total number of 
watts consumed.” 

Most fixtures consisted of two-lamp, 40-watt lucite 
prismatic lenses. In the executive offices, 40-watt rapid 
start lamps were employed in custom-built fixtures 


HALL LIGHTING 


maintaining ar 


3rd—Lighting Stressed in Modernization 


AKING advantage of the fact that the Inter-State 
Trust Co. of White River Junction, Vt., was going to 
be remodeled, Sales Manager Laurence F. Chase of 
[win State Electrical Supply Co., Inc., began stressing 
the importance of good lighting to the bank president. 
After asking for and obtaining permission to make a 
lighting layout, Chase measured the interior of the bank 
and took notes on construction and future changes that 
were contemplated, including types and designs of equip- 
ment and furniture. 

“I first figured the lumens needed for the foot-candles 
I desired,” he explains. “After that, | decided on the type 
of fixture and quality of light that I felt would do the job 
in creating the proper atmosphere as well as in matching 
the modern design.” 

e Works With Contractor—After the layout was ac- 
cepted and the fixtures ordered, the sales manager 
worked closely with the electrical contractor so that 
construction plans would not change, as he says they 
often do on a remodeling project. After the fixtures were 
delivered and installed, readings of footcandles were 
made, and the reports given to the president of the bank. 

A shallow fluorescent fixture with a large surface was 
chosen to give an illusion of height in addition to provid- 
ing a low source of brightness with no glare. 

Fixtures were arranged in rows, broken only by the 
ceiling beams, which provided the depth and width de- 
sired. The modern design of the fixture added to the 
illusion of spaciousness which other equipment, such as 
mirrors, caused. 

“Any improvement would have been 100%,” Chase 
states. “The job was to bring the lighting to accepted 
minimum practices, and knowing that the fixtures would 
probably not be changed for some time, I decided that a 
minimum of 60-ft-c would be my goal. The average 
maintained intensity of the completed job was 65-ft-c. 

“I believe that this layout, while small, is outstanding 
because of the high quality performance it is giving 
The people involved are completely satisfied because the 
installation has accomplished what we wanted. The bank 
now is well lighted, and gives a clean, cool and modern 
atmosphere for the depositors.” 


” 
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fixture 


ACRYLIC SHIELDS were used on fluorescent fixtures to light 


this area of a bank 


LARGE SURFACE fixtures give low source 
little glare. Maintained intensity is 65-ft-c 


brightness and 
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Pinpoints the Information You Need on... 





By J. F. McPartland 
and W. J. Novak 


ONTROL RELAYS of dif- 
ferent types are available with a 
wide variety of contact arrange- 
ments or special features making them 
particularly suitable for certain ap- 
plications or duty requirements. 
More detailed knowledge of those 
types more commonly used, such as 
general-purpose, timing, electronic, 
photoelectric, and low-voltage control 
relays, will help to insure recommend- 
relay for the job at 


many 


ing the correct 
hand. 

e General-purpose control relays for 
industrial applications are used ex- 
tensively for machine tool controls in 
the sequencing of boring, drilling, 
tapping, milling and grinding opera- 
tions; for control of oil burners, unit 
heaters, electric furnaces, and stokers; 
and for any other operation where 
accurate starting, stopping, or change 
in motion is required. They are for 
the most part electromagnetic relays, 
with differences in contact arrange- 
ments and ruggedness, rated to handle 
the currents they are expected to carry 
or interrupt. 

They are described also as having 
a certain number of poles, as a 2-pole 
relay, 4-pole relay, This refers 
to the number of contact arrangements 
available. Thus a 4-pole relay would 
have 4 sets of contacts, prearranged 
to be either normally open, normally 
closed, or a combination of the two. 
e Universal relays are built with a 
variety of contact arrangements which 
permit wiring the contacts as either 
normally open or normally 
without replacing or reassembling any 
parts. 

A 4-pole universal relay would have 

a set of normally closed and a set of 
normally open contacts for each of 
the 4 poles. Thus a fewer number of 
relay types need be stocked for re- 
quired applications. 
e Timing relays of many types are 
available to provide the time delay 
often desired between the closing of 
a control circuit and the actual ener- 
gizing of a load. 

A typical timing relay may control 
two loads—one instantaneously, one 
after a short delay. For example, the 
instantaneous load could be a solenoid 


etc. 


closed, 
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Relays—Il 


lubrication to a 
then 
lubrication 


valve which admits 
pump; the pump motor 
after a short delay after 
has been accomplished 

Another application might be to 
keep a fan motor running for several 
minutes to dissipate heat from the 
plenum of a warm-air furnace after 
the actual burning of fuel has been 
terminated. 

A short time delay is often obtained 
by designing the electromagnetic relay 


Starts 


with a copper jacket over the iron 
core. Induced current in the copper 
opposes the main magnetic field tend- 
ing to close the contacts, introducing 
a delay in operation. 

Delays in de-energizing a relay may 
also be obtained through use of an 
electrolytic capacitor connected across 
the relay. The capacitor stores energy 
while the coil is energized. 

When the current to the coil is cut 

off, the capacitor discharges its stored 
energy through the coil, maintaining 
the relay contacts in their closed posi- 
tion for a short time which is deter 
mined by the amount of capacitance 
and resistance in the circuit. 
e Motor-driven Timing relays pro- 
vide accurate timing periods of longer 
duration due to the flexibility possible 
in the design of the motor and the 
mechanical linkage controlling the re- 
lay contacts 

Timing periods available from a 

single unit may have a range of from 
several seconds to six or more hours. 
The relay consists of a synchronous 
motor, any desired combination of 
contacts to switch the load, and a 
solenoid-operated clutch. When the 
pushbutton or other activating device 
energizes the relay, the clutch engages 
train which is driven by the 
motor. The cause a cam to 
rotate until the relay contacts are 
opened (or closed). The adjustment 
of the cam determines the time re- 
quired to operate the contacts. After 
the motor is disconnected or stopped, 
the magnetic action of the solenoid 
holds the relay contacts open (or 
closed) until the activating 
initiates another cycle. 
e Electronic Timing relays use an 
electron tube with a suitable resistor- 
capacitor circuit. The timing is ac- 
complished by controlling the passage 
of current through the electron tube 
through the charging or discharging 
of the capacitor. 


a geal 


gears 


device 


e Thermostat relays are used 


with low-voltage, 


type 
3-wire thermostats, 
making it unnecessary for the thermo 
stat to make and break the circuit to 
the heating or cooling device 

The closes when the thermo 
Stat “common” makes with a 
close” contact; the relay opens when 
contact makes with an 
Thus the 
cause the 


relay 


contact 


the common 
“open” contact 
tact 
an electric heater 
on until the 
relay to disconnect the 
e Photoelectric relays are 
either by the 
light, such as for combustion controls 
street lighting, o1 
A typical unit con 
tains a electron tube, 
and relay. When 
light hits the photocell, it changes the 
electron 


per- 


‘close” con 


relay to connect 


then remains 


may 
which 
open” contact causes the 
heater. 

activated 
presence OI absence of 
detection 
alarms 


photocell, an 


smoke 
intruder 


an electromagnetic 


voltage on the grid of the 


tube The grid acts as a valve, 
mitting current to pass through it and 
to the relay coil, thus closing the relay 
contacts. By revising the wiring to the 


electron tube and the photocell, the 
unit may De 


when the 


to close the 


light 


same used 
relay 
out or is interrupted 

e Low-voltage control used 


for remote switching of lighting and 


contacts goes 


relays 
appliance circuits are of three general 


One 
alternately 


types consists of a single coil 


which opens or closes its 
current im- 


Thus, press- 


contacts 
pulses from a pushbutton 
ing the button turns on the light or 
again turns off 


upon momentary 


other load: 
the light 

The second type 
momentary current provided by 
ing an “on” switch 
the coils, turning on the load. Pressing 
the “off” other 
coil and turns off the load 

The third thermal 
having no coil. Current from the “on” 
heats thermal 


wire, causing the contacts to close by 


pressing it 


uses two coils. A 
press 
energizes one of 


switch energizes the 


type Is a relay 


switch sensitive “on” 


expansion of the wire 

A second thermal simi 
larly to open the contacts. All three 
types are single-pole, mechanically 
latching relays. The thermal type men- 
tioned has its own built-in transformer 


Wire acts 


to provide the low operating voltage 


the others depend upon an external 


transformer. 


Next Month: Service Equipment 
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omens THE-AISLES CONVERSATION 


Stratton, both Cutler-Hammer 


Austin 


auUCcT Barr ney 


vieier t * 


SEWA Hits 
Some Hot Topics 


End of conduit consignment, business slump, distribution 
efficiency, electric heat, and manpower development are 
explored or touched on at distributor meeting in Atlanta 


ZAK YOW that we are in the period 
between booms, it is time to 
prepare for the next one.” 

So advised F. R. Widmer, Commer- 
cial Research Division, Republic Steel 

Corp., at the recent eighth “Industry 

Day” meeting in Atlanta, Ga. of the 

Southeastern Electrical Wholesalers 

Association. He reviewed for the dis- 

tributors and manufacturers attend- 

ing “the events that brought about this 
unprecedented boom over which we 
are now holding a wake 

[aking the position that “things are 
not as bad by any means as they are 
painted,” Mr. Widmer stated 

was in for a 


being 
that the economy 
tively mild correction.” 
the wholesalers present that 
can’t live through this general change 
in the business weather without having 
some of the rain fall on you.” 

The rain as he saw it 

e “You can expect your industrial 
customers to react to the same inven- 


“rela- 
But he warned 
“you just 
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tory psychology that affects the gen- 
eral business community. They will use 
last unit in stock before re- 
ordering and expect you to have a 
replacement on their floor the same 
day.’ 


up every 


e “They will shop for price and 
service and compare quality to a de- 
gree unprecedented in recent years.” 

e “They will their con- 
struction jobs to eliminate overtime 
generally, 
meticulous atten- 
stock. The wholesaler 
who can what the customer 
wants when he wants it will have a 
sharp competitive tool.” 

e “You will find the 
willing to listen to sales suggestions 
that center on labor and cost savings 
You will have more oppor- 
tunities to do a constructive selling 
iob than ever before.” 

e “You can expect your manufac- 
turing customers to whom you are sell- 


schedule 


and reduce labor costs 


forcing you to pay 
tion to your 


deliver 


customer 


generally. 


upie George 
e and J]. A 


th Florida Electr Tampa 


18 F 


Supply 


WHOLESALE 
Ssocianig 


Fs. 


GREETING Howard Farley 
right) Anaconda Wire and Cable Co., 
utgoing SEWA president Cecil | 
Matthew lectric Supply Co., 


speaker 


Matthews Ele 


ngham 


ing components to start a program of 
product renovation with a review of 
every part to save cost.” 

e “You can expect a wave of new 
products and upgraded old products 
from your suppliers. You must be 
sharp and buy sharp to keep up with 
your competition. Never, never take 
the attitude that because a product 
was good enough for daddy it’s good 
enough for me. Expect and demand 
innovation.” 

e Consignment Comments—The whys 
and wherefores of the termination of 
conduit consignment were explored by 
Carl S. Menger, vice president, Tri- 
angle Conduit and Cable Co. (Full 
text of his speech starts on next page.) 

The meeting program also included 
addresses by spokesmen for Anaconda 
Wire & Cable Co. and General Cable 
Corp.—though on different days. 

The first speaker, G. Dewey Hynes, 
vice president, General Cable Corp., 
titled his address, “Distribution Must 
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AWAITING the start of a meeting s« 
sion is this group of members and 
guests. Second from right, second row 


is incoming SEWA president L. C. Crat 
tree, Union Supply Co., Tallahassee 


Be Improved If Business Is To Meet 
the Challenge of Increased Capacity 
and Growing Future Demand.” 

e The Arteries—“Your business and 
our business,” said Hynes, “are both 
dependent on the distribution and sale 
of our goods and services. Production 
may be the pounding heart of busi- 
ness, but the distribution channels are 
the arteries through which industry’s 
life blood flows. 

“The finest product or service is 
useless until it is in the hands of the 
consumer. Inventories do not repre- 
sent a profit—only an investment 
and production and operating savings 
are not realized until the product and 
service have been sold. 

“In our highly competitive, dy- 
namic economy,” he continued, “the 
future of our business, just as the 
future of our economy, depends on 
more and more sales, better distribu- 
tion, and sound marketing methods. 
Dynamic marketing, through wide- 

Continued on page 84 
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Why We Ended 


Conduit Consignment 


By Carl s. Menger, vice president, Triangle Conduit and Cable Co 


HE question of why we decided on outright purchase of conduit 
instead of consignment looks just about as difficult to answer as the 
time-worn question, “Have you stopped beating your wife?” 

But then I decided that in this case no one has been beating his wife 
And let me hasten to add that our wives—the electrical distributors of 
the nation—haven’t been beating us either 

One thing that does hold true about that old gag, however, is that 
the manufacturers and their distributors are wedded to one another for 
their mutual benefit. And I think that it is the firm intention of our 


Continued on next poge 





Menger on Conduit Consignment (cont.) 





“The Practice Does Not Contribute To 


that the wedding is 
a long and happy and 
there is a quick 
and simple answer to this whole ques- 
tion of outright 


industry to see 
going to be 
successful one. If 
consignment and 
purchase, that is it 

We hope that the placing of con- 
duit wholesaling on an outright pur- 
chase will make a 
contribution to that long and happy 
married life by making the two part- 
nearly 


basis real 


ners to the marriage more 
equal in terms of their responsibilities 
other; and, in terms of their 
opportunity, to make profits 
commensurate with the services we 
render to the American 
ind most important of all, that prime 
essential for a happy hon 
est regard and respect for one 
Speaking for ourselves, I 
can tell you that we are determined 
to make this marriage work, and 
work well, 


to each 


mutual 
economy, 
marriage, 


another 


Key Man in Distribution 


Perhaps this would be a good time 
to look for a moment at the history 
oof one of the partners to this mar- 
distributor 


history of 


riage the wholesale 


Traditionally, in our 
has been a 
pattern of 


has 


American enterprise, he 
key man in the 
His 


service 


Ww hole 


distribution essential role 
His success has 


ability 


been one of 


been largely based upon his 
service to his cus 
anyone else Behind 


well and efficiently 


to provide better 


than can 


tomers 
his ability to serve 
lies a solid knowledge of the indus- 
wares in this case, 


kinds—are 


trv to which his 


electrical supplies ol ill 
fed 

Che distributor’s ability to anticipate 
knack 
his judgement in de 
with the market 


skills 


serve 


the needs of his clientele, his 
Of anticipation 
ciding whether to go 
buck it 
which back up his 
and make his 
both to the 


user of the 


these are the 
ibility to 
indispensable 
and the 
and ma 


or to 


presence 
manufacturer 
eventual goods 
terials he distributes 
Basically, the reason we decided to 
end consignment of conduit is that 
the practice does not contribute to 
the true and essential function of the 
distributor. Because 
signment of a staple 
works to weaken his 
field. I am 
why so 


this is so, con- 
product such as 
role in 


that 
many dis 


conduit 
the distribution sure 
this is the reason 
tributors have already given their full 
end 


endorsement to the decision to 


consignment . 
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We believe that the ending of con- 
signment will give you distributors an 
opportunity to play more important 
roles in the electrical industry than 
you ever have before and, in so 
doing, to make better profits and 
have a stronger hold on your market. 

You see, we have long felt—we 
and many of the leading distributors, 
too—that consignment is a negation 
of the principal reason for the dis- 
tributor He is in 
the business to provide basic services 
business and make 


being in business. 


and can remain in 
profit 


those 


only so long as he provides 
One fundamental 
ment of his business—as a distributor, 
not a mere broker—is to invest In 
his market. By not investing, he opens 
the door to the fellow who merely 
serves as a go-between for the manu- 
the ultimate user of his 


services ele- 


facturer and 
product 
Consignment, as you all well know, 
opened the door to the fly-by-night 
operator—anyone who had the price 
of a few month’s rent on an unused 
garage. Under consignment, this type 
of operator, whenever conditions 
seemed good, could set up in business 
without buying any stock and then go 
out and skim the cream off the 
market. He could get in without much 
money and very little knowledge of 
the business, make a quick profit, and 
then get out. 
Obviously, the role in 


would 


distributor's 
supply industry 
this 
continued. The reputable dis 
with a well-run establishment, 
Original capital outlay, a regular pay- 
to meet and all the other 


the electrical 
be in jeopardy if practice were 
to be 
tributor 
roll respon- 
a sound, long-term  busi- 
would certainly in- 


reputation 


sibilities of 
here I 
clude the building of a 
for integrity and 
evitably finds this kind of competition 
hard to meet for the short pull. We, 
iS manufacturers olf con- 
this situation 


ness ind 


good service in 


electrical 
duit realized existed 
and we have taken steps to end it 

An old distributor friend of mine 
once told me that he “would compete 
with anvone who keeps a good set of 
books.” This is as it should be, and 
we don’t want to see any fly-by-night 
hurt position. We 
you because in the 


youl 
hurt 
hurts us, 


cperators 
don’t want 


long run it too 


Consignment History 


good idea to go 
again to note that 


started 65 


It might be a 
back into history 


conduit consignment was 


to 70 years ago to meet industry 
conditions much different from what 
we have today. 

In those days, consignment was 
introduced as a means of helping the 
distributor with slow-moving sizes of 
conduit. The industry was growing 
rapidly, moving into new parts of the 
nation. It was important to introduce 
sizes and _ variations. 
sizes of conduit were 

faster- 
well as 
needed 


new conduit 
Gradually, all 
consignment, the 
moving, standard items as 
the slower, frequently 
items. The distributor was often called 
upon to take a stock than he 
he actually needed. In fact, manu- 
facturers tried to outdo each other 
in placing as many items as possible 
on consignment. Sometimes they 
pushed out items on consignment 
without complete knowledge of local 
market conditions and needs. 

Now the industry has grown older 
and the distributor has more selection 
of sources. Many distributors are buy- 


placed on 
less 


wider 


ing from one, two or more manufac- 
turers where they get the service they 
want. Distributors have now made 
their choice as far as their manufac- 
And the com- 
once 


turers are concerned 
petitive consignment, 
used by manufacturers to drag busi- 
from distributor in 


force of 


ness away one 


favor of another, is ended 


Requires More Care 


With outright purchase, the distrib- 
butor will watch his market more 
carefully, order and pay for the items 
he knows he can sell, and those only. 
A distributing operate 
properly, must contain all the elements 
of “buy,” “stock,” and “sell.” If the 
“buy” is taken out of that combination, 
anyone with a loft and a yen to get 
into the electrical supply business can 
break in and he wouldn’t need a dime. 

Consignment, as we are all aware, 
had its faults. As time went on evils 
crept in. One of the leading such 
shortcomings was the incompatibility 
of price in effect at the time of ship- 
ment with the industry consignment 
policy. It is not my intention to strain 
this point are all aware of 
the many unrealistic, inequitable price 
situations which developed from this 
program 

[here is one point which I haven’t 
mentioned up to now, but it is some- 
thing in which I am sure you are all 
interested. That is the matter of con- 
duit warehousing. I am not going to 
belabor the point, but I think you will 


business, to 


since we 
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the True... Function of the Distributor’ 


all agree that the transferring of the 
warehousing problem from your backs 
to ours—that is, the manufacturer’s— 
IS pretty important. 

We recognize that we are assuming 
a new task in the industry, but we 
believe that it is all a part of improving 
the electrical supply industry, and you 
may be assured that we will do our 
part. There will be ample warehouse 
facilities at our plant 
meet your needs and it will be well 
stocked with the quantity and variety 
of conduit sizes you need to do busi- 
ness. You can count on us to handle 
this part of the job efficiently. After 
all, that’s how we are going to help 
you sell our products 


location to 


The Transition Period 


We are aware that the abolishment 
of consignment has come at a time 
when money is “tight” or “expensive.” 
We realized that it would be tough 
in some instances to go out into th's 
“tight” money market to make loans 
if such should be the case. We have 
taken all these factors into considera- 
tion and in all cases have set up a 
staggered system of changeover during 
the transition period. In other words, 
we have been sympathetic to your 
cause and will help you in any way 
possible. 

The terms of termination of con- 
signment were generally simple and 
equitable. They were designed to as- 
sist you during the long pull through 
the transition period. I refer you to 
our original letter of June 28, 1957 
in which the following terms were 
included. We notified our distributors 
that: (1) we would continue to ship 
rigid and thinwall conduit on a con- 
signed stock basis up to and including 
Friday, August 9, 1957, after which 
date no further shipments on consign- 
ment would be made; (2) in order 
to assist our distributors during the 
transition period, the rigid and thin- 
wall conduit remaining on consign- 
ment as of August 9, 1957 would be 
carried on consignment through De- 
cember 31, 1957, subject to the same 
terms and conditions of the agreement 
that was being terminated. 

As we came to the close of the 
year 1957, we immediately recognized 
the drastic fall-off in business—the 
matter of floor taxes, etc.—and de- 
cided the distributor needed some 
help. We then issued our letter of 
December 31, 1957 which read in 
part as follows: 

“We are cognizant of the fact that 
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this is a difficult time of the year for 
many of our distributors, taking into 
consideration the natural 
of business because of weather con- 
ditions, etc., in many parts of the 
country, coupled with the temporary 
lull in construction activities at this 
time. We have weighed these factors 
very thoroughly matter of 
fact, have received numerous requests 
from many of our distributors to work 
out a plan for payment that will not 
place any undue financial hardships 
on them at this time. Accordingly, 
we have decided the following terms 
of payment will apply to the invoices 
issued as of January 15: 

“1. Where a distributor buys in the 
entire consigned stock inven- 
tory as of January 15, the in 
voice will be payable Feb 
ruary 15, March 15, and 
1 April 15, with the cash dis- 
count being earned at 
date of payment.” 

The question has been broached 
by some independents that the change- 
over from consignment to outright 
purchases will benefit financially the 
chain organization. This is definitely 
fallacious thinking, for it is perfectly 
obvious that the chain operators’ fi- 
nancial problems will be magnified 
many times over that of the independ- 
ent. As far as financial burden is 
concerned, the independent and the 
chain will enter this transition period 
on an equitable and fair basis—the 
way we want it to be. 


slow-down 


and, as a 


each 


What About Wire? 


I know also that some of you are 
wondering about whether or not wire 


will also 
answering 
first point 
between 


The 


and cable 
ment. In 
want to 
difference 
and conduit 


go off consign- 
this question, I 
out an essential 
wire and 
copper market, 
which is so vital to wire and cable, 
is extremely volatile price-wise. We 
feel that to put the burden of keeping 
in step with these price fluctuations 
on the distributor would certainly be 
unfair under present conditions. 

With the copper market, the manu 
facturers are much closer to the 
source of supply and are in a better 
position to compensate over the long 
run for changes in the price of copper. 
In this respect, the manufacturer does 
an important service for the distrib- 
utor because he takes the gamble out 
of the wire and cable market. There 
is a big difference in the conduit 
business because the price of conduit 


cable 


has remained relatively stable. If any 
thing, it which | 
would like to point out will be pretty 
important to all of 

During the interim period when we 


keeps on rising 


you 


were going off consignment, we ré 
from oul 


distributors to place additional policies 


ceived many _ requests 


into effect concerning the outright 
sale of rigid and thinwall conduit. | 
will such a request as to 


read you 


policies recommended, and then 
you my reply to them 

“(1) Manufacturer to make 
minimum carload shipments. 

“(2) No shipment to non-stocking 

distributors. 
Publish a 
sheet. 
(4) 90 day automatic price pro- 
tection on shipments that have 
been made to distributors’ 
stocks. 
“(5) A realistic job price protection. 
“(6) No manufacturer’s warehouse 
stock. 
“(7) No ledger balance nor other 
subterfuge.” 
My reply to these requests read 
follows 

Your suggestion 
we limit all minimum 
minimum carload quantities 
and 
elements involved, it is impossible for 
limit shipments to minimum 
carload shipments. Anything shipped 


Rive 


only 


(3) suggested resale 


listed #1 that 
shipments to 
because 
of certain 


geographical legal 


us to 


under carload is penalized because of 
the freight factor; therefore, there is 
a premium on anything under carload 
We that we cannot 
ignore minimum truck 
load shipments. If the customer's area 
trucks, within the 
customer's right to request a truckload 
rather than a We 
legally cannot turn down this request 
Here again, we wish to point out 
that if it Is truckload there 
is a penalty on freight and also a 5 
higher differential involved 

“Your 


to non-stocking distributors 


wish to advise 


requests [for 


is served by it 1s 


minimum carload 


under a 


shipment 
We wish 
to advise that our policy is as such 
Your publish a 
suggested resale sheet have this 


Our 


request +2—no 


request +3—to 
We 
suggestion in the hands of legal 
counsel and, if given approval to issue 
such a why 
it cannot be 

“Your #4—90 day automatic price 
protection on shipments that have 
been made to distributors’ stocks. We 
wish to advise that since our company 


sheet, we see no reason 


done 


Continued on poge 88 
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And a Relaxed Approach > 


They're Part of . 


‘Customer's Choice’ Counter Selling 


At Seamans Supply Co., Manchester, N. H., it's ‘customer's 


choice" as far as counter service goes. Regular service? Yes. Self- 


service? That too. A little of both? Sure thing. They use ‘em all. 


OUNTER 


customer 


service tailored to the 
that’s the policy at Sea- 

mans Supply Co., Inc., Manches- 
ter, N. H. With counterman, without 
counterman self- 


regular service, 


service, semi-self-service—it’s up to 
the customer! 

“With our setup.” says President 
Joseph M. March, “we feel that the 
customer can relax. He’s tn an atmos- 
phere he’s used to and he can get 
help when he needs it.” 

The relaxed atmosphere is a prod- 
uct of Seamans’ coun- 
ter operation. Instead of a_ regular 
counter, three about 10 
feet apart—provide all the order 
writing and_ item-checking — space 


necessary 


‘counter-less” 


tables—set 


60 


e Minute Men—Ever available to aid 
customers are regular counter sales- 
men Richard Dargie and Ken Clark 
and others of the Seamans staff, who 
assist when necessary. Dargie and 
Clark, like their “minute men” New 
England predecessors, are “on call.” 
[heir time is split between desk duty 
(e.g., Kardex maintenance, bill check- 
ing) in the front and counter 
work in back 

As soon as a walks in 
the door and intention 
to enter the stock area (adjacent and 
to the rear of the office) he has com- 
pany. Dargie, Clark, or any of many 
front office personnel will ask the 
customer what they can do to help 
him. 


office 


customer 
indicates his 


e As You Like It—If the customer 
doesn’t choose to use self-service, the 
man helping him will get whatever 
the customer wants for him. If the 
likes strict self-service, the 
counterman will work on something 
else until it’s time to write up the 
If the customer’s in a hurry, 
he may round up half the desired 
items himself 

“This is what I mean 
laxed atmosphere,” 
March. “There’s no pressure on our 
customers when they shop and 
there’s seldom any delay. Also, in this 
kind of an atmosphere, a customer 
does a lot of browsing and many 
times sees items he has forgotten to 


customer 


order 


about a re- 


says President 


Continued on page 78 
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Wanna buy a bell 7 


When you do, come to Auth... and buy buzzers, chimes 
horns and sirens too. A complete variety is available, 

from midget buzzers that whisper “Come in, Miss Smith”, 
to giant gongs that clang “FIRE! Get out!”. They’re 

easy to install and provide rugged, trouble-free 


operation with a minimum of maintenance. Get your copy 


of handy Audible Signals Catalog No. 105 by writing to: 


Auth Electric Company, Inc., Long Island City 1, N. Y. 
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Oil Treating Plant Specifies 
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treating machines, t 
number of necessa} 
lings. On the ce 

Proof Junction 


right are en 


ELECTRIC MANUFACTURING COMPANY 


Vandeventer and Easton Aves. St. Louis 13, Missouri 





KILLARK Explosion-Proof Fittings 


Attractive Alumalloy Construction Offers Protection, 
Strength, Freedom from Rust and Corrosion 


SOSH ETE EEHEHE EE HEE EEE EOS 


The installation shown here is for oil processing 
Hudson Oil Company plant in Kansas City, Kansas 
testimony to the efficient, safe design of 
Fittings that were used throughout the job 


Killark 


Electrical Contractor— 
Great Northern Electric Co., Kansas City, Kansas 
Killark Representative—Wm. B. Terry Co., Kansas City, Missouri 


XLB Junction XT Junction 
Box Fitting 


SCHEFFER ESET EEEE HEHEHE EEEEEE 


m e: 


GRD Junction Box EUM 


(with sealing cover) 


VUCSD Lighting Fixture 


I? & 


EY Sealing GECCT Junction Box 
Fitting 


EK Flexible 
Coupling 


eee 
og 


GRM Junction Box 


2XPLBM EY Sealing 
Pilot Light Fitting 
and Push 
Button Station 
Battery of push butto 
machines. A al units 
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with sealing cover Junction Box 
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EUF Union 
GECCT with XPBM Push 


sealing cover Button Stations 


GEMLB 
Junction Box 
with Sealing 

Cover (GEMEY) 


nder T { ict rT ct i 
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Killark Representat ives will gladly offer their : 

on design and specifications f 
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KILLARK REPRESENTATIVES 


ATLANTA 8, — Ernest T. Loyd, Inc., 69 Mills St., N. W. DETROIT 14 — Riecher Electric Soles Co., 8319 Mock NEW YORK CITY 33 — W 

BALTIMORE 18 — Leo T. McCourt Co., 11 West 25th Ave West I8lst St., Room 22 

BOSTON 27 — Electrical Agencies, Inc., 49-51 °'D KANSAS CITY 8 — Wm. B. Terry Organization, 616 PHILADELPHIA 3 — Horry 

BUFFALO — Eberhardt Electric Sales, 278 Johnson W. 26th St. Chencellor St 

CHICAGO 7 — Harry J. Kahn Electric Soles, 1528 West LINCOLN — W. C. McConkle, 2467 Pork Ave PHOENIX — Kenneth Anderson Co o Mr. Melvin € 
Adams $+ LOS ANGELES 33 — Kenneth Anderson Co. 123 South Long, 422 S. 7th Ave 

CINCINNATI! 37 — Arthur L. Ehlers Co., 1031 Meta Drive Myers St. PITTSBURGH 9 — Crescent Sales (Co., Inc 4830 

COLUMBUS 15 — Glenn A. Henry Co., 390-412 McCoy St MILWAUKEE 2 — Martin-Goertner Sales Inc., 1108 McKnight Rood 

DALLAS 2 — Geo E. Andersen Co., 1901 Griffin St. North Third SAN FRANCISCO — F. M. Nicholas Co., 714 Herrisen St 

DENVER 4 — Kenneth B. Schumann Co., 1073 Galapage MINNEAPOLIS 2 — Harry P. Smith Co., 826-27 Andrus SEATTLE 4 — Northwestern Agencies, Inc., 4130 First 
St. Bidg. Ave., South 





Sell the Remington Stud Oriver ... 
and you can expect continuing profits! 


Cell your customers how easy it is to use the Remington guards. There are more than 50 alloy steel Remington 





Stud Driver, and they’re sure to want the tool! Just a Studs to choose from, plus a variety of Power Loads 
squeeze of the trigger is all it takes to anchor wood or metal ind many Remington accessories, such as cupped washers, 
sections to concrete or steel with !;'’ and *.’’ diameter Rem discs and couplings. 

ington Studs. Scientifically graded 22 or 32 caliber Power * * 


Loads enable user to select the exact driving force need Sell or rent the Remington Stud Driver and you can 
ed. No pre-drilling, no outside power source required cash in on continuing profits through sales of Remington 





When you sell the basic tool, that’s just when your Studs, Power Loads and accessories. See your Remington 


profits begin! The tool can be used with any of fou salesman today or write for information on this profit 


interchangeable barrels, any one of 15 special-purpose making tool 


Cmunton " 


< 





oe 


Remington advertisements wi!! > & ¥ uU D rR iVER Captive Stud Guard Assembly is de- 


pear throughout the year to sup gned to prevent free flight of studs 
port your selling efforts ’ ) permit use of Stud 


Driver in wide 
pap Di NE OR Remington Arms Company, inc. 


new range of fastening situations 


Bridgeport 2, Connecticut 
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A MESSAGE TO AMERICAN INDUSTRY 


ONE OF A SPECIAL SERIES 


ow Research Shapes 
ur Future Prosperity 


If you are looking for an industry that 
is going to keep on booming in 1958 and 
every year for the next decade, here it is. 
It is the industry of technological innova- 
tion through research and development. 

Last year this great new industry spent ove 
$7 billion to discover and develop new indus- 
trial products, processes and equipment. This 
year the preliminary McGraw-Hill survey in- 
dicates that total expenditures for industrial re- 
search and development will be even greater, 
perhaps as much as $8 billion. Of the companies 
surveyed, 57°. plan to spend as much as in 
1957 and 38°, plan to spend more. 

The sustained expansion in research 
and development is the best guarantee we 
have that the current decline in business 
investment in new plants and equipment 
will be relatively short-lived. There can be 
no prolonged decline in investment in an econ- 
omy where technology is changing rapidly. 

This editorial is designed to show how the 
continued surge in research and development 
can be expected to lead first to new products, 
and eventually to renewed expansion of invest- 
ment in new industrial plants and equipment. 
Such expansion is the essence of national eco- 


nomic growth. 
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A Slow Start 


The impact of research on sales and invest- 


ment is still very gradual. Research spending 
itself has more than doubled in the last fou 
vears. But only 32% of all manufacturing firms 
report significant capital outlays to make new 
products. We are not reaping the full dividends 
of industrial research as vet for several reasons: 

® Research expenditures were relatively 
small until the Korean War of 1950 brought 
substantial government contracts in aviation, 
electronic and related fields. Heavy research 
outlays for civilian and industrial] products 


came even later. 


@® There is an ave ige lag, according to re- 
search directors consulted by the McGraw-Hill 
Department of Economics, of roughly seven 
vears from the start of research until the prod- 
uct is ready for large scale output about five 
vears of research and at least two vears to 
solve production problems and develop markets. 

es Complex products, such as new consume! 
durables and industrial machinery, have an 
even longer time lag. 

However. new developments are ¢ ert 1inly un- 
derway. Research began to increase in all lines 


of business when Korean War restrictions and 





the excess profits tax came to an end in 1953, 
The tax revision of 1954 added a new incentive 
by making research outlays deductible as a cur- 
rent business expense. By 1955, the research 


boom was on, 


When Is The Payoff? 


With a lag of about seven years, it will be 
the early 1960s before these new developments 
become a dominant factor in ¢ apital investment. 
But once the flow of new products and new proc- 
esses starts, it will accelerate sharply just as 
research spending has accelerated in the past 
tew years, 

By 1960. over $50 billion in sales will be 
coming from products not on the market as re- 
cently as 1956. Sales of new products will in- 
crease vear by vear. but they will gain most in 
1960-1962. or five vears after the recent spurt 
in research expenditures. 

Capital expenditures to manutacture new 
products will also rise, but with a slightly long- 
er lag. Here the sharpest rise should come in 
1962-1965. as the new produc ts reach a volume 
that calls for a significant amount of new capac- 
ity. In most cases, initial output of new products 
will come from existing capac ity. 

This timing of a new wave in capital invest- 
ment appears logical on other grounds. Popu- 
lation experts forecast an upsurge In marriages 
and births around 1965. So by 1962. industry 


1 ] 
will be starting to tool up tor new mass markets. 


The important point is this: As we ap- 


proach the 1960s more and more sales 


and investment will be in new products 
growing out of research. By 1960 well ove: 
10°, of manufacturing sales will be in new 
products not on the market in 1956. 
Vieanwhile 


capital spending by raising the level of mod- 


research will help stabilize 


ernization and replacement expenditures. Oj 
course, research does not eliminate all the ups 
ind downs in the demand for capital goods, for 
there remain variations in the amount spent to 
expand capacity. But a high level of moderni- 
zation. to cut costs and improve quality, does 


put a floor under any drop in investment. 


What To Expect 


During the next few years we can expect an 
increasing flow of new materials, new metallic 
alloys. new machinery primarily those devel- 
opments coming out of long-established research 
programs in the chemical and electrical indus- 
tries. Industry will make wider use of special- 
ized computers and automated equipment. 

But the dramatic payoff on research comes 
even later. In the early 1960s the consumer 
goods industries will begin tooling up for their 
really new products — things so basically new 
they can change the way a family lives. Such 
items as plastic houses, papel apparel, turbine 
autos are under development right now. But it 


will take several vears to ‘t costs down and 


oe 
for population and incomes to grow to the point 
where mass markets are created. 

When we reach that point in the mid-1960s, 
there will begin the greatest surge of capital 
investment in all history. And then — around 
1965 the new processes (full automation, 
atomic power, continuous steel casting) which 
are the slowest and most expensive part of the 
research chain to develop, will come into play. 

The combined impact of new products 
and new processes, to meet an expanding 
market, will thus be felt in the mid-1960s 
— eight to ten years after the recent sharp 
increase in research spending. The full im- 
pact is that far away because of the lags for 
applied research, pilot plant studies and market 
introduction. But to a large degree the pros- 
perity of the 1960s has already been shaped by 


the research programs now underway. 





This message is one of a series pre pared by the 
VcGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nation-wide developments. Per- 
mission is freely extended to newspapers, 
groups or individuals to quote or reprint all 
or parts of the text. 


As uata Webjam 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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INDIVIDUALLY PACKAGED BALLASTS 
uc GENERAL @@ ELECTRIC 


SERIES INSTANT START BALLAST 


6G1010 


FOR 
TWO F96T12 OR TWO F72T12 LAMPS AT 425 
MA 118 VOLTS 60 CYCLES 1.4 AMP. H.P.F 


General Electric ballasts in individual color- 


GENERAL @ ELECTRIC 
TRIGGER START BALLAST 


coded cartons are easier for youto... 


SEESELECT-SELL SHIP 


Now, you can SEE at a glance the 22 mosi popular Generai 
Electric ballast models on your shelves thot will meet approxi- 
mately 85 per cent of your customers needs. 
NEW COLOR-CODED LABELS classify |! 
SELECT the correct ballast 
General Electric ballasts 


the ballast they need when th li 

MAILABLE CARTONS MAKE SHIPPING EASIER, simple: 

G-E ballasts can be mailed in their own rton for imn t ged ballasts! General 
delivery to yout tomers schenectady 5, N. Y. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 





Tape 


GOES FURTHER... 
LASTS LONGER! 


more ODS 


LL DOG TAPE 


protection. 


BULL DOG resists aging, weather, and 


moisture ... sticks better and stands up 
longer. It’s the blue ribl 


tape field! 


There's a BULL DOG TAPE for every purpose 
FRICTION © RUBBER ¢ PLASTIC 


Another quality WOVEN HOSE & RUBBER COMPANY 
product of BOSTON 3 , 


MASS 


Also manufacturers of Garden Hose Nozzles - Matting Stair Treads 
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For many years, a large group of diversified industries has relied on 
MASON for their precision engineered Die Casting requirements. They 
recognize MASON as a progressive forward looking manufacturer, capable 


of continually developing new techniques for improving quality. Our 


experience also includes the manufacture of many millions of machined Die 


Cast close tolerance assemblies. 


In developing RED ® DOT Conduit Fittings, we were able to call on our 
rich background of production know-how and diversified engineering 


experience to turn out a superior product. 


RED ® DOT Fittings are die cast in aluminum they are engineered for 
strength and to stand up under the most difficult conditions. 


Send for new illustrated catalog of complete RED @ DOT Line. 
Sold only through Authorized Electrical Distributors. 


Look for the RED ® DOT as your assurance 
of 100% inspection and guaranteed quality. 
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ballast men are amazed about Guth Prismoid 


When a recent visitor to our plant saw a section of the new Guth 
Prismoid-GrateLite lying flat on white paper, his eyes sparkled. 

He held it up and exclaimed, “It’s great! It’s got holes!” 

Our visitor was a ballast salesman, and he was mighty happy that the gorgeous 
new Prismoid has holes. As he explained, almost everyone is 

enclosing ballasts, cooping up the heat, cutting down fixture depth... 
making it tougher than ever for ballasts to serve their legitimate lives. 
But here is Prismoid, a prismatic louver-lens with holes! The ballast 
salesman said, “It’s certainly a step in the right direction!” 

Thanks to Prismoid’s breathing action ballasts get ventilation, 

lamps are cooled and the flowing air helps keep lamps, 


Prismoid and fixtures up to 50% cleaner than solid panels. 














oT. M. Reg. U.S. & THE EDWIN F. GUTH COMPANY «¢ ST. LOUIS 3, MISSOURI 
Can. Pats. Pend. TRUSTED NAME IN LIGHTING SINCE 1902 


-GrateLite* 


RATELITE 


matic Louver-Lens 
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NEWS FOR THE INDUSTRY 





NEW Honors Industry 


Henges speaks for distributor, points up multiple 


role as catalyst, salesman, pioneer, important link. 


IMES SQUARE, New York 

of the most highly electrified acres 
in the country—appropriately became 
“Electric Square” for the day of Feb 
11 as part of New York City’s celebra- 
tion of National Electrical Week. 

An_all-industry commemorative 
luncheon heard addresses by speakers 
representing the many interests bound 
together in business and 
individuals. 
e Where We Stand—Speaking for the 
National Electrical Manufacturers As- 
sociation, president W. V. O’Brien 
appraised the growth of the electrical 
industry, assured the audience that the 
industry is now on a “creditable 
plateau”—but assumed his audience 
would agree this “is not enough.” He 
spoke of the fact that we are now “on 
the threshold of electrical living” and 
called for genuine acceptance of this 
concept. 

O’Brien is vice president and gen- 
eral manager, Apparatus Sales div., 
General Electric Co. 


one 


service to 


Distributors’ Spokesman 


Willard E. Henges, president of 
Graybar Electric Co., Inc., spoke for 
the National Association of Electrical 
Distributors. He serves as NAED’s 
chairman of finance. 

Acknowledging that the electrical 
industry is right in thinking of the 
distributor as a “salesman” and _ the 
“catalyst” in moving electrical goods, 
Henges pursued further the accepted 
role of the group he represented 

He chronicled the change in indus- 

try awareness—fostered by NAED- 
which has seen the “middleman” or 
“wholesaler” of another era come to 
be known and appreciated through 
the “truer and more deserving iden- 
tification of distributor—with all that 
it implies.” 
e Selling Organization—Distributors 
of the nation comprise a real selling 
organization, the speaker said; but, 
the individual distributor is more than 
a “salesman.” Through the years he 
has been quick to recognize his re- 
sponsibilities to the manufacturer, 
contractor, utilities and dealers of this 
country. 

“Today the utility, the contractor, 
the industrial user and the dealer are 
able to locate quantities of standard 
electrical supplies at practically every 
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trading center in these United States,’ 
the NAED spokesman pointed out 
“They are stocked and distributed 
from over 7,000 distributors’ ware- 
houses, staffed by more than 100,000 
employees, including salesmen, office 
and warehouse personnel.” 

e Value Added—‘“The modern elec- 
trical distributor takes great pride in 
the added value he gives, through 
availability, to the thousands of elec- 
trical items needed daily by the homes 
and factories of this country,” he em- 
phasized. 

Distributors — like the inventors 
represented by Edison — were “pio- 
neers,” Henges declared, “investing 
money in products that had to be sold 
before they are to provide the safety, 
comfort and pleasure conceived by 
their inventors and designers.” 

e Early Efforts—With a brief back- 
ward glance at the days when a dis- 
tributor’s salesman took samples 


under his arm and acted as missionary 


for electrical safety devices too nu 
and the promo 
distributor's 


introducing 


mention 
effort the 


merous to 


tion and sales 


salesman expended on 
other 


speaker 


appliances and modern con 


veniences, the came up to 
date with the distributor's unflagging 
support of local and national industry 
programs 

‘In so doing Henges declared 
“he helped keep the factories running, 
helped make more and better jobs for 
contractors dealers in thei 


promotions, thereby providing health 


assisted 
happiness and a better living for all 
“It is through service to all seg- 
skill in 
mer! 


ments of the industry, 
distributing 
chandise in the most efficient 
that he hopes to remain a strong and 
important link in the scheme 
of electrical distribution.’ 

e Drumbeater Robert E. Boian, 
manager of the Live Better Electrically 
program emphasized that National 
Electrical Week was chosen to intro- 
duce the Medallion Home program to 
the public. “Drumbeaters are needed, 
too,” luncheon chairman Otto Manz, 
Jr. of Consolidated Edison Co., New 
York. said in his 


plus 
quantities of 
manner 


large 


overall 


introduction 





Aim Is Modernized Lighting 


National Lighting Exposition, Mar. 9-12, schedules 


10 symposiums, expects 10,000 interested visitors. 


HE FIRST industry-wide confer- 

ence aimed at modernizing the na- 
tion’s lighting will be held at the Coli- 
seum in New York City, Mar. 9-12, 
under the auspices of the Ist National 
Lighting Exposition. 

Sponsor for the combined exposi- 
tion-conference—expected to assemble 
more than 200 major exhibits of light- 
ing equipment and techniques—is the 
Lighting Lamps and Electrical Manu- 
facturers Salesmen’s Assn. 
e Conference Feature—A 
10 symposiums “will seek to bridge 
the gulf between current engineered 
lighting practices nationally and new 
developments and techniques in the 
lighting industry”; this is according to 
Harold Meyer, president of National 
Lighting Expositions. 

The symposiums will be conducted 
by noted authorities in every major 
field of design and architecture, rep- 
resenting both the United States and 
Canada. They will be held from 10 am 


series of 


to 2 pm on March 10, 11 and 12 


Leaders of the lighting symposiums 
include: Walter Dorwin Teague, 
New York, industrial designer (insti- 
tutional); Peter Muller-Monk, Pitts- 
burgh, industrial designer (industrial); 
Prof. Stanley McCandless, Yale Uni- 
versity (theatrical lighting); 
Nagel, Connecticut dept. of highways, 
lighting engineer (street and highway 
lighting); Kenneth C. Welch, Grand 
Rapids, Mich., architect (lighting for 
merchandising). 

Also scheduled are: Abe H. Feder, 
New York City, lighting consultant 
(lighting for public recreation); J. M 
Charlton, Toronto, (Ont.) Board of 
Education (school lighting); Thomas 
Smith Kelly, New York, architect 
(residential); A. G. Slauer, Wheeling, 
W. Va., manager of Sylvania Electric 
Products’ Fixture div. (office lighting); 
and R. C. Allison, Toronto (industrial 
applications in lighting). 


will 


George 


Continued on page 72 
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SALES HELP! 
PS 


ON THE CODE 


Tips on the Code 


Electrical Wholesaling 











Month - after-month during 1957, 
ELECTRICAL WHOLESALING 
brought you B.A. McDonald's down- 
to-earth interpretation and analysis 
of the important changes in the Na- 
tional Electrical Code. 


Now, you can get reprint booklets of 
the complete series, comprising 28 
pages of practical, factual data on 
revisions in the Code. This booklet 
(above) can be invaluable not only 
to you but to your customers in ex- 
plaining: 
Article !00—Definitions 
Article 210—Branch Circuits 
Article 220—Feeders 
Article 230—Services 
Article 300—General Wiring 
Article 510—Specific Occupancies 
Article 300—Raceway Fill 

and many other hot Code topics. 


Remember, you get all this—including 
special pages for your personal notes 
—for just 60 cents per copy. 


(P.S.: This booklet will make a prac- 
tical gift to your customer as well as 
helping to build up your service repu- 
tation.) 








REPRINT DEPARTMENT 
ELECTRICAL WHOLESALING 


330 W. 42nd St 

New York 36, N. Y 

Please send copies of the reprint 
Tips On the Code," at 60¢ each. En 
closed please find check for $ 

Name 

Company 

Address 

City 

Zone 
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Hey, chief—them elbows come in yet? 





Aim Is Modernized Lighting 
Continued from page 71 


Ihe conference is expected to at- 
tract more than 10,000 
designers, builders and engineers from 
throughout the nation, Meyer indi- 


architects, 


cated 

e Major Purpose A major purpose 
of the symposiums and exposition,” 
he continued, “will be to accelerate 
study of sub-standard lighting condi- 
tions nationally which plague three out 
of four schools, two out of three of- 
fices and factories and nearly four out 
of every five homes.’ 

He cited independent lighting sur- 
leading utilities, 
manufacturer associations and engi- 
neering groups which show “that de- 
spite dramatic progress in the field of 


veys conducted by 


illuminating engineering and product 
development, actual lighting conditions 
in homes, offices, schools and public 
buildings are as much as six times 
below the recognized minimum stand- 
ards set by the authoritative I]luminat- 
ing Engineering Society.’ 


e All Invited—Invitations have been 
sent to wholesalers, contractors, archi- 
tects and builders by exhibitors and 
by LLEMSA, the sponsoring organiza- 
tion. Planned to “re-integrate the 
many diverse elements of the lighting 
industry,” the event signals the first 
time in the history of the industry that 
a nationwide exposition has been of- 
fered, the producer states 

e Exhibits Broad categories repre- 
sented by exhibits at the exposition 
will be lighting for the home, church, 
street, factory, theatre, highway, de- 
sign, rural laboratory, indoor display, 
animal husbandry, sign, _ refinery, 
school plant, airport, office, 
hospital, institution, ship, outdoor dis- 
play, holiday, stage, mine, port and 
dock. 

e Planners 


store, 


—Among those who as- 
sisted in planning the symposiums 
were C. L. Crouch, technical director, 
IES; Edward A. Campbell, Better 
Light, Better Sight Bureau; Joseph 
Pertofsky, president, John Freeman, 
chairman of the show committee, and 
Max D. Gruber, all of LLEMSA. 
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Acconare Tavis 


FRICTION, RUBBER SPLICING, and PLASTIC TAPES 


Send today for our most recent bulletin 
describing details. 





—ICCURATE 


MANUFACTURING CO. 
GARFIELD, NEW JERSEY 





BUSINESS 





NATIONAL PICTURE: 





—947-49100% = 


— aneepamatpineiameninnguens - a | 





$— 1947-49=100% 
0? -—— i itapdiel - ‘ 


Inventory 


REGIONAL PICTURE: 


1956 


INDEX 
Nov. 1957 Dec. 1956 
162 175 
149 145 


NEW ENGLAND 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL . 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 





—— 200 
gemma ae 


. a | 





eusaas®** 








Dec. 1955 
170 
137 


SALES 
(% Change) 


Dec. 1954 
158 
119 





% CHANGE 
1957 from 1956** 
z 


INVENTORY 
(% Change) 





From 
Dec. 1956 


15 


3 


*For electrical apparatus, supplies distributors. Source: Bureau of Census 
N. A. (Not Available): Due to extreme variation of reported data, Census Bureau will not release these figures 


1957 
From 1956** 


10 


0 


From 
Dec. 1956 


From 


Nov. 1957 


7 


**12 months 1957 from 12 months 1956 
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How doee your 
wire and cable 
cupplier 


etack up ? 


duit and EMT from our California 
cable 


As an electrical distributor, you're an 
indispensable member of your cable 
supplier's team . . . at least that’s 
Rome Cable’s belief. And that’s why 
Rome has been able to develop the 
kind of distributor policy that really 
means something. 

Here's what Rome’s policy can mean 
to you 


Quality products. Kome provides de- 
pendable top-quality products to sell 
Your quickest way to customer confi- 
dence is through an inspection rou- 
tine as rigid as Rome’s where the In- 
spection Department is completely in- 
dependent of both 
Sales. 


Well-rounded product line. You can 
look to Rome Cable for a_ balanced 
line of standard wires and cables as 


Production and 


well as highly specialized types of 
cable—in either copper or aluminum 
And Rome’s line of related products is 


growing. In addition to rigid steel con- 


March, 1958—ELECTRICAL WHOLESALING 


plant, steel and aluminum 


troughs, cable pulling devices, and 
other equipment used for the installa- 
tion and maintenance ot underground 
electrical power systems are now avail- 
able trom Rome ’s new r 

vision in Pennsylvania 

National advertising. Your selling job 
is made easier by Rome’s national ad- 
vertising program—one of the wire 
largest—which 


and cable _ industry’s 


helps to create new customers for 
Rome Cable products 

Personalized service. Your Rome sales 
engineer is ready to work with your 


men at any time. Whether you need 


technical advice, emergency shipments, 
price information, or special help of 
any kind, a Rome representative will 
go to work for you 
Direct sales assistance. Rome Cable 
salesmen will work hand in hand with 
] 


your own Saliesmen oO! 


immediately 


unusual jobs 
In addition, Rome’s factory engineers 
and research pe yple frequently lend a 
help on specific sales problems 

We recognize the electrical dis 
tributor as a vital and indispensable 
member of our own distributing organ 
ization, and we consider a satisfactory 
supplier distributor relationship to be 
a real two-way partnership in selling 


Rome, N.Y 


Rome Cable ¢ ‘orpor itior 


ROME CABLE 


Gc Uv 8 


ye 2 A FT 


O N 





WHOLESALE PRICE INDEX 





Jan. 1958 Dec. 1957 , Change Jon. 1957 ‘% Change 


120.9 128.0 159.0 24.0 
120.3 114.6 ) 146.6 —17.9 
78.2 78.2 0.0 91.0 Se 
147.5 147.5 0.0 164.0 —10.1 
134.0 134.0 ) 140.4 a= 4.6 


\ pper, Wire bare 

Building Wire, type RH-RW 
Non-metallic Sheathed Cable 
Varnished Cambric Cable 
Flexible Cord type SJ 
Lighting Panelboard, fuse types 132.3 132.3 1.0 
139.1 139.1 
172.4 172.4 
180.5 180.5 


Lighting Panelboard, circuit breaker type 
Safety Switch, 2 pole, type A, 250-voits 
Safety Switch, 3 pole, type C, 575 volts 
Air circuit breaker, 250 volts 179.7 179.7 
Power Panel, fuse type, 250 volts 143.5 143.5 
Power Panel, circuit breaker type 149.6 149.6 
tor Contro a.c., 25-30 he 00-440 vo -¢ on starting s ch 184.6 
otor Con 3.c., 25-30 hp., 220 volts 174.6 
50 hp., 440 volts 199.0 


ooo°o 


c 


oO 


oo o00 O 


oo°o oOo 
Curunerneowno 


a.C 3U 
s.c.. 75 hp., 440 volts 172.9 
ol. d.c.. 110 hp., 239 volts 191.4 
enewable Cartridge Fuse, 250 volts 125.7 
wable C ridge Fuse, 600 volts 26.3 
14.3 


oo 
Oo oO 


oO 


ioe 


> oO 


enewable 
115 volts 174.5 
np 10-115 volts 
2 hp., 220-240 volts 


polyphase, indiction, 3 open sleeve bearing 


oc 


polyphase, indu >., ball bearing 


polyphase, induction ) open sleeve bearinc 


~ 


polyphase, induction, II »., ball bearing 


i 


— =<] 
hOWO—CN WN 
wnowoft@wwo oe 


nuwb » 
o 


np 


iw 


24-30 in. wheel diameter, direc 


125 volts 


Transformer, 15 kva 


Transformer, 45-50 kva 


type D 
B ack 67 


F 
purpose, No. 6 type 


4-6'/> inches 


nt transformer 


uw 


inder 


king range 
Wash ng Machine 
Washing Machine 
lroner table mod 
lroner, portable mode! 


Vacuum Cleaner, upright 


oA woo wWO 


Vacuum Cleaner, tank 
Refrigerator, capacity 7.4-9.5 cubic feet and 
Home Freezer Chest, 8-12.4 cubic feet 


Water Heater, 52 gallon tank, 230 volts a.« 


N— 


~ 


table mode 


Nw 


co 


Phonograph 


oo 


portable mode 


sion, table mode 


== © 


Cee ww Ul 
oO 


nN 


Decreases are indicated by mir 


b 
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This smart distributor meets short-length requirements the easy way by stocking Ro 


handy cartons. Stacked within easy reach, these cartons lead to full utilization of she 


For your own and your customer’s convenience... 
y 


Stock Rome’s handy cartons of bare and WP 


Rome cartons provide the « 
est, and most convenient wa 
vour customer s short le neth Wire 
cable requirements 

You can avoid cutting special 
off large reels and can give 
tomers quick over-the-counte1 
Trips to the stockroom fo1 short 
take less time and vou ll be 
control vour inventory more effi 

Just toss one or two of these ha 
Rome cartons into the front 
vour car when you have a rush ordei 


} 


, 
to deliver. You don't have to w 


one ot yvour truc ks to return 


Even ine xperienced help can 
] } 
vour customers good service. The con 


] 


When a customer asks for wir 
tents of each carton are printed ] in short | t] he . 
large type on the outside of the box ; t 

You'll save time and money if you 
stock handy, convenient Rome cartons 


Ask your Rome representative for a list 


short-length package—or write Depart 
ment 141, Rome Cable Corporation 


Rome, New York i oO R =) O R A y O N 
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New PRESCOOLIT 


Illustrated 
Cat. No. 7012 
(2-100W) unit 


oS i AY ee he be a 


Protective swingway hinge 


Delayed cam action 
glass release 


All “DieLux”’ die cast 
aluminum canopy 


Beautiful, satin finished, hand- 
blown ‘‘Thermopal”’ glass 


A new conception in square drum lighting. The only drum unit with 
canopy and integral mechanical parts constructed from weather resisting, 
non-corrosive ''DieLux"' die cast aluminum. A fixture of excellent low bright- 
ness suitable for many general lighting applications. Simplified hinging 
allows fast, easy maintenance. Canopy finish: Satin Chrome. 

Available in two sizes: Cat. No. 7009 (2-60W), 9” square and Cat. No. 7012 
(2-100W), 12%”square. 


Write for your copy of the 
Complete PRESCOLITE Catalog 


on PRESCOLITE MANUFACTURING CORPORATION 
gitts HOME OFFICE: 2229 Fourth Street, Berkeley, California 
Gomme” FACTORIES: Berkeley, Calif. © Neshaminy, Pa. ©* El Dorado, Ark. 


‘Customer’s Choice’ Counter 
Continued from page 60 


put on his ‘want’ list,” adds March 

e Convenience First—To make it easy 
for customers and Seamans’ salesmen 
to select items, the Manchester firm 
has included wide (four-ft) but not 
too high (seven-ft) stock shelves 

They're double-sided and are 
flanked by conveniently wide aisles 
lo literally “highlight” the stock, the 
company has placed uniform lighting 
throughout the warehouse area. “Our 
lighting intensities approach 50 foot 
candles,” says March. “It’s an active 

“a and wanted it bright. And 
we wanted to give equal prominence 
to all of our stock. We don’t want any 
dark’ areas at all. Customers might 
pass them by 

When it’s necessary to go to the 

top shelves for an item, purely func- 
tional stepladders are available Like 
the stock shelves, they're double- 
sided And there are enough of them 
(roughly one to an aisle) that no time 
is lost in pursuit of one. Only four 
feet high, the ladders are more than 
high enough when you consider top 
shelf height is only seven feet. 
e Touch Of The Sod—tThe wire-cut 
ting area at Seamans may awaken to 
the visitor the image of a football 
field. Rather than five-yard stripes, 
however, there are five-foot distances 
marked off on the floor, ranging to 
55 feet When measuring’ cable 
lengths <« more than that distance, 
the measurer just doubles back. 

Displays on the three tables used 
for order-writing are rotated every 
two weeks usually and are never “up” 
longer than a month. “With our 
emphasis on customers having a look 
at everything for themselves,” says 
March t's important we give them 
something new to look at from time 
to time 
e Not New—Seamans’ “counterless” 
counter operation is not new. The 
idea was put into effect with the es- 
tablishment of the company in 1946 
It's worked so well.” say March and 
Treasurer Robert Seamans, “that we 
would never try it any other way.” 

4 frequently-used expedient in the 
Manchester firm’s early days was the 
supermarket-type pushcart Now, 
however, it seems to have fallen into 
disuse and customers seldom employ 
it. One possible reason March fre- 
ports “a comfortably steady business 
all day long. Customers buy for their 
daily needs, which usually aren’t of 
the quantity a pushcart is required 
for.” 

Commenting on the situation in 
general, March is optimistic. “All in 
all,” he says, “the system we use here 
has been a boon to our growth and 


development 


ELECTRICAL WHOLESALING—March, 1958 





Rome's SE Style U Cable lets 


greet tos 


you cun 
deeds for 16% 
vedtage cls 


a 


Can you serve th 


lo help you sell cable to your contrac 


tor customers, Rome ads like this ap 
pear regularly in leading electrical 
magazines 

This information keeps your custom 
ers up to date on new developments 
the latest ways to increase their profits, 
with Rome’s cable. For instance, 
here Rome is telling your customers 


etc 


how they can lower their bids on 100 
amp service. 

Bids can be trimmed as much 
15% with Rome's SE Style U 
using No. 


as 
service 
3 AWG 
copper conductors in place of the more 
2 AWG, where voltage 
drop is no problem. 

This 


possible because Rome’s SE Style U 


entrance cable by 
expensive No 
substitution 


money-saving 


18 


March, 1958—ELECTRICAL WHOLESALING 


Rome's 


ne 


| submit lower big. = 


SE st 


cable has U/L approval for 75 C oper 
ation in either dry or wet locations 
A reinforced rubber moisture seal un 
der the weather-resistant glass-cotton 
braid gives Rome’s SE cable its own 
location.’ 


built-in “dry 


Easy to store. You'll like Rome's 
SE Style U cable, too. It stand 
up rough 


without getting 


will 


, 
under storage conditions 


tacky and with no 


deterioration 


Easy to sell. Your customers will 


ROM 


Cc go RR FP GC 


Me 


Is customer? 


tne quick ident 


| 
mes SE Stvle U « 


nductor 
re d 
Take ac 


idvertising to he 


one 
ivant 
i 


’ 
iv to serve ci 


Stvle U cab] 


rit 


Be rea 
Ing Rome Ss SI 


For 


nearest 


more intormati 
Rome Cable 
or write to Department 373 


Cabk ( rpor it n, Rome 


contact 
representative 
Ror 


Ne Ww j 


CABLE 


A T O N 


f 





at 


CONNECTORS & COUPLINGS 


A COMPLETE RANGE INCLUDING 


I .. , 


Now. I TP’s l I 


ivailable in an even greater size range 


approved fittings are 
For safe, quick installations that are 
U.L. approved as Concrete-Tight — that 
cannot rust or corrode conduit — always 


specify ETP 


Pre-set and staked screws. No backing 


out fo insert conduit. 


One-piece solid tubular steel — heavily 
plated finish. 


Pre-sized for uniformity of fittings. 


Extra heavy duty Locknut and heaviest 
gauge wall thickness. 


Also available in 2”, 4”, 1" &1% 
sizes (one screw type). 


CONNECT WITH FOR ECONOMY 








SAMPLE & BROCHURE ON REQUEST 


ELECTRIC TUBE 
PRODUCTS 


74-16 Grand Avenue, Maspeth (N.Y.C.), N. Y 





ROUND TABLES aid in training of “knights of light’ as .. . 


Sales Clinic Scores Success 


IGHTY-FOUR 


senting 42 


salesmen, _repre- 
lighting distributors 
half of the United 
attended the two- 
day Li ightolier Portfolio Sales Clinic 
held at the fixture manufacturer's 
New York showrooms, Feb. 3-4 

e New Training Method 
the clinic was a 


from the eastern 


States and Canada 


Feature of 
series of round- 
robin sales training workshops which 


divided the 84 distributor salesmen 


into four groups rotating to “round 


I 
t 


tables” where host executives led 


simultaneous discussions on different 
ispects ol distributor 

Round table” topics taken up by 
the distributor salesmen—or, if you 
will: “Knights of light (1) cul 
tivating the professional and new 


selling 


were 


business: (2) job selling 


sources ol 


for public areas; and (3) selling the 
builder 

4 showroom tour occupied the 
group not engaged in one of the 
discussion topics 
e Ideas Exchanged—One key to the 
success of the method 


workshop 


pokesmen opined, was the “active 

nterchange of 
by the distributor salesmen.” The 
salesmen learned from each other as 
well as thei 
Henry Stollnitz, merchandise manager, 


Portfolio division, 


participation and ideas 


from hosts, such as 
shown conducting 
one round table in photo above, ex- 
eculives explained 


Round table 


possible 


groups were matched 
is far as by geographic loca- 
firms 


Thus specific 


tion of the distributor 
sented by the 


problems and solutions had significant 


repre 


salesmen 


meaning in a salesman’s own territory 


e Sales Scenes—Another workshop 


method involved 
dramatizing 


training sample sales 
typical customer 
and how they may “throw” 
Distributor salesmen in 
upon to 
and tell how they would have 
Silver dollars 


good su 


scenes 
objections 
a salesman 
the audience were called 
criticize 
handled the situation 


were awarded fo! 


oO 


gestions 
[This method was also employ ed for 
problems 

Another two-day 
Lightolier’s Chi- 
10-11 with 40 


representing 32 midwest 


typical job-selling 
e Counterpart — 
session was held in 
cago showroom Feb 
salesmen 
distributors 
Officials of the firm are “extremely 


pleased” with results of the clinic 


and plan to hold it again next year 
M Loebelson VICE president-sales, 


was chairman of the event 


— — conductor is Sidney 


| 


Feltmar age f Lightolier show- 
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Gold Seal Tape sticks tight in any weather 


You can do a first-class insulating job — easier and faster — 
with Gold Seal Friction Tape. It tears evenly, conforms 
readily to uneven surfaces, sticks tight in any temperature and 
under all weather conditions. And one thickness insulates. 

For lasting “tack”, for all-around insulation protection, 

ask for Gold Seal Friction Tape. Made by Jenkins Bros., 


Rubber Division, 100 Park Avenue, New York 17. 


Gold Seal FRICTION * Rubber + Plastic Tapes...Commercial and Specifications Grades 
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ELECTRICAL DISTRIBUTORS AI Novik 


f Bell Elect 


E pply C meet 


++ + 


(center 
salesmen from Murray Manufacturing Corp. and 


pen 


and Mel Goldstein (right 


owners 


program for a 


Simulated Contractor Meeting 


ISTRIBI 


working 


TOR and manufacturer 
scene one late January night in Stam 
ford, Conn. The setting was Bell Elec- 
trical Supply Co. There, 
glow of lights from the fixture-room 


under the 


ceiling, a team of four salesman from 
the Murray Manufacturing Corp. con- 


ducted a simulated contractor meet- 
ing 
One hitch—there were no contrac 


there was an audience 
Murray salesmen 
of whom had come trom 
remote as Nova Scotia and California 


tors. Instead, 
of some 70 some 


points as 


They 
as part of a three day 


were attending the Bell session 
national sales 
conference their 


employer sponsored 


and were there to learn how to do 
what was being done for them: con- 
duct a contractor meeting 

e Helps Distributor But the bene 
fits weren't confined to the manutac- 


turer's level, as witness the words of 


Bell Treasurer Mel Goldstein: “Our 
own staff—outside salesmen particu- 
larly—had the opportunity to learn 


every bit 
a meeting as did the manufacturer's 
salesmen themselves. By paying atten- 
tion they could pick up and adapt the 
And the way this 


could be a 


as much about conducting 


pitch’ as their own 
pitch was delivered it 
teriffic selling device for anyone.” 
Bill Catherwood, Eastern Regional 
Sales Manager for Murray, got things 
“This is a 
“In short, 


underway at the meeting 
how to’ session,” he began 
it’s ‘how to’ promote products through 
talking about them and demonstrating 
them to contractors.” 

e Build Confidence—Apart 
practical demonstration (accompanied 


{from a 


by two colored and colorful training 


films), one of the evening’s goals was 
I audience that 


to show the salesman 


82 


together that was the 


“conducting a contractor 
not such a hard thing to do,” 
mented Murray 
A. B. Chusid 
e Enthusiastic Audience—Assuming 
their roles with spirit, salesmen asked 
questions as persistently as 
tors might. Among piercing queries 
“If your (in reality, “our’’) product is 
superior in the way you Say it is why 
aren't we given 
where and in what ways it is superior 
to competitive brands?” The answer 
A point well taken and it'll be re 
ferred to the powers that be.’ 

In addition to the all-important 
talks, Murray 
vantage of the occasion to introduce 


meeting * is 
com- 


advertising 


contrac- 


literature stating 


‘how to’ also took ad- 
to its salesmen a new circuit breaker 
Commenting on it, Bell Electrical Sup- 
ply’s Goldstein said, “You have to keep 
abreast of developments. This was a 
new product and one we'll be 
carrying and the demonstration gave 
us a shortcut to learning all about it 
Besides, you have to have an angle 
to push anything. What's 


cussed tonight is a real eye-opener as 


been dis- 


far as angles go.” 
e General Benefit—Shifting to a gen- 
eral evaluation of hosting a manufac- 
turer’s demonstration, Goldstein said, 
“We think one of the big advantages 
is publicity in the local newspaper. A 
couple of writeups and a picture help 
to remind customers about you. Then 
there’s prestige with the manufacturer 
“Also,” the treasurer 
adds, “when you talk to people from 
Nova Scotia, Toronto, Wichita, and 
San Francisco (some of the manufac- 
turer's salesmen were from points as 


distributor’s 


distant as these) you get an idea of 
what’s going on other places. It was 
very enlightening in different 
Ways 


many 


manager 


For faster selling... 


for customer satisfaction 





...every Sylvania starter 
has a Ceramic condenser 


The stone like durability of Sylvania’s 
Ceramic condensers triumphs over heat, 
cold, moisture—the main cause of failure 
in starters with paper condensers—Ce- 
ramic condensers are practically imper- 
vious to these troublemakers! 

Sylvania now builds these virtually in- 
destructible condensers into every type 
in its extensive starter line provides 
lasting, dependable starter performance 
under the toughest conditions. 

Your customers will benefit from the 
increased life of Sylvania Ceramic con- 
denser starters. Take advantage now of 
the increased sales and extra profits they 
offer . . . call Sylvania today. 

SYLVANIA ELECTRIC PropuctTs INC 
Lighting Division, Dept. 8L-2703 
60 Boston Street, Salem, Mass 


In Canada: Sylvania Electric (Canada) Ltd. 
Shell Tower Building, Montreal 


SYLVANIA *¥ 


... fastest growing name In sight! 


Lighting - Television - Radio - Electronics - Photography 
Atomic Energy - Chemistry-Metellurgy 
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For highway 





at 


; 


} 





rr high-bay 





Offer your customers the finest in mercury 
vapor lamps. . the Sylvania Silver-White. 


the one-lamp answer to your customers’ lighting needs 





Today’s most efficient mercury-vapor 
lamp is the new Sylvania Silver-White. 

The greater light output and superior 
color quality of the Silver-White makes 
it an effective, 

. it serves the high requirements for 
such widely different applications as high- 
way lighting and high-bay plant illumina- 
tion with unequalled efficiency 


versatile lighting source 


Sylvania’s Silver-White actually de- 
livers up to 33% more lumens of light 
than previous color-improved mercury- 


vapor lamps. The 100-watt lamps, for 
example, are producing an unprecedented 
4000 lumens in actual installations. 

Sylvania Silver-White lamps cost no 
more than conventional color-improved 
lamps—but offer the combined economies 
of superior light output and superior 
construction 

Silver-White lamps are available in 
100-, 175-, 400-, 700-, and 1000-watt 
types to meet the needs of industry for 
efficient high-bay indoor lighting and 


outdoor illumination for parking and 
loading areas . . . and for the govern- 
mental requirements for effective high- 
way lighting. 

For complete information about the 
Sylvania Silver-White Mercury Vapor 
lamp, call your local representative, or 
write: 

SYLVANIA ELECTRIC PRODUCTS IN‘ 
Lighting Division, Dept. 8L-2703 
60 Boston St., Salem, Mass 
In Canada: Sylvania Electr Canada) Lid 
Shell Tower Building, Montrea 


SYLVANIA 


... the fastest growing name in sight 


LIGHTING e RADIO ° ELECTRONICS t TELEVISION e ATOMIC ENERGY 
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mS) 
SS 

SY 
> 


TWO-WING bP rumatenean 


GRAVITY TYPE 


SPRING TYPE ¥ a ka aie 


fasten work securely 
FINE QUALITY and SKILLFUL WORK 
MANSHIP are the distinguishing fea 


f A 


tures of Arro Toggle Bolts 


against hollow walls 


This well made toggle bolt makes fast 


ening to tile, plaster, wall board, or any 
type of hollow construction, quick and 
sure. Its lively spring, when released 
spreads the steel wings into open position 
—tightening develops maximum holding 


power 


Used extensively by electricians, plumbers 


aecorators maintenance men sign men 


RIVETED HEAD 
STUD BOLT TYPE 
SCREW HEAD STYLES ; c 


and many other tradesmer 


alls into open po 


tion By gravity 


ANCHORING AND DRILLING DEVICES 


TID ’ 2 < aoe ae 
a Ted , —— Sukie 


TTRSCSH 


ARROF 








DISTRIBUTORS: 
This Advertisement Appears in Leading 
Publications Directed to Your Customers 


ARRO EXPANSION BOLT COMPANY 


Department B, P. O. Box 388, Marion, Ohio 


SEWA Hits Some Hot Topics 
Continued from page 59 
spread dissemination of facts about 
products and services, through the 
kind of communications which result 
in customer sales. must be continuous- 
ly developed 
Pointing out that during the past 
great strides have been made 
1g distribution efficiency, 
Hynes noted “the results achieved do 
not match the advances made in pro- 
duction methods He added “some 
leading economists have begun to ask 
whether the rapid expansion in our 
economy can continue unless we find 
ways of distributing the total output 
of our tactories 
‘The efficiency ot retatlers and 
wholesalers is not subject to direct 
control by manufacturers, and manu- 
facturers have more direct control over 
production operations than over dis- 
tribution Operations Nevertheless, 
when a manufacturing company be- 
gins to think of its ultimate success as 
determined, not only by its production 
skill, but by its ability to develop and 
exploit profitable markets, it will, find 
iry to improve its distribution 
efficier 
e Functions and Fears—The func 
tions of branches of the industry 
distributor, and con- 
for some definition 
rley, manager, dis- 
contractor sales, Anacon 
idle Co 
ited the fears” of these 
The contractor, he said, is 
fearful that distributors “don’t treat 
everyone the same’ when it’ comes to 
credit. Other eas of contractor con- 
pricing policies 
doing takeoffs 
vorries, he said, 
is properly 
ducts, and whether 
yecoming brokers 
the distributor, “he’s 
got some doggone good fears.” accord 
ing to Farley ie three that he named 
manufacturer “call 


customers di 


facturer “who 


warehouse Svys- 


ractor “who bid 
shops 

Th S( tion Lid irley, “lies in 
the word lectivity As a case in 
point, h t his company’s policy 
stribution (S00 or “one 
listributors). Looking at 
stributor s point of view, 
Why don’t you become 
noice Of custo- 
mers a ll as selective with your 

suppliers? 


ntinued on page 86 


ELECTRICAL WHOLESALING—March, 1958 











There’s no equal for this time, trouble and money-saving 


receptacle! Just seconds to wire and one hand split-second 
wire release without special tools! Exclusive 


Slater patent instant side release leaves wires 


straight and clean for immediate rewiring. 
GET 


ASK FOR SLATER AND BE SURE YOU 


SLATER...THE FINEST WIRING DEVICES 


ON THE MARKET TODAY. Write for Slater Cat 


SEA CLIFF AVENUE, GLEN COVE, NEW YORK © ORIOLE 6-1100 
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It's easier 
with Heinemann Service Equipment 
-+-designed for the job 


SAFELET has receptacle for 
power tools or appliances. 
Built-in circuit breaker 
interrupts short circuits 
and dangerous overloads, 
prevents damage to 
equipment that’s 
plugged-in. For use in 
the home workshop, 

on the test bench or 
production line. 

Write for Bulletin 1010 


RECEPTACLE 

TYPE OUTDOOR 
SERVICE UNIT is 

a portable, protected 
power outlet 

for temporary plug-in 
service. Easily moved 
from job to job. Write 
for Bulletin 2016. 


INDOOR SERVICE 
CENTER replaces 
old-fashioned fuse 

boxes, combines either 
two, four or eight 
circuit breakers in 

a handsomely styled 

unit for mounting 
anywhere in the home 
or commercial property. 
In office building 
installation shown, each 
office has its own 


Service Center so that S 
power interruptions eles 


areisolated. Heinemann > 

A i ._ a a. 

circuit breakers od 
assure immediate, “— a e 


simple restoration of 
service. Write for 


Bulletin 1002. HEINEMANN ELECTRIC COMPANY 
152 Pium Street 
Trenton 2, New Jersey 


waka 
- 


- ? 
ese SERECI 


| SEWA Hits Some Hot Topics 


Continued from page 84 


And looking ahead, he said, “the 

key to the distributor's future is in 
warehousing and service.” 
e Selling Electric Heat—A distributor 
spoke up for his function in the in- 
dustry, relating it to a particular prod- 
uct sales problem 

W. W. Crowe, president of The 
Electric Supply Co., Atlanta, described 
how his firm “had been searching for 
an opportunity such as electric heat- 
ing to again perform the functions of 
an electrical wholesale distributor, and 
at the same time, to enjoy a reasonable 
profit for so doing.” 

Here, he related, was a “virgin field” 
for a “profit hungry” business, “a 
market of un-thought-of potential vol- 
ume in dollar sales a market that 
offered a reasonable margin of profit.” 

Selling through the electrical con- 
tractor would have been the “logical 
approach,” the distributor continued 
“but, experience had taught us that 

he would not put in the time or 
effort to sell this market in a cost- 
conscious area 

“Much of the recent re-wiring of 
homes has come about more through 
dire necessity as realized by the home 
owners than through pioneering in- 
ventiveness upon the part of the elec- 
trical contractors,” he stated 

We felt that we could do a 
good job for ourselves as well as for 
the electrical industry in this mar- 
ket area if we could develop this 
heating market in Georgia and sell 
electric heating in such a way that 
it would still be confined to the 
electrical contracting field 

“We are of the opinion that the 
contractor is a much better salesman 
than he is thought to be. Therefore, 
we felt that by giving him the tools 
and techniques of electric heating, and 
by properly encouraging mutual co- 
operation, we would be in a better 
position to insure our profits, rather 
than see our terms of sale dictated 
by how much profit we should receive 
Nor did we wish to depend upon the 
manufacturer to do our work and sub- 
sequently dictate our profit structure 

“Thus we began to perform in earn- 
est the functions of an_ electrical 
wholesale distributor of electric heat- 
ing in Georgia: to promote, stock, 
display and sell electric heating—to 
protect and be protected for our ef- 
forts 

Crowe explained and demonstrated 
via slides how his firm set up an elec- 
trical heating department and built it 
from a Small Start to Almost 
$100.000 a Year (EW Aug. °57, 
p. 37) ; 


Continued on page 92 
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20,000 leagues under the sea on a handful of fueH 
The NAUTILUS, world's first atomic submarine, opens new 


horizons for peacetime use of atomic power 


General Dynamics, builder of the Nav 


is another Catvo€ customer 


The whole world watched when the NAUTILUS passed 


the fabled mark of 20,000 leagues— equivalent of more 
than twice around the world—powered by a handful of 
uranium. The Electric Boat Division of General Dynamics 
Corporation built the pioneering NAUTILUS, and we are 
proud to count them as a Carol Cable customer. 

In the complete Carol line you'll find the quality cable 
for your special needs ... readily available from ware- 
houses across the country. 


When you call for cable, call for Carol! 


CAROL CABLE COMPANY Division of the Crescent Company, inc., Pawtucket, R. I. 


Serving industry for more than 30 years 
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TOUGH PROBLEM 


Sears Oil Co 


distributors 


on-the-Jobh Service 


The Sears Oil Company, Rome, N.Y., had to con 
trol and protect large horsepower motors for pumps 
providing a flow into and out of storage tanks at its 
multi-million dollar deep water storage depot. Local 
power company regulations made reduced starting 
voltage a “MUST.” Arrow-Hart was called in to 
solve this problem. Working with John Reed, local 
electrical contractor, Arrow-Hart field engineers 
came up with the answer — new Arrow-Hart Type 
“PRA” Primary Resistor Reduced Voltage Starters 
Providing the necessary control and protection, they 
also met all local regulations governing low-voltage 
starting. All equipment used was sold through an 
authorized Arrow-Hart distributor. 


Small, light weight “PRA” Motor Controls, with 
“RA” Magnetic Starters, provide dependable, eco- 
nomical control. “Ribflex’* and “Edgeohm’”’* resis 
tors assure correct starting current limitations. Over 
load relays are A-H bi-metal type. Starters can be 
wired for 2-wire automatic control or 3-wire push 
button control 


Whether your need is the right product for the job, 
or on-the-job assistance — or both — Arrow-Hart can 


serve you 


Write for more data on “PRA” Resistor Starters 
and complete information on A-H Sales Engi- 
neering Service to the Arrow-Hart & Hegeman 
Electric Co., Dept. EW, 103 Hawthorn St., Hart- 


rd 6 ‘or 
ford 6, Conn. TRADE MARK OF WARD LEONARD ELECTRIK 


ARROW © HART 


y ‘4 SROf) 
Luidig srt bIO4Y 


by New “PRA” REDUCED 
VOLTAGE STARTERS and 
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Menger on Conduit Consignment 


Continued from page 59 


is not protected on the basic materials 
which are used in the manufacture 
of rigid conduit and thinwall conduit 
against any price decline, that it would 
be economically impossible to extend 
protection on materials that have 
been dispersed all over the country 


Job Price Protection 
#5 on the realistic 
Our company 
number of occasions, at- 
have a job. protection 
policies have never 
due to the fact that some 
jobs are always interrelated with a 
non-bona fide job. We have found 
also that where job protection orders 
were taken, in 50% of the cases in- 
volved, these orders were 
shipped presumably to a job site, that 
in the course of transit shipments have 
been distributors’ 
This has been particularly true when 
a price change has occurred and 
each has tended to weaken the gen- 
market. Job protection is not 
compatible with our policy of ‘price 


“Your request 
job price protection 
has, on a 
tempted to 
policy These 


worked 


once 


diverted to stocks. 


eral 


in effect at time of shipment.’ We 
have found that more distributors are 
hurt rather than helped by this situa- 
and that if distribution’s 
policy is ‘price in effect at time of 
shipment’ such as our own, then 
difference in position 
with anyone involved in the selling 
of the merchandise 

“Your 


tion believe 


there isn’t any 


manutac- 
turer's with the 
exception of the West Coast. We do 
these items at any 
have no 


request +6—no 
warehouse stocks 
not warehouse 
other 
intention of doing so 

Your request #7 for no ledger 
balance nor other subterfuge. Again 
I state that our company will not, 
under any resort to any 
such form of audit nor practices. 

“In closing may I add that if we 
find any warehousing of these items 
by other companies we are going to 
analyze the situation in the light of 
basic economics. It is already known 
that warehousing is a costly opera- 
tion, so should the situation warrant 
it, we will undoubtedly give serious 
consideration to going back to a 
consigned basis. 

“We personally feel, and it is only 
our opinion, the move we have made 
will be more of an asset to ourselves 
and to the distributor than function- 
ing under our former policy.” 


location and present 


conditions, 


Prices Move Both Ways 


Let us not forget that prices move 
both You must consider the 
factor of “appreciation” in price as 


Ways 





well as “depreciation.” Sometimes 
when we talk about price protection 
we think first of a possible drop in 
price 

But steel prices have generally 
been on the rise for a long period 
of years and, obviously, the distrib- 
utor benefits from outright purchase 
in a rising market. 

I have no crystal ball that says 
that this upward spiral of steel prices 
will continue. But, unless economic 
conditions change drastically, I am 
sure that the price of steel will go up 
and the price of conduit along with 
it. As long as that happens, you will 
be getting an appreciation on your 
investment. 

This matter of appreciation versus 
depreciation spotlights another point 
that I think we should emphasize 
here today. This matter of consign- 
ment or no consignment is by no 
means a one-way street. 


Many-Sided Problem 


It presents many problems, real 
problems, big problems to the manu- 
facturer as well as to the distributor 

It is perfectly true that the shift in 
ownership of conduit waiting to be 
sold shifts correspondingly the burden 
of financing from the manufacturer 
to the distributor. But that is not the 
only financial consideration involved 
here. 

The matter of efficient manufactur- 
ing plant operation, of intelligent 
scheduling of output is a responsibility 
that will now rest more heavily than 
ever before upon the organization 
which makes the products you sell. 
Consignment, if you ever stopped to 
think about it, had advantages to the 
manufacturer in giving him an as 
sured outlet, within reason, for the 
products coming from his mill. A 
variation in actual sales and re-orders 
could be taken up very nicely by 
increasing consigned shipments. The 
hills and valleys could be evened out, 
the distributor was the manufacturer's 
safety valve—his handy storage de- 
pot for evening-up production across 
the manufacturing year 

[hat function of the distributor 
has now vanished and the bug is on 
us, as you might say, to control with 
greater accuracy the manufacturing 
pace of our plants. But can anyone 
properly argue that this function was 
one that never should have _ been 
carried by the distributor? The manu- 
facturer, must honestly answer “no” 
and prepare to take this responsibility 
—this risk of doing business, upon 
himself. 

By the same token, the warehous- 
ing of finished goods at our plant 
location is going to become an im- 
portant—and expensive—problem for 

Continued on page 90 

















ARROW- HART 
100 Amp. 
SERVICE 


»». maximum flexibility 
at minimum cost! 


Supply complete-line coverage 
with reduced inventory. 


With just 2 basic units, a Small Enclosure (8 
to 12 circuits) and a Large Enclosure (12 to 20 
circuits), plus A-H Add-On Branch Circuits, 
you can meet customers’ present — and future 
— needs. You stock and handle fewer parts be- 
cause parts are interchangeable. 

Design features increase customer-appeal. Parts 
are clearly marked to assure easy, correct as- 
sembly and installation. Add-On Branch Cir- 
cuits supplied with captive screws for positive 
contact. Neutral strips can be grounded or 
insulated. 

Write for free copy of Folder No. A-228 to The 
Arrow-Hart & Hegeman Electric Company, 
Dept. EW, 103 Hawthorn Street, Hartford 6, 
Connecticut. 


ARROW (T) HART 
Kunly we 1890 


R CONTROLS + ENCLOSE 


ANCE SWITCHES . VW/IRIN 





Me N\SE STAND 


THAT STANDS FOR SERVICE 


COMBINATION 
DESIGN 


Engineered so yoke 
vise parts ('%” to 
2%") can be replaced 
by chain vise parts 
(Yr to 4” or vice 
versa. 


CARRYING 
POSITION. 
LEGS SE- 
CURELY 
LOCKED. 








— 


LEG handle formed at spot for 
carrying in perfect balance. 


Stand has double socket \ 
benders for 42” and %" SELF-LOCKING 
pipe; and slots for holding VISE 
tools. 1” tapped hole rear 

of base to allow extension 

pipe rest. Also ceiling 

brace. 


5 NEW PIPE VISES 


With the ORIGINAL long 
jaws. Sizes Ye’ to 112”; 
Ye" to 2”; Ve" to 242"; Ve" 
to 3%”; and " to 412" 
All self-locking, with built- 
in benders and pipe rest 


NYE TOOL COMPANY 


4126 WEST FULLERTON AVE, CHICAGO 39, ILLINOIS 


Menger on Conduit Consignment 
Continued from page 8&9 


the manufacturer. So is the expanded 
and more intensive advertising and 
promotion of the manufacturer's 
brand-name product. We know, just 
as you know, that the fast-moving 
product, the one well-merchandised 
and well-advertised is the one which 
the distributor will buy and stock for 
sale on a fast turnover basis. Manu- 
facturers know they must accept 
their responsibility in this area and 
they are preparing to meet it. 

This is no attempt to make you feel 
sorry for the manufacturer. There is 
no more reason for that than for the 
sound and well-organized distributor 
to try and make us feel sorry for 
him. We are partners and will stand 
or fall together—without the benefit 
ot anyone feeling sorry for either one 
of us 

But I did want to point up this 
illustration as a means of making 
clear to you that we have foreseen 
that there will be problems at our 
door, too—and that we are accepting 
them with our eyes wide open 


Jobs Defined 


When all is said and done, one 
basic fact stands out above all others. 
Our job is to manufacture, your job 
is to distribute. That is the only 
reason each of us has for being a 
part of this great fabric of the 
American economy. Why, in heaven's 
name then, shouldn't we get out of 
the distributing business and stick to 
our own trade of manufacturing? By 
the same token, why should we ex- 
pect you, the distributor, to handle 
our remote warehousing and storage 
for us? Let’s each of us do the job 
he knows how to do, for if we put 
our mind to it, we can do it better 
if we have nothing else to concern 
ourselves about 

In this last analysis, the distributor 
is out there on the firing line because 
he has learned how to distribute goods 
better and more efficiently, with bet- 
ter results for less money, than any- 
one else. That’s his job, his role in 
the overall distribution pattern. We 
believe he can do his job better, with 
more freedom and greater efficiency, 
if he is encouraged to concentrate 
upon that job. At the same time, 
through outright purchase of his con- 
duit, he will be freed of the necessity 
to keep one eye cocked over his 
shoulder for the fly-by-night or the 
shoe-string broker whose ability to 
operate as a destructive force was 
subsidized by the consignment 
pattern. 

The expression of distributors that 
has reached us seems to make clear 

Continued on page 92 
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Sola specialty transformers 


solve line voltage 


variation problems. . . 


TRANSFORMER 





eltlam aclelireas iti mie lillirss 
voltage for lighting, 
electrical, and 


electronic equipment 


Constant Voltage Transformers, for example, 
regulate line voltage for all types of electrical and 
electronic equipment. Typical examples are test and 
control equipment, photo enlarging machines, and 
electric furnaces. Special designs handle such applica- forget about it! 
tions as motors, copying machines, X-ray equipment. 


These units provide line voltage regulation within selection of 42 


1% for input voltage fluctuations up to +15%. 


Constant Wattage Mercury Lamp Trans- Fluorescent Ballasts offer positive start 
formers provide dependable operation of ing for indoor, outdoor, and outdoor 
all popular size mercury lamps. Their weatherproof lighting. Quiet and cool in 
advantages are: no lamp outages from operation. Constant wattage types guar 
line dips, no need for primary taps, antee full rated lumen output. Every 
extended lamp life, low starting current Sola general ballast, for which a CBM 
surge and open circuit protection specification exists, is CBM certified 


Write for bulletins shown below 


Sola Electric Co., 4633 W. 16th St., Chicago 50, I!I., Bishop 2-1414 + Offices in principal cities « In Canada, Sola Electric 


In addition, they step-up or step-down voltage. 
are no manual adjustments, 
tubes, no moving or renewable 


stock units 


There 
no re plac eable electron 


parts. Your custome! 


can install a Sola Constant Voltage Transformer and 


You can fill most voltage regulating needs with Sola’s 


Output capacities range 


from 15va to 10kva. Immediate shipment 


ee 


Sola Constant Voltage DC Power Supplies 
provide dc 
range for fixed pulse or fluctuating loads 
or where voltage 
Output 


voltages in the ampere 


variations are critical 


regulated within +1 with in 


put variations 
renewable or adjustable p: 


Canada) Ltd., Canmotor Ave., Toronto 14, Ont 





SOLA 


MERCURY LAMP TRANSFORMERS FLUORESCENT LAMP BALLASTS 








CONSTANT VOLTAGE TRANSFORMERS 





REGULATED DC POWER SUPPLIES 
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TV wirin 


aterials 


Profitable for .... 
Electrical Wholesalers 


Increasing demand by the residential builder on the Electrical 
Contractor to supply concealed TV wiring with plug-in wall 
plates is providing new profits for the Electrical Wholesaler. 


Easy to handle with TeVco kits 





Convenient package at less than the cost of bulk materials 


There is a TeVco Kit containing all necessary materials to 
completely wire a home with the specified number of wall 
outlets. TeVco Kits are especially designed for the Electrical 
Contractor and requireno special tools or technical knowledge 


to install concealed TV wiring in new construction. 


TeVco Kits are sold only thru Electrical Wholesalers 


r ete format 


JeVeo INSULATED WIRE \0: | ct Ave. 


A HOUSE«NOT WIRED FOR TV IS ONLY HALF WIRED 





Menger on Conduit Consignment 
Continued from page 90 


that they generally are in favor of 
the end of consignment, of turning 
into a new and better era of distrib- 
utorship. A very substantial number, 
in tact, have shifted of their own 
accord to outright purchase in past 
years, recognizing for themselves the 
added benefits that accrue to them in 
terms of efficiency and better man 
agement of their own enterprises, of 
freedom of choice, and just plain old- 
fashioned better price competition. 

We feel—we know—that an era Is 
coming to an end. We believe that 
it is sound and wise, and for the best 
interest of all, that it should end 

As we pass through this period of 
readjustment, we might compare the 
twinges to growing pains. We know 
what is causing the discomfort, we 
know that it will soon be over and 
we know that from these symptoms 
will come growth and strength and 
independence and maturity that will 
be to the best interests of us all. 


SEWA Hits Some Hot Topics 
Continued from page 86 


e Sales Training—One of the topics 
hit at the opening session was “Sales 
Training—Man Power Development 
for the Electrical Wholesaler.’ 

[The speaker was Larry P. Pleasants, 
product sales manager for the Light- 
ing division of Sylvania Electric Prod- 
ucts Inc., Salem. Mass 


e Economic Changes Past, Present 
and Future” and the tmplications of 
the economic changes seen or for- 
seen in each of these eras were taken 
up by a practiced observer of south- 
eastern region 

Charles T.- Taylor, assistant vice 
president of the Federal Reserve Bank 
in Atlanta, made this address 


e SEWA Officers—Guiding associa- 
ion affairs during 1958 are its presi- 
dent, | ( Crabtree, Union Electric 
Supply Co., Inc., Tallahassee; execu- 
tive vice president, M. I Tice, At- 
lanta; vice president, J. Ben Carson, 
Kingsport Electric Co., Inc., Kings- 
port, Tenn.; and treasurer, Fred H. 
Dendy, Sr., Electrical Wholesalers, 
Inc., Atlanta 

The SEWA board of governors is 
composed of Joe H. McMullan, Mil- 
ton O. Hollis, Jack M. Passailaigue, 
R. W. Brantley, Jr., Alvin H. Phillips, 
Joe W. Rice, and Joe J. Perry, Sr. 

Cecil J. Matthews is the immediate 


past president 
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= EYES RIGHT.. 


When MARLOU FIXTURES Supply the Light! 


| all else, correct lighting is the essence of easy-on-the-eyes 
illumination. And, above all else, Marlou Fixtures provide modern 
eyes-right lighting because they're opthalmically correct in design 
and construction. 

Fluorescent and Slimline for 


direct and reflective lighting 


Single unit and continuous 
arlou manufactures fluor- installations 


escent lighting fixtures for Stem, recessed and flush- 
mountings 


countless standard and spec- Easy installation and convenient 


ial applications in stores, maintenance 


Union-made and Underwriter's 


schools and other institutions, Lahorateries anproved 


commercial buildings, labora- 


tories and industry. 


See Us At The 


NATIONAL 
LIGHTING 
EXPOSITION 
Complete informa- Booth +B5 


tion and illus- 

trated catalog will l | G H T 5 | N 4 
be promptly sent / ° 
upon request. Ask 


for yours TODAY! FANWOOOD NEW JERSEY 
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=| eal No.535 
Pipe & Bolt Threading Machine 
Complete with 1 Universal Die Head 


and 2 Sets of Dies, 2" to 2’... 


a 


. 


(Slightly higher in Canada) 


C 


Built like a machine tool, designed to thread, cut 
and ream conduit with speed and ease no other 
machine offers. Compare its slip-proof Speed 
Chuck, front chucking, instant size-change 
right in carriage, and many other RIAD 
features. It pays you to stock and sell this most 


popular, most advertised No. 535... order today! 


WHAT'S NEW WITH 





Built-in Raceway Serves 
Library Book Stack Area 


Distribution of electrical conduc- 
tors for lighting the book stack areas 
in the new library building on the 
south campus of the College of the 
City of New York involves an eco- 
nomical marriage of electrical and 
structural systems 

When a sheet-metal ceiling suspend- 
ed shelving structure was envisioned, 
the metal beams, floor plates and sup- 
porting posts were designed to double 
as raceways for the conductors re- 
quired for lighting the stack areas 
Raceways were established in three di- 
rections: down through the hollow ver- 
tical posts which support the shelves 
of the stack units; longitudinally in- 
side the deck beams between the posts; 
and transversely through the deck 
planks laid across the beams to form a 
continuous “mezzanine” deck between 
the units 

Vertical baffles were installed in the 
posts designed to carry conductors to 
separate the wiring from the portion 
of the post which is perforated to sup- 
port shelves and other structural mem- 
bers 
Significance to you: Custom raceway 
design in conjunction with structural 
design may be sighted as an apparently 
growing trend. Electrical distributors 
have a stake in seeing that their inter- 
ests as purveyors of standard raceway 
types are protected. 


Electrical Uplift Is Big 
Part of Church Renovation 


An extensive modernization pro- 
gram for the Church of the Most 
Precious Blood in Hyde Park, Mass. 
grew from the need to halt a deter- 
mined attack by termites 

Electrical modernization centers 
around a lighting installation that con- 
tributes greatly to the beauty of the 
traditional Gothic edifice (and also 
qualifies for a Certified Lighting certi- 
ficate ) 

e Plus Features—Other _ electrical 
features include: a practical low-volt- 
age control systems that permits con- 
venient selection of numerous lumin- 
ous environments; a high-fidelity mi- 
crophone-amplifier-speaker installation 
that distinctly carries voice and music 
at low audio levels to all parts of the 
nave and transepts; a protective-wire 
fire detection system which insures 
the new investment against flame dam- 
age; and a new electrical service en- 
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YOUR CUSTOMERS 








These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication. Their 
purpose: to alert you to develop- 
ments and trends reported in 
the operation of two of your big- 
gest customers—electrical con- 
tractors and plant electrical men. 











trance and primary switchboard with 
sufficient spare capacity for all present 
and future needs. 

Significance to you: The distributor's 
sales potential in any modernization 
program can include the new systems 
outlined above, in addition to lighting 
and electrical service equipment. And 
the money to be made on such systems 
is well worth working for. 


Behind-the-scenes At 
NY International Airport 


New York International Airport's 
new Overseas Arrival Building is a 
three-unit structure, three stories 
high, that puts more than 14 acres 
of floor area under roof. Its overall 
length is 2,300-ft or the equivalent 
of 11 city blocks. 

The illumination and power plan 

has been described by Claude E. San- 
ford, project design engineer, and S. 
Leo Perlstein, electrical designer, both 
of the Port of New York Authority. 
e Features—Noteworthy are the 
wide variety of up- and down-lighting 
combining mercury-vapor, fluorescent 
and incandescent sources; pre-set dim- 
mer-regulated clock-operated lighting 
patterns; high-frequency carrier-cur- 
rent electronic control; dual high-and 
low-voltage distribution; automatic 
emergency transfer switches; and an 
elaborate alarm annunicator _ that 
monitors all critical electrical equip- 
ment. 
e Lighting—Perhaps the widest as- 
sortment of lighting techniques is to 
be found in the vast entrance hall. 
The high (45-ft) parabolic-arched 
ceiling is up-lighted by 250 500-w 
lamps in troughs located at either 
end of the arched roof. Alternate 
lamps are mounted on common hor- 
izontal shafts which may be rotated 
to permit group-aiming for uniform 
light distribution on sloping ceiling 
surfaces. 

Down-lighting is also provided by 


Continued on page 98 
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MOTOR SELECTOR GUIDE! 


The Most Effective Motor Sales Aid Ever Devised ! 
This unique “silent salesman” tells customer instantly the motor he 


needs... eliminates indecision, stimulates customer to buy now. 


Makes It Easy For You To Sell 


ELECTRIC 


ENMERSON 


MOTORS 


Here's Why!... 


¢ Exclusive Design Features * Motor Tags, Highlighting 


* Complete Line Motor Features 
¢ Self-Selling Motor Display ¢ National Advertising 

USE THIS CONVENIENT COUPON TO ORDER 
YOUR FREE MOTOR SELECTOR GUIDE TODAY 


wa 
Ta po SS Se OS Be 


THE EMERSON ELECTRIC MFG. CO., Dept. m.163 
ST. LOUIS 21, MO 


Send me a Free Motor Selector Guide 
Nome 
_ Company 
ELECTRIC |g Bree 


of St. Lovis Since 1890 





Tie into this big contest! 


Your customers are reading thi: 
ad in their favorite magazines... 








25 miles to the gall un. Thousands of dollars worth of the world’s 


modern motor-vehicl engineermg And its free to the 


who submits the most imaginative and pl ictical use of 


REMCON on an actual installation 


Just pick our Entry Envy » (with entry blank. full in 
tformatio) helpful suggestions it vour REMCON dis- 


REMCON Division, Pyramid Instrument 
yk, N.Y 


Electric Housewares: 


“Selective Distribution,” 
“‘Incentive’’ Are Needed 
CHICAGO—The Electric House- 
wares section of the National Asso- 
ciation of Electrical Distributors, and 





its guests at a meeting in Chicago on 
Jan. 16, heard an urgent plea “for 
serious study and exploration of the 
causes for the directions in which our 
industry 1s headed 
The speaker was | l Milhender, 
chairman of the NAED Electric 
Housewares section, and vice president 
of Milhender Distributing Co., Boston 
He referred to some “dangerous 
trends evident in our business” listing 
an estimated $100 million decrease in 
total volume of electric housewares 
sales trom 1956 to 1957 failure of 
the industry to capture a larger share 
of consumer expenditures in free- 
spending 1956; the predictions of 
tightened consumer spending in 1958; 
current “hot” channels of distribution 
other than the distributor; and the 
increasing number of distributors who 
re dropping housewares 
Milhender idmitted that the an- 
swers to problems plaguing electric 
housewares sales must be found by 
looking “at distribution,” not produc- 
tion 
Assuming that we are all interested 
continuing business,” Milhender 
ated we must analyze the cur- 
rent problems and not in terms of the 
quick and easy money, but rather, in 
terms of steady growth and income 
The stable elements that keep fac- 
tories going and employment at the 
hest peak 
[he history of our industry,” he 
continued, “suggests that the electrical 
wholesale distributor has been a 
‘ater contributor to the year in 
out growth of the electrical 
business than any other 
wholesale outlet.” He is at the 
resent time the most important 
wholesale channel” and _ like- 
the logical channel.” the speaker 


he suggestion here,” he 

that probably electric house- 
manufacturers are not making 
use of the full-functioning elec- 
al distributor—that in their quest 

r what they consider to be thei 
rightful share of the market, they 
sometimes lose sight of the very real 
possibility that diluted distribution 
cannot ever be a substitute for 
healthy distribution.” 

Rather than added _ distribution, 
Milhender indicated that what he 
termed “selective distribution” might 
be advisable. This would mean, he 
continued, “simply selecting those dis 
tribution outlets whom the manufac 


turer feels can do the best job of mov- 





MR. JOBBER: Your customers are reading this 
ad right now in their favorite magazines... 


ing their products in a given area 
he “should choose those which can be 
counted on, and who show the ability 
to fulfill all of the stocking, credit 
promoting functions the manufacturer 
demands.” 

Citing stability of the distribution 
oulet as a factor of major impor 
tance to a manufacturer, the NAED 
section chairman listed five main 
points which might be used as cri- 
teria: 1. “The experience of the 
personnel and how they are established 
in the distributor’s firm and in the 
community; 








2. “The distributor’s reputation in 


the business community—what the {3 i = ; 

customers think of him, what the , new 

competitors think; 
3. “The firm’s sales force—its alert- | §& = ? 2. Remcon 

ness, aggressiveness and its willingness | 


to take advantage of the manufac- 
turers’ educational program 








4. “The distributor’s willingness to 
maintain a reasonable and adequate 





stock of the manufacturer’s products 
5. “The rating the distributor main 

tains for his service to his customer 4 

in his trading area.” : P 
Along with “selective distribution, _ Pilot 

Milhender continued, must go “incen- , 1% 

tive.” The manufacturer should not 


4 . 
pay too much for the sales results he 4 j (1 MZ 


expects, “Yet he shouldn’t want to 





see his distributors go broke, or out 


om ~~ ‘ e 
of the housewares business entirely.’ “s Sw teh 


Calling attention to the small dis 
tributor profit in handling electric 
housewares, the speaker stated that 
profits on this line “come out second 
best” in contrast with construction 
material lines and non-electric house 
wares. And, he added, “unprofitable 
is the reason in every case where the 
distributor has dropped housewares in 
the past five years 

The NAED section’s recommenda 
tions are that: NAED members 


emphasize the advantages of utilizing a new con cept un 
full-functioning electrical wholesalers ie . ° 
tor the distribution of electric house ? J Remote Control Switeh 1g 


wares; NAED draft and launch an 
educational program for members on by Remcon 
the importance of electric housewares 
business; manufacturers strengthen 
their field sales operations and develop This most beautiful switch of all tells at a glance whether lights ar 
a closer liaison with distributors; the pa ee oft eavwhaee in the lene, We the eitimate te cetente corte 
association hold regional clinics to 3 
present the wholesalers’ views; and the light. Each switch on the hi-fashion Remcon plate has its own tiny 
manufacturers present a distributor 6-volt gem-light. Th pilot lite circuitry em] the three wires 
dealer program that will show how used for wiring switch: no additional wiring or transformer 
profits are possible 
needed. That’s real convenience real remote control. That’s 

The position taken by manufac- Remcon. On your next job, us isy-to-ins temcon Pilot-Lit 
turers of electric housewares, as switches and relays. Just a few penni 
stated at the same meeting by J. P. 
Mclihenny, chairman of the NEMA 
Electric Housewares section, was re- 
ported briefly in last month’s issue 
(EW—Feb. °58, p. 12). 


switches. See vour jobber or write 


tion, Lynbrook, N. Y., makers of world-fam¢ AMPROBE 





Hundreds of thousands of tool users 


= this plier every year... 
SEE 


Every year, hundreds of 
thousands of tool users... 
including your customers... 
lay their money on the line for 
the Channellock No. 420. They 
say no other plier does so many 
jobs so well. That’s why it will 
pay you to stock it. . . catalog 

. display it up front. You'll 
like the fast turnover and the 
extra profits of America’s 
fastest selling plier. Send for 
our new catalog. 


CHAMPION DeARMENT ) 
TOOL COMPANY MEADVILLE, PENNSYLVANIAN) 


What's New With Customers 





Continued from page 95 


200-w  low-brightness Alzak-alumi- 
num recessed units spaced over the en- 
tire curved ceiling area on a uniform 
8x10-ft pattern. General illumination 
inside the terminal after dark is 27- 
It-c. 

The 3,600-ft open observation deck 
is illuminated by special fluorescent 
fixtures built into the deck rail. Fed- 
eral Customs area (644x80-ft) is il- 
luminated by wall-to-wall luminous 
ceiling. Rows of lamps are alternately 
circuited so that intensity may be 
either 50-ft-c or half that amount. 

Ticket counters are continuously 
illuminated to 70-ft-c by 2x4-ft egg- 
crate-louvered fixtures. These (and 
most fluorescent installations in pub- 
lic areas) are Operated at 277-v, from 
480/277-v, 3-phase, 4-wire panel- 
boards 
e IHumination Levels—All uplight- 
ing, plus main-entrance facade down- 
lighting, is regulated through motor- 
operated auto-transformer dimmers, 
remotely operated from a master con- 
trol panel with five pre-set patterns 
to permit varying lighting with ex- 
terior light conditions and volume of 
traffic 
e Electronic Carrier Control—Both 
manual and automatic operation of 
area and sign lighting (motor starters, 
fans, pumps, unit ventilators and ther- 
mostatic controls, too) is accom- 
plished without special wiring by 
transmitting high-frequency electronic 
carrier currents over the standard 60- 
cycle electrical distribution system. 

Approximately 180 electrical func- 
tions can be controlled automatically 
or manually by IBM dual coded re- 
lays tuned to specific coded impulses. 
Since there is no limit on the number 
of circuits which can be applied to 
any specific code, unlimited expan- 
sion is possible 
e Primary Services—Power is pro- 
vided through two 2,000-kva double- 
end-feed substations located on the 
second floor. Provisions exist for 1n- 
stalling a third station of like size. 
e Alarm System—To facilitate con- 
stant supervision of critical electrical 
equipment, a central alarm panel at 
one of substations advises watch 
engineer on operational status of crit- 
ical motors and lighting, and tempera- 
tures at numerous points throughout 
the buildings 
Significance to you: Note especially 
the wireless system of remote control 
of electrical functions, with control 
pulses superimposed on distribution 
and branch supply circuits. Such a 
system—employing no special wire— 
still needs controls you can sell and 
supply. 
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Pushmatic*—magic button to extra sales 


BULLDOG DUO-GUARD PUSHMATICS are 
available in single-pole or 2-pole common-trip 

come in 15, 20, 30, 40, or 50-ampere ratings. 
70- or 100-amp 2-pole common trip Pushmatics 
are available as factory installed units 


Yes, extra sales—because Pushmatic gives the over-all circuit 
protection your customers want. Available in 15 to 50 ampere 
ratings, Duo-Guard® Pushmatic breakers fit any BullDog 
Electri-Center® panel . . . safeguard branch circuits two ways. 
Thermal-bimetal action protects against normal overloads. 
Magnetic action protects against high overloads and short 
circuits. When a circuit is open, just a push of the breaker 
restores service. 

Compact Electri-Centers supply needs from 4 to 42 circuits. . . 
meet most industrial, commercial, institutional and residential 
needs. Let Pushmatic Electri-Centers button down extra 
sales, higher profits for you. Check your BullDog field engineer 
for complete details or write BullDog Electric Products Co.., 
Detroit 32, Mich. EI 


OBG000* 


Bull Dog Electric Products Co., Detroit 32, Mich. A Division of I-T-E Circuit Breaker ¢ 
BullDog Export Division: 13 East 40th St., New York 16, N.Y 
Bull Dog Electric Products Co. (Canada) Ltd., 80 Clavaon Rd.. T 




















RAWL The machine screw - RAWLPLUGS Rawiplugs are the 
CALK-INS caulking anchors wy only truly universal 
<a with sleeve preci- Vian masonry anchors 
sion-cast of Raw- | . they hold se- 
loy. Soft enough curely in any mas- 
for easy caulking onry material. They 
hard enough won't fracture brit- 
for sure holding tle or fragile ma- 

power. terial. 








This advertisement appears 
in current business papers 


being read by your 
customers... 


RAWL SPRING-WINGS 
The sure, easy masonry anchors 
for hollow material. 


























is 
a 


RAWL MULTI-CALKS 
The heavy-duty bolt anchor... 
a caulking masonry anchor for 
big jobs. 
Caulking sleeve cast of Rawloy, 
for complete caulking and se- 
cure holding. 





AWL — 

er i the result © 
devices 'S é 

yi ae of experience. There Is . 

Raw PRODUCT for every application. 


lag screw _ shields 
precision-cast of 
hard, vecipeaet alloy. 




















RAWLDRILLS 


Three pointed percussion drills for ™ 
easy resharpening, speedier drill- 
anchors. Lip permits 


#&* ing and ——_ 
ae 
use in hollow material- 


RAWL-DRIVES : =—=—SS—— T) cinder and cement 
Machined (M/T) and Twist (R/T) Rawl- blocks, hollow tile, etc. 


Raw! - Drives ore the drills for hand or power drilling (to 
world's only one-piece ¥y,"), 


expansion bolts—they 
drive like a nail; hold 
like a bolt, 


RAWL SCRU-LEADS 
Flexible lead screw an- 
chors for fast, easy in- 
stallation. Made of 
Rawloy, specially de- 
veloped for masonry 
















(T/S) 
a : 







RAWL HAMMER-SETS 
TAPER-SHANK ; 

The non-caulking masonry an- 

Taper-Shank (T/S) for power, and Standard-Type (S/T) chors for machine bolts. Only 

hand drilling (to 15%”). 


Sere ent 


RAWL CARBIDE DRILLS 
for rotary power drilling (to 14%”). 





tool required is a hammer. 

Can be used effectively for heavy 
holding in hollow, solid, strong 
or weak masonry. 


7 ue Be Sed Li FA oe re 


RAWL DRILL-HAMMER 
| j The unique attachment that 





converts a Y%4" high-speed 
drill from a rotary drill to 
a power hammer 


quickly, and easily. } 











QS ae 


RAWLDRILL ACCESSORIES 
To make masonry drilling a pleasure instead of a chore. 





Now use inexpensive Rawl- 
drills with your %4” electric drill. 








THERAWLPLUG COMPANY, Inc. <== 











Hollywood Electric Cites 
3 C’s as Basis for Success 


LOS ANGELES—A close relation- 
ship and trust between the customer 
and his supplier: this is cited by a 
veteran financial observer as “perhaps 
the No. | 
success 

And his prime example is none 
other than Hollywood Wholesale Elec- 
tric Co. which has been operating 
throughout southern California from 
its Los Angeles location since 1930 
Howard Stultz is founder, owner and 
Jack E. Bisset is assistant 
general manager; Edward A. Hall is 
general sales manager 
e Creed: 3 C’s—*Character, capacity, 
and confidence are the three ingredi- 


axiom for small business 


president 


ents which we believe are essential to 
relationship,’ 
business has 


any supplier-customer 
Stultz declares. “Our 
been built on the basis of mutual trust 
and understanding with our customers 
not on their financial statement.” 

This creed underscores the point 
made by Los Angeles Times financial 
editor Alex Campbell when he says 
that it is a rare small business that 
does not get into financial difficulties 
sometime in its history 

The supplier and the banker are his 
choices for the small businessman's 
best place to turn. The supplier may 
be medium sized as is Hollywood 
Wholesale Electric (75 employees; $6,- 
000,000 gross per year)—or even 
small. But it’s willingness to be of as- 
sistance to the “little fellow” that 
counts 
e Counsels Contractors Editor 
Campbell emphasizes that the distri- 
butor’s policy is epitomized by secre- 
tary-treasurer William S. Edwards, a 
“somewhat different” credit man: “He 
likes to work with people rather than 
with financial statements.” 

Edwards is often on a first-name 
basis with a contractor customer even 
though there is no financial statement 
in the account file 

Perhaps his most important duty 
is customer counseling and credit. 

“Our door is open,” Edwards says 
If a customer wants to work out a 
problem we will work with him. We 
do not try to tell him how to run 
his business but we will do practically 
anything, 
problem, if he wants our help.” 

Does the policy work? It must: no 
provisions were made last year for 


within reason, to solve a 


bad debts. This is a good measure of 
and that of 
its customers, Campbell says. 

e Worthy Example—This observer of 
the small business scene concludes 


the distributor's success 


that “relationships such as between 
Hollywood Wholesale Electric and its 
customers are all too infrequent in 
American business.” 
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it's good business 
to use Cutler-Hammer 
fusible service 


control 






137 models 
to choose from... 30 to 
200 ampere capacity 









4330—Single 30 or 60 amp pullout units and 
units with 4 to 8 plug fuse circuits. Surface, 
flush and raintight enclosures. 






4332—100 amp service parallel connected 60 
amp main lighting pullout units with 8 to 12 
plug fuse circuits. Two branch pullouts easily 
added. Surface or flush mounting enclosures. 







4334—Series connected 60 amp main pullout 
and one or two branch pullout units with 4 to 
8 plug fuse circuits. Complete line of 
enclosures. 







4335—Paraliel connected 90/100 amp service 
in 31 models. 4 to 12 plug fuse circuits and 
one to four branch pullouts. 










4336—100 amp main pullout, series connected 
with two 30 or 60 amp branch pullouts. Up to 
16 plug fuse circuits. Surface, flush and rain- 
tight enclosures. 










4338—200 amp service, series connected main 
and branch pullouts. Up to 32 plug fuse cir- 
cuits with two branch pullouts and 24 plug 
fuse circuits with four branch pullouts. Full 
line of enclosures. 












4383—2 to 20 plug fuse panels ranging in 
capacity from 30 to 100 amps. Available in 
either flush or surface mounting enclosures. 
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The Cutler-Hammer line of Fusible Service Entrance Equip- 
ment offers 137 different models ranging from a single 30 ampere 
pullout to a 200 ampere service center with a main pullout, 30 
and 60 ampere branch circuit pullouts, and up to 32 plug fuse 
circuits ...in your choice of flush or surface mounting and 
raintight enclosures. A Cutler-Hammer Service Control Unit 
meets your job requirements best. 

Your nearby Authorized Cutler-Hammer Distributor carries 
a balanced stock of this service entrance equipment. He can 
give you immediate delivery and save much valuable time you 
might waste “‘shopping”’ for a substitute unit elsewhere. 

Cutler-Hammer, nationally advertised in such magazines as 
THE SATURDAY EVENING POST, TIME, NEWSWEEK, 
etc., is recognized by all as a manufacturer of dependable con- 
trol products. Cash in on this “‘customer acceptance” and build 
a reputation for installing the very best in service control 


equipment. 
. " . - ° - ° > ° 
Cutler-Hammer Fusible Service Control is tops in economy 
too... priced with the lowest, saves time and effort during 


installation. And you can depend upon Cutler-Hammer Service 
Control for longer lasting trouble-free service ... no nuisance 
service calls. See your Authorized Cutler-Hammer Distributor 
now... you'll be glad you did. CUTLER-HAMMER Inc., 
327 St. Paul Avenue, Milwaukee 1, Wisconsin. 


CUTLER-HAMMER 


cr TOM: = 
CON ROL 


crawirerc 
SERVICE 
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REFLECTORS 








The name to remember 
every time you have 
a floodlighting job. 


These units have everything in 
design, illumination, durability 
and good appearance so that 
every installation is a success- 
ful one. You can always be sure 
that these easy to install units, 
with their individual light con- 
trol, will do the best kind of a 
lighting job. Here is the quality 
that keeps QUAD Floodlighting 
units sold. Keep the name 
QUAD in mind so that you al- 
ways have the right floodlight- 
ing answer. 


The user gets individual light control 
with each unit which can be turned or 
tilted in any direction. A single head 
bolt permits adjustment of 180 degrees 
horizontally and 40 degrees vertically. 
Units of various sizes and types can be 
removed or interchanged without dis- 
turbing the wiring. 


QUADRANGLE 


3.2.3. pees |. 


RECTANGULAR 


ELLIPTICAL 


Ask for catolog 9-A 


ts Ce @ OF 


CHICAGO7, 1/11 





INDUSTRY-WIDE PROGRAMS 





NEW Chairman Calls 1958 
‘Week’ Bigger Than Ever 


NEW YORK—The 1958 observ 
ance of National Electrical Week 
reached new and higher levels of ac- 
tivity throughout the nation, NEW 
committee chairman Merrill E. Skinner 
reported here late in February 

“In 1958,” he said, “more compa- 
nies in our industry capitalized on the 
nationwide atmosphere of observance 
to further their basic educational o1 
sales programs and to stimulate an 
early start for those programs. 

“We believe the cumulative impact 
of this total industry effort during 
early February each year is of sub- 
stantial value to all our public rela- 
tions objectives.” 

[he greatest increase in activity 
during 1958, as compared with 1957, 
occurred at the local community level, 
Skinner reported. This year, local ac- 
tivities were reported from every state 
in the United States, as well as from 
the District of Columbia, Hawaii, and 
Canada. 

(In this issue, EW covers the indus- 
try luncheon which led off NEW in 
New York City—see pages 35 and 71. 
Next month, a further roundup of 
NEW activities—with emphasis on 
distributor participation—will be pub- 
lished.) 


1958 ‘Light for Living’ 
Standards Set by AHLI 


CHICAGO—L ighting requirements 
for small, average, and large home 
living areas are included in the revised 
1958 edition of the Light for Living 
standards issued by the American 
Home Lighting Institute 

Revised to make them more specific 
and easier to follow, the standards are 
being used as the minimum lighting 
requirements in the Live Better Elec- 
trically Medallion Homes program, 
and in the institute’s own Light for 
Living Award program, according to 
Ted Cox, AHLI’s managing director. 

AHLI’s goal for 1958 is 20,000 

Light for Living homes (EW—Nov. 
eT, BS. 1i2) 
e New Rules—tThe revised standards 
specify lighting requirements for living 
areas under 125-sq ft, for areas be- 
tween 125- and 225-sq ft, and for 
areas Over 225-sq ft, and include both 
ceiling fixtures and structural (built-in) 
lighting 

[he institute published the first edi- 
tion of the standards in August, 1957. 

Copies of the new Lighting for 
Living standards are available in quan- 
tity at cost from AHLI, 360 N. 
Michigan Ave., Chicago 1, III 
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3 NEW 


_ Pe (No. 1374 Neon Pilot Light) 
: : (No. 1474 Ivory) 
} (No. 1332 Grounding Outlet) 


(No. 1432 Ivory) 


Y/ 


(No. 1425 Single Outlet) 
(No. 1325 Brown) 


BY, lading A NEW GROUNDING OUTLET 


Now the wide range of P&S-Despard wiring devices is extended for even greater 


versatility with the new grounding outlet No. 1332. Nos. 1325 and 1374 have pres- 
sure terminals. Like all P&S-Despard units, they're thoroughly tested for long de- 
pendable life. A turn of the cam on the Despard Camstrap quickly locks-in com- 
binations of any two or three Despard units. Custom-make your installations to 
meet the specific needs of your wiring job—with the original and complete P&S- 


Despard line. 


Send for catalog page on 
these new devices, Dept. EW358 


PASS €&€ SEYMOUR, INC. 


SYRACUSE 9, NE W YORK 
60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 51, Ill. 
In Canada; Renfrew Electric Limited, Renfrew, Ontario 


MAKE THE COMPLETE JOB COMPLETELY P&S 
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OIL-TIGHT and DUST-TIGHT 


LECTRICAL 


NCLOSURES 


All seams 
welded 


Rolled lip 
adds stiffness, 
improves appeorance 


Cover screw clamp, 
easy to operate, 
has no loose parts 


Continuous 
hinge. Door is 
removable. 


Removable 


panel mounted on 


shouldered studs 


Removable 
ond reversible 
blue print pocket 


Neoprene gasket 
seals out oil, 
water, dust 


SIZES 
SINGLE DOOR Wall-Mounted 
Units. 18 standard sizes 
ranging from 16°x12°x6" to 
60°x36°x8 
TWO DOOR Floor- 
Mounted Units. 8 
standard sizes rang 
g from 54°x42°x8" 


2°x60°x12". 





NEW STANDARD 
CONTROL CONSOLES 


Designed especially for industrial 
use, these cabinets offer the same 
oil-tight and dust-tight advantages 
that feature “Hoffman” enclosures. 
Our standard 14 gauge steel units, 
shipped from stock, save you design 
expense and delivery time. Sloping 
control panel is removable so you 
can drill holes for pushbuttons, etc. 


An additional upright instrument 
panel as well as handy writing desk 
can be added if desired. All units 
have interior sub-panels. All doors 
and panels gasketed. Standard size 
is 23°x17"x 40", or we con build 
to your specifications. 











Standard sizes 

immediately 
available 

from stock 





NEMA 12 PANEL 
ENCLOSURES 


These handsome units are ideal for housing 
electrical controls, terminal strips and control 
instruments. Strong, rigid, welded 


construction, Neoprene gasket on door 


protects against dust, dirt, oil, water. No 


knockouts or screw holes. Units are frequently 


used in purged or pressurized systems for 
installation in flammable or dust-laden 
atmospheres. Standard stock sizes, one door 
and two door units. Fast delivery. Made of 10, 
12 and 14 gauge sheet steel. White baked 
enamel interior, gray prime coat exterior. 


Stocked and sold by leading 
electrical distributors 





PUSH- 
BUTTON 
BOXES 
Oil and dust- 
tight. 14 gauge 
sheet steel. 38 sizes 
in 4 types—Standard, 
Extra Deep, Slim, and Pendent 
Made to take from 1 to 25 
pushbuttons of any make. 


Jic 
WIRING 
BOXES 


Welded seams, 

no knockouts or 

screw holes. 8 sizes. 

Gasketed cover. 14 gQuuge 
sheet steel. Gray hammertone 
finish. Panel optional 





SECTIONAL i 
WIREWAY 

Protects electrical wiring 

from oil, water, dust. Gasketed 
joints and cover. Comes in | to 
10 foot straight sections, with 
all fittings. Sizes: 24", 4° 
and 6” square. 


t ! ENGINEERING CORPORATION 
Dept. —EW-91, ANOKA, MINNESOTA, Phone HArrison 1-2240 





Send for catalog 
with complete spec- 
ifications for your 
layout work. We 
can also build spe- 
cial enclosures to 
your specifications. 


NEWS 





Eight Wholesalers Join 
NAED Membership List 


NEW YORK—tThe National As- 
sociation of Electrical Distributors 
announces election of eight full- 
functioning wholesale distributors to 
NAED membership. The firms are 
as follows 

[win State Electrical Supply Co., 
Inc., White River Junction, Vt., with 
a branch known as Twin State Appli- 
ance Distributors, Inc., also in White 
River Junction, and another Twin 
State branch in Keene, N. H. 

O. K. Electric Supply Co., 
Amboy, N. J 

The H. Leff Electric Co., Cleveland, 
Ohio 

The Allen Electric Co., 
Ohio. 

Certified Wholesale 
Los Angeles, Calif 

West Virginia Electric Supply Co., 
Huntington, W. Va 

City Electric Supply 
Chicago, III 

North State Electric 
San Francisco, Calif 


Perth 


Cleveland, 


Electric Co., 


Co., inc., 


Supply Co., 


D. N. Latus Breaks Ground 
For New Headquarters 


HELENA, MONT Ground- 
breaking ceremonies held _ recently 
marked the start of construction on a 
new combination office, warehouse and 
display building for D. N. Latus & Co.., 
Inc 

Location of the $100,000 structure, 
due for completion on July 1, is on 
Phoenix St. near the municipal air- 
port 

D. N. Latus 
of the distributing 


president and founder 
firm, was shovel 
wielder on the ground-breaking occa- 
sion attended by Helena’s mayor, 
other city officials and local business- 
men. 

The new 
6,000-sq ft of display 


provide integrated space for the firm’s 


structure will include 


space and will 
electronics division, 
Arthur Battershell, secretary-treasure! 
The rapid growth of this division in 


according to 


just five years, he pointed out, is one 
of the 


move to larger quarters 


reasons for the company’s 


Il. A. Friedman Electric Co. 
Changes Name, Location 

PHILADELPHIA—I. A Fried- 
man Electric Co., reports both a new 
location and a new firm name 

The company, now known as Fried- 
man Electric Supply Co., has moved 
to 5015 Frankford Ave 
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PROTECT IMPORTANT WIRING CIRCUITS 
PERMANENTLY WITH 


nine 


Positive 
uninterrupted 
electric service 
is assured 

with Electri-Flex 
LIQUATITE .. . 
the liquid tight 
flexible wiring 
conduit. 


LIQUATITE eliminates costly shorts, 
burnouts, slow-ups, re-wiring and 
costly downtime caused by oil, 
chemicals, water, corrosive fumes 
and vapors, grease, dirt, salt air 
and spray, coolants, abrasives, 
weather and other injurious elements 


LIQUATITE positive seal provides 
definite protection of rigid conduit 
plus resistance to abuse, rough 
handling and scuffing. Its complete 
flexibility compensates for equip- 
ment motion and vibration 


COSTLY DOWNTIME! 


¥ 


ideal for easy, quick installation — 
even for ‘‘hard-to-get-at'’ locations. 


In standard Machine Tool Gray or 
Black . . . in conduit sizes from 
3%” to 4” in standard coil 
footage (sizes and foot-marked on 
jacket) . . . in easy to handle 
special payout cartons or non- 
returnable reels. 


ELECTRI-FLEX COMPANY 


ROSELLE, |! 


LLINOIS 


Electri-Flex Company 


Roselle, Illinois 


Please send, without obligation, your literature, prices and 


Mail coupon for 
complete literature, 
prices and a generous 
sample of LIQUATITE 
flexible wiring con- 
duit. No obligation 

of course. City 


Company 
Your Name 


Address 


sample of Electric-Flex LIQUATITE flexible wiring conduit 








R. A. Stott Takes Leave 
From Tristate Electric 
HAGERSTOWN. MD—At the re- 


cent directors’ meeting of Tristate 
Electric Supply Co., R. A. Stott, who 
has been president of the company for 
more than 20 years, requested and 
was granted a leave of absence 
% Robinson, 


treasurer, Was appointed acting presi- 


secretary and 


dent. His successor will be elected at 
a later meeting 

At a company meeting, a service 
pin presentation ceremony was held 
with seven employees receiving gold 
pins for 20 or more years of service, 
16 receiving silver 10-year pins, and 
26 receiving bronze five-year pins 
Five men with 25 years-plus service 


have previously been honored 


Rumsey Electric Co. Gets 
Sangamo 50-year Citation 
PHILADELPHIA, PA 
Electric Co : 
by Sangamo Electric Co., 
Ill. for 


resentation” as a Sangamo distributor 


Rumsey 
recently was honored 
Springfield, 
“SO years of outstanding rep 


The association of the distributor and 
supplier began in 1907 

George A. Rumsey 
Rumsey Electric 
tion for his firm 


chairman of 


received the cita- 


New Officers Elected by 
Glasco Electric Co. 
ST LOUIS The board of direc- 


tors of Glasco Electric Co., has elected 
as its chairman D. R. Cohen, who 
served as president of the wholesale 
distributing firm from 1923 through 
1957 

New president 1S Louis Cohen 
Dudley J. Cohen is vice president, 
A. R. Cohen is second vice president, 
and Charles Cohen is secretary- 


treasurer 


Frankelite Forms Lighting 
Division, Marks 50 Years 
CLEVELAND — The 


Co., northeastern Ohio distributor. 


Frankelite 
announces formation of Federal 
Lighting Corp. as manufacturing 
division to produce the Diamond | 
line of lighting fixtures it has manu- 
factured since 1920 

[he announcement was made by 
David Frankel, president. Formation 
of the separate lighting division is “the 
first step in a projected long range 
expansion program,” the company of- 
ficial noted. E I 
pointed executive director in charge 
of expansion. Max Perkoff will con- 
tinue as sales manager of the light- 


Rolls has been ap- 


ing division 
The Frankelite Co. is celebrating 
its SOth anniversary 


ELECTRICAL WHOLESALING—March, 1958 





BEFORE YOU BUY LIGHTING 
.. ... get this free booklet! 


Tells how CBM 
protects you on these 
and other 
pay-off factors... 


@ 
*eee08” 


te 


<ai| 


BALLAST LIFE—C« 


for temperature 


QUIET OPERATION—CBM spec 


a ballast to be well-designed mechanically and 


_ RATED LIGHT OUTPUT—Certit 
electrically, so that it will operate quietly and a 


are tailored to tl 


incations require 


ied CBM ballasts 


assure rated light 


. 1€ Tube 
not create objectionable noise. 


t, peak lighting performance 


s free booklet and learn how these factors and 


11 others help insure your when 
CB you buy fixtures equipped with Certified CBM ballast 


CERTIFIED 


Eight leading manufacturers now make up the association of 


CERTIFIED BALLAST MANUFACTURERS 


2116 KEITH BUILDING 


CLEVELAND 15, OHIO 
Participation in CBM is open to any manufacturer who wishes to qualify 


CBM-6-CE 
March, 
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PAYS THE FREIGHT 


on nominal orders — quantities 


Now you can have Quality 
Paine Products in Nominal Quan- 
tities Freight Prepaid — on 


any $100.00 order for any combina- 


Paine Products. | 


vf . Take advantage of this opportunity 
% % to maintain a complete, sufficient stock 


SHEET METAL SCREW on these “‘little items’’ which are so 


important to the job. 


Paine is your source for all ——s 


stening Device 


sy 
| 
eS STOVE BOLTS 


sith = 


MACHINE SCREWS 
S> 
= 

= 


JLLY THREADED 


\CHINE SCREWS 


~ 


WASHERS 
SCREW NUTS 


the NEW 

catalog of 

PAINE 
products 





THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 





Distributors Pool Talents 
For Seattle Exhibit 


SEATTLI Electrical distributors 
made a unique contribution to success 
of the Pacific Northwest Electrical 
Industry Exposition held here Feb. 
14-16 

Rather than taking booths of their 
own and thus competing with the man- 
ufacturers displaying products, local 
distributors—all members of the Na- 
tional Association of Electrical Dis- 
tributors took four booths and 
“donated” personnel to an “NAED 
Manpower Pool.” 

Each of the distributors named 
three or four staff members to the 
“pool,” which was available to all 
manufacturers with booths. 

“The 12-hour days of the exposi- 
tion were hard on the personnel of 
even the best-manned booths,” dis- 
tributor spokesmen stated, “with the 
result that distributors’ men were often 
called upon to take over while regular 
booth personnel ‘took a breather.’ This 
saved the manufacturers the expense 
of sending men from their headquar- 
ters or hiring models.” 

Furthermore, the booths were 
manned at all times by persons with 
first-hand knowledge of the products 
on display, they explained 

Distributors taking part were Bean 
Electric Co., General Electric Supply 
Co., Graybar Electric Co., Inc., North 
Coast Electric Co., Palmer Electric 
Co., Stusser Electric Co., and West- 
inghouse Electric Supply Co., all of 
Seattle; also Home Electric Co. and 
Love Electric Co., with headquarters 
in Tacoma. Exhibit chairman was 
North Coast Electric’s Jim Hartwig 

Sponsored by the Puget Sound 
Electric League, the exposition had a 
total of 177 booths and was attended 
by nearly 10,000 persons. Displays 
were exclusively apparatus and sup- 
plies. The show was designed to cater 
to interests of engineers, architects, 
IBEW men, contractors and their em- 
ployees, and students and instructors 
of electrical trade schools. It was not 
open to the public 


Bernard Electric Supply 
Moves to Bigger Building 


COLUMBUS, OHIO — Bernard 

Electric Supply Co. announces open- 

of new and larger quarters at 
Third St. 

The building at the corner of E. 
Chestnut St. contains approximately 
28,000-sq ft and is adjacent to a large 
parking lot leased by the firm, ac- 
cording to Bernard J. Kerscher, 
president 

[he distributor began business in 


) 


3,000-sq ft location in September, 
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Wholesalers who stock and sell Whitney 
Blake DYNAPRENE Portable Cord find 


| tH new markets open to them with other WB 
! OPENS UP ane products purchased by industry, 


NEW 4 institutions, municipalities and others. . . 


MARKETS I | | | | It’s worth investigating. 


DYNAPRENE Portable Cord provides 
premium service to your customers at a 
price that is competitive yet provides 


a comfortable margin of profit. 


Write today for this 
complete catalog 


. . free of course. 


Well Built Wires Since 1899 


( WHITNEY BLAKE COMPANY 








NEW HAVEN 14, CONNECTICUT 
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TORKs 
COMPLETE LINE | i 
: answers | Cas) 
ALL of your | 
TIME\SWITCH 
problems 








PLAIN DIAL SKIP-A-DAY DIAL SEVEN DAY DIAL ASTRONOMIC DIAL 


ed 


Same 











AVAILABLE IN SP, DP, 3P, SPDT, DPDT, 2 CIRCUIT AND MOMENTARY CONTACT SWITCHING 


TORK’S complete line pro- 
vides the widest practical variety of 
timing dials with rugged switches and 
all-purpose enclosures to meet any on- 
off control application. In the simplest 
or most complex automatic installa- 
tion, TORK is best suited for your 
specific requirements. 





ECONOMICAL +948, $10.95 list 


Guaranteed 3 years 








PLAY SAFE-USE THE BEST 


Write Dept. G-40 for complete catalog 


CONTROLS, inc. 
ERNON, NEW YORK 


CALENDAR OF EVENTS 





MARCH 


Electrical Equipment Representatives’ 
Assn. 

Annual Meeting 

St. Charles Hotel 

New Orleans, La 

March 5-8 


First National Lighting Exposition 
New York Coliseum 
New York, N. ¥ 
March 9-12 


Intermountain Electric Assn. 
Annual Meeting 
New House 
Salt Lake City, Utah 
March 15 


Institute of Radio Engineers 
National Convention & Exhibition 
Waldorf-Astoria & New York 
Coliseum 
New York, N. Y 
March 24-27 


Electrical Maintenance Engineers 
Assn. of Southern California 
Ninth Biennial Electrical Industry 
Show Maintenance Conference 
Shrine Exposition Hall 
Los Angeles Calif 
March 27-29 


American Institute of Electrical 
Engineers 
South West District Meeting 
ulsa, Okla 
March 31 


APRIL 


Illuminating Engineering Society 
Northeastern Conference 
Statler Hotel 
Hartford, Conn 
April 10-11 


Rocky Mountain Electrical League 
Annual Convention 
Shirley Savoy Hotel 
Denvel! Colo 
April 13-20 


Illuminating Engineering Society 
East Central Conference 
John Marshall Hotel 
Richmond, Va 
April 14-15 


Missouri Valley Electric Assn 
President Hotel 
Kansas City, Mo 
April 16-18 


1958 Electronic Components Confer- 
ence 

Symposium 

Ambassador Hotel 

Los Angeles, Calif 

April 22-24 
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NEW 
PRODUCT 


PERFECTION 13 NOT AN ACCIDENT 


CATALOG PAGE 


‘rom America’s Outstanding Manufacturer of Quality Wiring Devices 


No. 733 
PARALLEL GROUND No. 736—EARS 


DUPLEX RECEPTACLE DUPLEX 
FLUSH RECEPTACLE 


— 


| Wank 


——EE } 


No. 986 


WEATHERPROOF 20 AMP—3 WIRE 
DUPLEX RECEPTACLE POLARIZED RECEPTACLE 








"Perfection Is Not An 
Accident” has been the 
Eagle creed for over 
38 years. That is 
why buyers agree that 
Eagle's approved and 
proved line of over 
1500 electrical wiring 
devices and specialties 
are the best for the No. 296 


money. Specify these poygie coi suzzer 


Eagle numbers on your 
next order. 


No. 241—S.P 


No. 233—3-WAY No. 243 3-WAY_ 
20 AMP TOGGLE SWITCHES SILENT MERCURY 


SWITCHES 


No. 85—SPT-1 WIRE 


SOLD THRU WHOLESALERS ONLY. 


No. 292 
DOUBLE COIL BELL 2 


EAGALOK 
FLUSH 
RECEPTACLES 
No. 870 
10A-2 WIRE 
No. 871 
No. 871-GR 
GROUNDED 
10A—3 WIRE 


BAKELITE WIRE 
CONNECTORS 


EAGLE ELECTRIC MANUFACTURING CO., INC. 


LONG ISLAND CITY 1 * NEW YORK 


Merlectiai ¢3 nol ad 


TRANSFORMERS 


285 HANBI-MOUNT 
. 287 SURFACE MOUNT 


cod ectdeul 





liluminating Engineering Society 
South Central-Southeastern Con 
ference 
Lafayette Hotel 
Little Rock, Ark 
April 24-25 


Iiluminating Engineering Society 
Southwestern Conference 
Washington Youree Hotel 
Shreveport. La 


April 28-29 


American Institute of Electrical 
Engineers 
Middle Eastern District Meeting 
Sheraton-Park Hotel 
Washington, D. ¢ 
April 28-30 


MAY 


Illuminating Engineering Society 
Midwestern Conference 
Hotel President 
Kansas City, Mo 
May l 2 


Second Annual United States World 
Trade Fair 

New York Cohseum 

New York, N y 

May 7-17 


Illuminating Engineering Society 
Inter-Mountain Conference 
Whitman Hotel 
Pueblo, Colo 


Mav 8-9 


National Industrial Service Assn. 
25th Jubilee Celebration 
Hotel Roosevelt 
New Orleans, La 
May | 1-14 


Illuminating Engineering Society 
South Pacific Conference 
El] Cortez Hotel 
San Diego, Calif 
May 12-13 


Pacific Coast Electric Assn. 
Annual Convention 
Hotel del Coronado 
Coronado, Calif 
May 14-16 


Electronic Parts Distributors Show 
Conrad Hilton Hotel 
Chicago, III 
May 19-22 


National Fire Protection Assn. 
Annual Meeting 
Palmer House 
Chicago, III 
May 19-23 


liluminating Engineering Society 
Pacific Northwest Conference 
Multnomah Hotel 
Portland, Ore 
May 22-24 
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CREASE 
ST LIFE 


CASE TEMPERATURE The life of a fluorescent lamp ballast 
ADVANGUARD ADVANGUARD depends on maintaining a normal op- 
TRIPS-OUT : TRIPS-OUT erating temperature. For each 10° C. 
increase over normal operating tem- 
perature, ballast life is cut in half 
Each subsequent 10° C. rise cuts b 
last life again in half and incre 
costs accordingly. 
ADVAN-guard, a thermall 
automatic reclosing pre 
vice is sealed in the ballast 
and is preset to automatica 
out’ whenever the fluoresc 
ast operates at abnorma 
or temperatures. When the 
decreases to normal 
res, this protector 
operation. If c 
ADVAN-guard pre 
Thus ADVAN-gua 
, can add 


~ : = $ 


~ 


The Meant of the Lighting Industry ° AVIVA 
See “nenseoww st | TRANSFORMER €0. 


2950 NO. WESTERN AVE CHICAGO 18 ti USA 
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JUNE 


NYLON Cool National Association of Electrical 


4 @) OL S HIELD Distributors 
100-WATT LAMP SOth Anniversary Convention 


ILLUMINATION . Civic Auditorium 


FOSTORIA A marvelous accessory San Francisco, Calif 


that snaps over reflector June 8-12 


|Roley- Vins: for postive cootness te Meetings, addresses, awards 


the touch when using 100- 

’ a watt lamp. conference 

Industry’s Favorite inte 
Cost-Saving Phe Edison Electric Institute 

a oe ' hae of 4 Annual Convention 

g ‘ ys eee Convention Hall 

nace . Boston. Mass 

% Equipped with marvelous poe June 9-12 

new collar-disc half 


arm joints «o ade re , , 
oe Illuminating Engineering Society 


* Great Lakes Conference 
ri Finest Seeing Tools Ever Designed Sheraton Hotel 
G FOR MACHINE TOOLS, ASSEMBLY, INSPECTION Rochester, N. ¥ 


ms 
MODEL Millions in use for fast, accurate, safe ~ 


55-BH-701_ ceeing. Frictional arm and _ collar-disc : : » , 
03 joints give flexibility of a thousand posi American Institute of Electrical 


EACH tions to direct light exactly as wanted Engineers 


in Std. Pk« 
of 4. Rugged construction, heavy duty socket Summer General Meeting 


Qe Levolier switch, universal base Buffalo, N. ¥ 
al we June 23-27 


WRITE for complete 


catalog of Localite @ gli. AUGUST 


industrial need 


THE FOSTORIA PRESSED STEEL é toria Illuminating Engineering Society 


CORPORATION, FOSTORIA, OHIO ma ve | onfere ; 
i . for Light ON the Job National Technical Conference 
Localites are available through — Roval York Hotel 
wholesalers everywhere. yy bad i = ae 
Toronto, Ont., Car 
August 17-22 


booths 


{ 
“+ 


June 23- 








American Institute of Electrical 
Engineers 


Adi You CAN R EST Pacific General Meeting 
Hotel Senator 


Sacramento, Calif 


ASSURED August 19-22 


OCTOBER 


—YOU'VE DONE THE BEST i ian 
FOR THE CUSTOMER ; Annual Meeting oe 


French Lick-Sheraton 


} | French Lick, Ind 
with PIERCE ruses pp Wa age de 


. »e Q o . 7 } > 
Ever} plant wants fuses that Zive positive protection Meetings golf entertainment 


to equipment — that DON’T cut into production with , 

false-alarm” blows under SAFE overload — that out- yoy National Electronics Conference 
last ordinary fuses 6 to 8 times — with links replace- mses Hotel Sher 
able in SECONDS with only a screwdriver. We invite — 
you to inspect the strong tubular bridge — the screen Chicago, III 
venting — the foolproof clip contact and alignment — October 13-15 
the quality machined construction — that make Pierce 

Balanced Lag Renewable Fuses so popular with con- 


' 
tractors, users and distributors! NOVEMBER 


MAIL COUPON TODAY ~~ a National Electrical Mfrs. Assn. 
f 32nd Annual Meeting 
PIERCE RENEWABLE FUSES, INC., Leicester, N. Y. tage ego ee 





: Gentlemen I ray Ore H« te 
er 
Atlantic City N J 


November 10-14 


Please send details on the Pierce active stock plan. 
| Include a sample fuse for comparison with any other 
make 
National Electrical Contractors Assn. 
Convention and Exposition 
Adolphus Hotel 
Dallas, Tex 
November 16 


Name 
Compan y 
Address 


City State 
ee | 


1 
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New! T&B floor box receptacle 


MATCHES YOUR CIRCUIT WIRING 
AND THE PLUG ON YOUR EQUIPMENT 


Here's a convenient money saver from T&B.. . which re quires a change in rece ptacles. 

designed to make the use of many types of recep- For full information on T&B floor boxes and 
tacles easier and more readily available. T&B recep- receptacles, contact your T&B distributor today — 
tacles (there's one for every need ) fit all T&B floor he will show you how to save money on installed 
boxes .. . and they can be changed in a matter costs, save time, and safety-ize your job with T&B 
of minutes should you later install equipment floor box receptacle combinations. 


IT’S THE MARK OF AN AUTHORIZED T & B vistriputor 
ENGINEERED The complete line of T & B fittings for conductors and anata is so d only by 


re nized electrical wholesalers. It’s our way of assuring you the service and 


savings of a friendly i f him for all your electrical need 

THE THOMAS & BETTS CO. 
INCORPORATED 

20 Butler Street * Elizabeth 1, New Jersey 


Thomas & Betts Ltd., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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in Ne ork s new Coliseum, with its exhibition 


mpnit inst the pesa re short- circuit or fault 


480 srnirics 


FOR APPLICATION ON ENTRANCE SWITCHES, 
BUSWAYS, FEEDER SERVICES AND 
CIRCUIT BREAKERS 
ON AC CIRCUITS UP TO 600 VOLTS 
ON DC CIRCUITS UP TO 250 VOLTS 


e@ Positive Protection against Super currents as high 
as 500,000 peak amperes available. 

@ Built in Ampere Ratings of 600, 800, 1000, 1200, 
1600, 2000, 2500, 3000, 4000, 5000 and 6000. 

@ Sharp Current Limitation Characteristics for Backup 
Protection of Air Circuit Breakers, Switches, etc. 





FORM 





e@ Easily Adaptable into Busses, Bus Ducts or Switches. 
@ Economical in First Cost and Replacement. 


é aiid Low Watt Loss — Cool Operation. 


ht 1957, The Chase-Shawmut Co 


nd 


480°-Amp-trap 4 wnt ner 


THE CHASE- SHAWMUT co. 


374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
bsidiary of I-T-E CIRCUIT BREAKER CO., Philadelphia, Pennsylvania 
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PEOPLE IN THE NEWS 








WILLIAM T. ve ha was advanced t 


the newly ated position of general sales 
manager at Raybr rt lectric Supplies, Inc., 
ith headquarters in Tampa, Fla. Brown 
rved as manager f supply sale 

nce st july had previously been 
ranch manager in Orland and Miami 
Me joined Kaybr E tr r 137 in the 


Emil Heidt has retired as president 
of Heidt Electrical Supplies, Inc., 
Linden, N. J., and from the Essex 
Electrical League. His son Robert 
Heidt succeeded him as president of 
the distributing firm. The executive 
committee of the league tendered a 
resolution of “appreciation and thanks 
for his efforts in the furtherance of 
its aims in the electrical industry.” 


Bruce Van Wagner is now marketing 
manager for Anaconda Wire & Cable 
Co., and responsible for developing 
long-range marketing programs. He 
was formerly manager-telephone 
cable and building wire sales. William 
Olsen is now manager-building wire 
sales; Robert MclIlvane is manager- 
communication cable sales 


Earl F. Miles has been appointed 
national sales manager for Litecraft 
Mfg. Corp., Passaic, N. J. His most 
recent occupation was as head of his 
own electrical distributing firm, Emco 
Lighting Co., Indianapolis 


Edward Lindberg, Jr. has _ been 
named assistant sales manager of 
Diehl Mfg. Co., Somerville, N. J. He 


was manager-fan sales 


William H. Cochrane is president 
of Neptune Meter Co., succeeding 
Dant E. Broggi who resigned. 


William C. Ridge has been elected 
vice president-production of John A. 
Roebling’s Sons Corp., Trenton, N. J. 
Prior to Jan. 1, 1958, he was works 
manager of the corporation and be- 
fore that, manufacturing manager of 


the electrical wire div 
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Sure Seller! The cable that beats heat, 
moisture and ozone —KEYSTONE BUTYL 


for direct burl 


OZONE AND CORONA 
butvl-in I 


period 


higher requirement 


crowded 


MOISTURE. ity 
leave industry standards far behind 

stable electrical and physical characteristics in optimum ¢a 
the wettest installations. Here’s clear proof that W H-463, 


be ised with confide nce even ( ompan}\ 


4817 


where there’s electrical power... there’s Oo KO i iTE C A red LE 





FASTER UNIFORM 
SHORT CIRCUIT 
PROTECTION 


Cost no more — save you more 


SEND FOR NEW CATALOG 
Form 48 


Manarch 
5 i tome ilemete) ji te] 7 wale), | 
Jamestown, New York 


B DEPENDABLE LIGHTING 
EQUIPMENT ALWAYS 





v1 if Fr [ RLM INDUSTRIAL 


FLUORESCENT FIXTURES 


THE QUALITY UNIT ALL WAYS 
INSURES CUSTOMER SATISFACTION. 





PORCELAIN ENAMELED REFLECTOR 


DESIGNED FOR FAST CONTINU- 
OUS ROW MOUNTING 


Send for 
Catalog Literature 


E | 
Ea 
¥ 
& 
g 
@ 
& 
& 
# 
& 
& 
= ETL LAMPHOLDERS & BALLASTS 
3 
x 


m ELECTRIC MFG. INC. 
4223 WEST LAKE STREET tiie cle mys. 





John M. Murray, former assistant 
sales manager of Simplex Wire and 
Cable Co., has been appointed sales 
manager. He is a member of AIEE, 
and a past chairman of the Boston 


chapter 


Howard Hightower is vice presi- 
dent-sales for Hurst Tool & Mfg. Co., 


Princeton, Ind 


Dr. C. E. Frick, a 34-year veteran 
at the Dutch Brand div. of Johns- 
Manville Corp., Chicago, has been pro- 
moted to the newly created post of 
manager-technical services. He will di- 
rect new product development. 


Frank Stetka of Washington, D. C. 
has been appointed electrical field 
service engineer for the National Fire 
Protection Assn. He succeeds the late 
Charles L. Smith. His office will be 
at the Chicago headquarters of the 
International Assn. of Electrical In- 
spectors, where he will act as NEC 


consultant 


J. E. Carroll, Allegheny district 
manager, and G. L. Call, Central 
Pacific district manager, were elected 
directors of the Graybar Electric Co., 
Inc. at a recent board meeting. Car- 
roll joined Graybar in 1935 as a sales- 
man at Syracuse; successive positions 
led to appointment as district sales 
manager at Cincinnati before he as- 
sumed his present post in January, 
1955. Call joined Graybar in 1928 
as a warehouseman at Dayton. Varied 
duties led him to succeed Carroll at 
Cincinnati, where he remained until 
the San Francisco appointment, effec- 
tive January, 1958 


C. E. Kirkpatrick, formerly Erie 
district manager at. Cleveland for 
Graybar Electric Co., Inc. became 
Central district manager at Chicago 
on Jan. 1, 1958, a year following his 
election as a director of the company 
He joined Graybar in 1936 as quota 
tion clerk at San Francisco 


Frank L. Mathes, director of sales 
for Arrow-Hart & Hegeman Electric 
Co., Hartford, Conn., has been elected 
a vice president. Leslie A. Goodwin 
was appointed sales manager-distribu- 
tor sales for the wiring device div. 
Before joining Arrow-Hart in 1949, 
he was in the electrical wholesale busi- 
ness in Waco, Tex. Howard J. Varley 
was named sales manager for the ap- 
pliance switch div 


Edgar P. Dunlaevy, just elected 
executive vice president and a direc- 
tor of Phelps Dodge Copper Products 
Corp., has served as a vice president 
since 1949. William K. Dunbar, Jr.. 
manager of distributor sales for the 


corporation iS now i vice president 
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E-A-S-Y DOES IT! 


ACTUAL SIZE 


\ 
¥. 


ui 


UL LISTED — CSA APPROVED 


US. Pat. No. 2,820,113 
Other patents pending 
Foreign patents applied for 


Sets The Pace With The 


E-A-S-Y ACTION...E-A-S-Y TO INSTALL 


Ta = Wd 
8 ® 


No knob to turn. No toggle to flip. Now, there’s a switch designed 
for today’s push-button living. It’s “B’’ Touchette, the touch 
switch with feather-light operation. Not only that ... but when you 
specify Touchette for new construction or remodeling jobs, you have 
easy installation, as well. Touchette measures just one inch in 
depth . . . allows for quick, simple tnstallation . . . even in boxes where 
several wires enter. 

Touchette needs no special wiring . . . fits standard outlet boxes and 
toggle wall plates and operates on full line voltage. Rated 15A—120 
—277V, it withstands motor loads up to 80% of rated capacity. 

All these features .. . and “‘B’’ Touchette is the least expensive 
touch switch on the market! 


Sold only through electrical wholesolers. 


Or for further information and prices, write: Dept. W3—*. J odale manufacturing co., inc. emmaus, pa. 
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DISTRIBUTORS—rurNn 

A $1,995 ELECTRIC MOTOR 

CONTROL INVENTORY INTO 
YEARLY PROFIT 


ibsier Sue eae 


« ca f 
p— 


MAGNETIC STARTERS COMBINATION STARTERS 


7s a’ SL LI LA AE LNT A TA ee 


¢ 
6 
© 


J ie 
DRUM PRESSURE PUSH 
CONTROLLERS SWITCHES BUTTONS 


Reasons Why More and More Distributors 
Sell Furnas Electric Products 


SELECTIVE DISTRIBUTION—a minimum number of dis- 
tributor appointments in a given trading area. 


QUALITY PRODUCTS—Furnas Electric Motor Controls 
are designed, manufactured and tested for superior per- 
formance and maximum service. 


PROFIT MARGIN—Distributors enjoy substantial advan- 
tages selling to all classes of trade. 


*WRITE TODAY FOR FREE PORTFOLIO 5412 
for full information on these advantages. Furnas 
Electric Company, 1069 McKee St., Batavia, Illinois A40 


FURNAS ELECTRIC COMPANY 


BATAVIA, ILLINOIS 
SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 


SALES REPRESENTATIVES 





Edwards Co., Inc., Norwalk, Conn., 
announces the appointment of Matt 
Cabot as sales representative in the 


Hawaiian Islands. 


Garcy Lighting, Chicago, announces 
appointment of R. Paul Talbot as rep- 
resentative with headquarters in Min- 
neapolis. Prior to 1948 he was em- 
ployed by Englewood Electric Supply 
Co., Chicago. He is active in the Twin 
City Chapter of IES 


Berko Electric Mfg. Corp., Queens 
Village, N. Y., lists H. M. Summerell 
as sales representative in Virginia. 


Sunbeam Lighting Co., Los Angeles, 
Calif., announces the following as 
signments to its sales representative 
force: 

Paul F. Kyack, Inc., Philadelphia, 
for the city of Philadelphia, eastern 
Pennsylvania, southern New Jersey 
and the state of Delaware 

Warren D. Anderson Sales Co., 
Minneapolis, for Minnesota, North 
and South Dakota 

J. P. Tendick, Milwaukee, for Wis- 
consin and upper Michigan. He was, 
until recently, Wesco’s Milwaukee 
branch manager 

Chassaing Bros.—Lighting, Clayton 
Mo., for the St. Louis area, Missouri, 
Kansas, Colorado and southern II- 
linois. Joseph and Brooks Chassaing 
are partners 


John C. Virden Co., Cleveland, has 
appointed Donald S. Gleason as rep- 
resentative for the Washington-Ore- 
gon territory. His home is in Seattle. 
Ned P. Walters, Atlanta, will cover 
Alabama, Georgia and _ Pensacola, 


Fla 


C & D Batteries, Inc., Conshohocken 
Pa.. has named William G. Bavynard 
as its representative in the Charlotte, 
N. ¢ area 


National Electric Products Corp., 
Pittsburgh, will be represented, for 
its surface raceway div., by Benfield 
Detroit Co. in lower Michigan, the 
western section of upper Michigan, 
and northwest Ohio. The firm, owned 
by Jack Benfield, has offices in Detroit 
and Grand Rapids. 


Spang-Howarduct div. of National 
Supply Co., Pittsburgh, announces ap- 
pointment of Arthur E. Bacon, Den- 
ver, for eastern Wyoming, and Colo 
rado (except Grand Junction); and 
David M. Merrill, Farmington, Utah. 
for the state of Utah, southeastern 
Idaho, and Grand Junction, Colo. AIl- 
so appointed conduit representative in 
the Washington. D. C. area for the 
division is the Lance Call Co., Falls 
Church, Va 
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order from Blackhawk 


and specialties for the electrician 


put them all on 


complete fittings -- accessories 


fittings 


Slip Fitter Head made of ductile 
aluminum. Won't rust or dis- 
color. Quickly and easily install- 
ed. Just slip on and tighten set 
screws. Available for 2” and 2!” 
conduit. 














540 One Piece Box Support. 
Provides rigid, unified support. 
Tabs are bent to inside of box, 
holding it tight. Broad, single 
support surface won’t wobble or 
cut. 


EMT Connector has full, true, 
perfect threads for ease and speed 
of installation. Rain-tight, com- 
pression-type. Finished in zinc 
to eliminate corrosion. Complete 
range of sizes. 


Service Entrance Cable Heads. 
Cast aluminum body. Heavy 
steel cable clamp. Large key 
hole 


The 802 Service Entrance Elbow 
eliminates unsightly bends in the 
service conduit. Makes pulling 
wire through the conduit easier. 
Made from malleable iron cad- 
mium plated. 


Snap Strap for rigid conduit. 
Famous Blackhawk time saver. 
Has exclusive “hold bump”. 
Provides rigid contact support. 





service 


entrance 

mast 
assembly and : 
accessories: 


Service Entrance Mast 
features Slip Fitter 
Head and neoprene 
Synroflashing unit. 
Available for 2” 
214” pipe. 


or > 
Sed 
ood 


Offset Reducer 


, a 
G9 


Q 


Adjustable Bar Hanger. Fast- 
est, neatest, thriftiest way to 
hang all ceiling light fixtures. 
Slip 
Fitter 
Heod 


Neoprene 


Mounting Brackets Insulotors 


Synroflashing Unit 


Beam Clamps. Heavy gauge 
pressed steel-plated. Complete 
with case-hardened set screw. 


Conduit Hanger. Carriage bolt 
locks tighten with one tool. May 
also be used with stove bolt. 





wireholders 


Steel Clad Wireholder. Heavy 
steel base and supporting strap 
Parts hot dip galvanized. 


Square Shoulder Steel Clad. 
Shoulder swaged to harness. 
Heavy gauge steel yoke, solid 
steel pin. 


Seen 


Small Wireholder. Leaded-in 
type with durable glazed brown 
porcelain. 2” by 1%”. 





specialties 


tools 


Yardlights. Full line of sturdy 
yard lights. Available in 12 and 
14-in. diameters. 


ae 
Screw Drivers. Complete selec- 
tion of drivers with tough plastic 
handles. Also complete line of 
chisels and punches. 


<coomnertcdG 


Steel and Brass Wood and Ma- 
chine Screws. 


PLUS — Ground Clamps, Sill 
Plates, Sharp Point Staples, Lock- 
nuts and Bushings, Pole Ground 
Assemblies, and Connectors. 


Immediate delivery from adequate stocks to 
electrical wholesalers only. Write today for 
Blackhawk’'s complete catalog of electrical 
fittings and specialties. 


Blackhawk Industries, Dubuque, lowa 
Where the new ideas come from 
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Wht. 


122 


advanced Superior lighting design and 


construction plus low cost make 


recessed 7 a ee 


light 


1. ONE PIECE FRAME 
WITHOUT WELDING 
MARKS 


2. New torsion spring 


hinge frame opens 
with touch of finger 
locks fast. Ample 
eT 


ing recessed fixtures. 


7 Finishes—Chrome... Copper... 


Brass ... White...Grey... 
Satin Aluminum Anodized... 


Satin Black Anodized. 


6 Glass Designs 


Plus 


Asbestos lining .. . highest 
efficiency reflectors... 
spring tension lens clip that 
cushions glass while 

holding it firmly in position. 
Union-made, U.L. Approved. 


Installation is easy with 
Atlite Pre-Wired Box and 
Adjustable Bar Hangers: 
Just pull ‘R’, ‘T’, or ‘TW’ 

wire directly into J-Box. 

No asbestos or slow burning 
wire required. 

No additional pull boxes 
necessary. Pre-wired box 

is always accessible. Bar 
hangers eliminate framing-in. 
Housing is easily 

centered after 


4. Frame attachments nailing up hangers. 


are invisible. Torsion 
spring frames keep 
Ce 


\) 


WM 


S 


2 


if 
(N\\ 
vi 


if 


Send for 
NEW ILLUSTRATED CATALOG 
of the complete ATLITE line. 


ATLAS ELECTRIC PRODUCTS CO. 


315 Ten Eyck Street, Brooklyn 6, New Yorn 


Burndy Corp., Norwalk, Conn., lists 
the firm of Shaffer & Nelson as rep- 
resentative for the state of Utah; the 
firm previously covered Washington, 
Oregon and southern Idaho. Assigned 
to cover the Utah territory is Paul R 


Hensen o 


Arro Expansion Bolt Co., Marion, 
Ohio, announces appointment of C. J. 
Sampson, St. Louis, as sales represen- 
tative for the tri-state region including 
eastern Missouri, southern Illinois and 


western Kentucky 


Pass & Seymour, Inc., Syracuse 
a oo lists Glennon D. Kenny, St. 
Louis, and Kenneth V. Brauns, St. 
Paul, as representatives. Kenny will 
serve Missouri, Arkansas and western 
sections of Illinois Tennessee and 
Mississippi. Brauns will work in Min- 
nesota, northern Iowa, western Wis 


consin and the Dakotas 


Ampere Industries, Newark, N. J., 
has appointed the following as rep- 
resentatives: Frank Seeley, Hartford, 
Conn.; Lew Conover, Philadelphia; 
Robert C. Ramsey, Oklahoma City; 
Wayne Wells Portland, Ore.; 
Cohn & Shane, Los Angeles; Leon 
ard Vainik, Virginia, Minn.; Irving 
Gottlieb, Buffalo, N. Y., and Harold 
Sudekum, Dallas 


OBITUARIES 
é 





Irving G. Trattler 


Irving G. Trattler, 66, chairman of 
the board of Ettco Wire & Cable 
Corp., Brooklyn, N. Y., died Feb. 5 
in Palm Beach, Fla. Trattler, who was 


elected chairman in 1953, joined the 


firm in 1914 as a salesman. In 1947 
he received the Weir Award from the 
Eastern Electrical Wholesalers Assn. 
for service to the electrical wholesaling 


industry 


William W. Merrill 


William W. Merrill, at one time 
president of Chicago Fuse Wire Mfg 
Co., Chicago, died Jan. 17. He sold 
the company in 1928. He was a life 
member of the icago Athletic Club 
and the Union League Club 


F. E. L. Whitesell 


F. E. Whitesell, who headed sales 
for Burndy Corp. from 1930 to 1949, 
and for the past several years was 
executive director of the Electrical 
Equipment Representatives Assn., 
died Dec. 2, 1957 at his home in 
Winter Park, Fla. He joined the Nor- 
walk firm as director of sales in 1930, 
became a director in that year also, 


and vice president-sales in 1947, 
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ASSOCIATION NEWS 





KANSAS CITY G. E. Messer, Gen 
eral Electric Co., is the new president 
of the Electric Assn. of Kansas City 
He was elected at the organization’s 
46th annual meeting held in December 
1957. Vice president-supply whole 
salers div. is W. B. Whaley, Graybar 
Electric Co.; vice president-appliance 
wholesalers div. is I D. Shiffle: 
General Electric Supply Co 


CHATTANOOGA Ihe Electric 
League of Chattanooga announces 
plans for a joint electric and home 


builders show to be held Apr. 8-12 


in Warner Park I ield House 


NEWARK, N. J.—Oflicers of Essex 
Electrical League for 1958 include | 
B. Johnson, president; Charles Patter 
son, vice president; and Joseph Rocke 
feller, secretary. The next league event 
will be a manufacturers’ sponsored 


dinner on Apr. 17 


BATTLE CREEK, MICH.—Jack | 
Shay, sales manager of Kendall Elec 
tric Supply, was re-elected president ol 
the Battle Creek Area Electrical Assn 
at the association’s annual meeting, 
where plans for its National Electrical 
Week celebration were discussed 


DENVER The Rocky Mountain 
Electrical League announces its Spring 
Conference is scheduled for Apr. 13 
15 at the Shirley-Savoy Hotel in Den 
ve Co-chairmen of the conference 
ire R. D. Moody and Ken G. Eaton 
On the days immediately following the 
conference, Apr. 16-18, league mem- 
bers are invited to attend the Electrical 
Trade Show at the City Auditorium 
[his event is sponsored by the Rocky 
Mountain Electrical Manufacturer’s 
Representatives’ Club; members of this 
group are invited to the league con 
ference. Chairman of the RMEL dis- 
tributors’ div. for 1958 is Ward Terry, 


president, Ward Terry & Co., Denver 


MINNEAPOLIS The 21st annual 
Upper Midwest Electrical Industry 
Convention, sponsored by the North 
Central Electrical League, was opened 
by an all-industry luncheon meeting, 
Feb. 3 in the Hall of States at the 
Leamington Hotel. Edwin Vennard, 
vice president and managing directo! 
of EEI, was the guest speaker. The 9th 
biennial Electrical Trade Exposition 
at the Minneapolis Municipal Audi- 
torium opened concurrently. (Details 
next month.) 
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Mr. Jobber: This ad in 
leading magazines helps you 
sell more AMPROBES! 


AMPROBE RS-1i 


only $39 85 


with Rotary Scales, 
has 4 current ranges 
0-5/15/40/100 and 2 
volt ranges 0-150/600 


There’s nothing like an AMPROBE for fast and profitable trouble-shooting 
Wrap-around feature makes it simple to read current without shut- 
downs. Multiple current and voltage scales permit you to test most 
everything in sight with a single instrument 


There’s an AMPROBE for every job, every budget from 10 amps and 
250 volts to 1200 amps and 600 volts AC. Prices from $19.85 to $67.50- 
so you can’t afford not to own one. See them at your jobber today 
Pyramid Instrument Corp., Lynbrook, N. Y. Manufacturers of famous 
REMCON simplified low-voltage switching devices. In Canada: Atlas 
Radio Corp., 50 Wingold Ave., Toronto, Canada 


3 wodelk to wake your work eaxien, faster, buner 


Know if load is balanced Check appliance voltage Take current readings 
at receptacie without shutdowns 





NEW LITERATURE 





NEW Tool and NEW Display...Increase Sales! 


Lymm Lipid ing 
Senet Seem oe 


Low-voltage Equipment—Low-voltage 


quipment and compo 
new 144 
taloe GEC 
Ovides con 
products ol 
es and Dis- 

Available 


ral Elec- 


6-pave 


ection and 





w-to-order’ 
ist-aluminum 
explosion prool 
Adalet Mtg 
Cleveland 


1902 Bolt Cutter 


| 

i 

i 

i 

' With the NEW 

i 

! 

1 Everyone Wants! 


e This new display makes it easy for 
you to sell popular LYNN “C” PAKS 
pic cincations on 


Ventilator 
(100 terminals to the pak). Special ttt " aalabiiendl | 


Sam 
electric unit 
from Edwin 


electrical assortment gives you all 
[Thomas Blvd., 


Cuts bolts and machine screws, 
cuts and strips wire, 
crimps terminals! 


fast-selling numbers at a 
real profit! 


FREE SAMPLE CARD 


if requested on your letterhead. 


7 | : ee ¥ n1Ca 
trial I i sidential f 

CTT CTA M OC ER EMME | tures ani eystcms with emphasis on 

eSigI nt ynstruction 

Lighting 

Prod 


Terminal display card 


without charge indus 


In Canada: Atlas Radio Corp., Toronto 19 


FOR YOU... 


There’s Progress and Profit in size handbook og of 


Masonry Fasteners pocket 
anchor 


S Ior 


PAD-LQK, |e 


the finest 
meter protection realistically priced 
. with profit for you! 


‘Tastening 
offered by 


SV ille Rd ; 


Motor 
if feat Juick 


Controls trated 56-page 
Selector . 





Tested and Approved for sealing: electric notor control 
gas and water meters, demand meters, con 


plus any and lis] Batavia 


SSUU 


is pub- 
trol panels, switch boxes 


every seal requiring installation 


he ea 
where recognize Super Wrought tron Conduit 


PAD-LOK seals as unsur YS 
passed protection. : 


Utility companies every 
Illustrated 
ought iron’s 


es added co! 


Extra Value and Extra Protection: 


Every shipment of Super PAD-LOK seal: 
y t f 
can be imprinted with name 


and serial numbers at no extra charge! 


Feature and sell the one seal your 


tomers want! 


Call or write TODAY for FREE Samples — 
ilwstrated Brochure — Special Dealer Price Lists 


SECURITY SEAL CO. 


World's largest manufacturer of protective devices — Capacity 


Your customers know and want 
Super PAD-LOK seals made of 
heavy gauge steel, because 
they're super-safe, tamper-proof 
and weather-proof. Quick and 


easy to apply too! 


Nationally Advertised In:— 


e@ ELECTRIC L 


e RURAL ELECTRIFIC ATION 


IGHT and POWER 





° EE 


144 West 27th St. 
New York 1, N. Y. 
over 1,000,000 seals daily! 


ed by com 

ds. Contains 

list < t ises and helpful 
specif nfort Write National 
Room 900 


th 22, Pa 


Electric P 


Gat Pitt i] 


M Cro 


offers 


Others Do It” 
it Nx 


submitted 


“How lips 
(Currel ideas 
ineers elec- 
triclans and n t men to in- 
Edited 
Minneapolis 


Fre eport, 


reas¢ prod ti c1rency 
by Micro § 

Honeyw R 

Ill. 
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Latrobe 
Electrical 
Produets 


Easy to Install 

There are mo excess screws, wires or 
complicated parts in “Latrobe” Floor 
Boxes or Wiring Specialties. Their design 
and mechanism is simple, sure and com- 
pact. 

That is why ‘Latrobe’ Products are so 
quick and easy to instali—so efficient 
in service. 


ay 
ADJUSTABLE FLOOR BOXES 
Adjustable Floor Boxes are bonded which 
makes them fire-proof-——come in single round 
or square bodies—also furnished in square 
single gang, two gang, three gang and four 
gang types 


Non-Adjustable = 
Floor Box , i, 
‘ 
i 
| 
| 


Represents the last 

word in unique design 

neat appearance, few 

est number of parts 

and least amount of J j 
labor to install 


Insulator Supports 
Fasten porcelain or glass in 
sulators to steel framework 
without punching holes. 4 
sizes—1”, 142”, 2” and 21 


“Latrobe” 
Pipe or Conduit 
Clamp 


This clamp is made 

with a double safety 

bite of case hard 

ened tool steel 

Two models—Right 

Angle and the Par 

allel support. Each model comes in 10 sizes 
to handle pipe or conduit thru 4 


Latrobe Products 
Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes—Cover Plates 
Junction Boxes—Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports—Fish Wire 
Staple and Cable Clips 


Manufacturing Co. 


12709-1215 JEFFERSON 


LATROBE. PA. 


STREET 
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Conduit Bodies—A new catalog fea 
turing the “Red Dot” line of conduit 
threaded and set screw types 


Mason Co 


bodies 
is available from L. I 
Mass 


School Lighting—A brief, non-tech 


nical outline of essentials of 
school lighting answers questions on 


good 


quantity, quality and cost of lighting 
Copies of What to Look for in 
School Lighting” are available from 
Garcy Lighting, 2475 Elston Ave 
Chicago, Ill 


Underfloor Distribution—Catalog 85 
(16 pages) describes and illustrates in- 
dustrial-commercial underfloor distri- 
bution system known as Power Race 
Walker Bros., 


way a product of 


Conshohocken, Pa 


I oul 


HUU-\ 


Armored Cable 
cables 


Interlocked 
tvpes of 
5.000-Vv. 


interlocked 


15,000-v grounded neutral 
neutral 

are described in 12 illustrated 
bulletin RCP-730; pertinent informa 


installation 


and 15,000-v ungrounded 


page 
tion is given on circuit 
flexibility, accessibility, space require 
ments, etc. Photographs and sketches 
extend the information given in basic 
tables. Write Publications div., Rome 
Cable Corp., Rome, N. Y 


Large Induction Motors Bulletir 
No. 1950 (16 pages) presents detailed 
information on full line of motors in 
150- to 1,250-hp. Cut 
ind illustrations show 
enclosure description 
wide range of optional features avail 
able to match job requirements. Pub 
lished by Louis Allis Co.. 427 E 
Stewart St... Milwaukee 1, Wis 


ratings trom 
away drawings 


types; covers 


CBM Specification Benefits “How 
Fluorescent Lamp Ballasts that Bear 
the CBM Emblem Insure Your Licht 
ing Investment” (16 pages) highlights 
the benefits of CBM snecification 
Free from Certified Ballast Mfrs 
2116 Keith Bldg., Cleveland 15. Ohio 
Fuses—Form 48, a new catalog. 
designed to cover all major items in 
manufacturer’s line, including recently 
patented “cooling fin” design. Avail 
able from Monarch Electric Corp.. 
Jamestown, N. Y 


Ballast Data—A new fluorescent lamp 
ballast data book contains informa 
tion on ballast circuits, ballast con- 
struction, supply voltage and fre 
quency, radio interference, ventilation 
and cold weather operation. plus a 
“Quiet-Rating” chart. Request copies 
from Advance Transformer Co 
2950 N. Western Ave 
Tl 


> 


Chicago 18, 


Pr LL 


and needed item in 
the wiring field... 


TAPE- 
MATE 
FISH TAPE WINDER! 


| @ PROTECTS HANDS 
@ NO KINKS OR BROKEN TAPE 
@ SPEEDS FISH. TAPE WINDING 


. fits 
other 8! oy 
round fish 
containing 

flat fish tape. 


Wwn~-_—___ 
GIVE THE ELECTRICIANS 
IN YOUR AREA A BREAK — 


SELL TAPE-MATE 


a 


"Blister Free" 
FISH TAPE 
HANDLING 


perfect mates for 
jhest grade fish 
FIT TAPE-MATE 
Hi’ FISH TAPE 


ached — 2 Sizes 








OTHER "'Hi'’ QUALITY PRODUCTS 


> Snap 


trog 


AND MANY MORE! 


MAIL TODAY FOR 
1958 "Hi" CATALOG 


HOLUB INDUSTRIES, Inc. 


450 ELM ST. - SYCAMORE, ILL. 


125 














SAFETY SWITCHES 
That Meet the New NEMA Standards 


KNIFE BLADE INDUSTIAL 
FUSIBLE AND NOT FUSIBLE 





30 
TO 
1200 
AMPERES 








4” x 4” 
AND 
“ut 
FULL INSIDE 
DIMENSIONS 
1 TO 5 FOOT 
LENGTHS 











WIRING TROUGHS 
With Knockouts and Without 
A COMPLETE LINE OF FITTINGS 





THE Adalet MANUFACTURING COMPANY (9h 


14300 LORAIN AVENUE @ 








/ Selection 
and 
Specification 
Data 


Write for 
Bulletin 158 





ny 


CLEVELAND 11, OHIO ioe 


SERVICE EQUIPMENT 


A Fusible Device for Every Need 


DRYER — RANGE — WATER HEATER 
HEATING PANELS — AIR CONDITIONERS 











30 . 
To 


200 
AMPERES 


be 











SINGLE — 
DOUBLE POLE 
AND 


SWITCHING 
NEUTRAL 
15 to 50 Amps. 
THERMAL 
MAGNETIC 
QUICK 
MAKE & BREAK 











‘*E-Z-RED”’ 
CIRCUIT BREAKERS 


40 to 210 Amp. Enclosures 
INDOOR & OUTDOOR 


/te~X/ ADSWORTH Checlege 


MFG. CO.. Inc 


COVINGTON. KENTUCKY 


SALES AIDS 





Cable Electric Products, Inc., Prov- 
idence, R I.—Snapit automobile 
Lighter Lite is now packaged in a 
plastic “blister pak attached to a col- 
orful card. May be hung on rack o1 
displayed on countel Packaging keeps 
light clean, permits protected storage 
in glove compartment for use when 


needed 


Ferry Mfg. Co., Philadelphia—A 
trouble light and extension cord its 
being merchandised in a new “suit 
case” package of heavy cardboard, 
complete with handle, which serves 
as display, saves additional wrapping, 
gives buyer a disposable toolcase or 
even lunchbox after light is removed 
Three-color carton is 12-in_ long, 


weighs 3-lb with light and cord 


W. H. Brady Co., Milwaukee—New 
pocket carton holds 25 assorted cards 
of Brady 
wire markers 


Perma-Code — vinyl-cloth 
Maintenance’ Pac 
provides a convenient supply of mar- 


kers for 
maintenance men working on original 


electricians contractors, 


installations, rewiring or maintenance 
work. Pack fits toolkits 


waste and mix-ups, maker states 


eliminates 


GETS - A - LITE GUARD and 
GUIDE Offers Quick, Easy 
Profits in New, Untouched 


Market 


Simply slip GETS-A-LITE GUARD 
AND GUIDE over the fixture, as illus- 
trated 


Made of indestructible spring steel 
wire Nothing to break, get out of 
order or replace. Will last indefinitely 
Once installed, GETS-A-LITE GUARD 
AND GUIDE is NEVER removed 
Nothing to unlock, fuss with or lock, 
when changing lamps 

GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into socket, en- 
abling maintenance man to change 
lamp in 10 seconds! 


Available for 40 watt and 100 watt 
fluorescent lamps 


GETS-A-LITE Company, Dept. EW-38 
3865 N. Milwaukee Ave., Chicago 41, ill. 
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Stewart Industries, Inc., Indianapolis 

Promotional display piece displays 
actual metal swatches of all seven 
finishes for firm’s electroplated range 
hoods on a _ birch plywood _back- 
ground. Swatch Board also illustrates 


hood models and identifies finishes a U. A. te q iZ A L is L f ».4 19 


and lengths available in each. Orange 


Day-Glo” logo IS attention getter; ra) Synthetic Covered anit Liquid-Tite 


product information (printed on back 
of piece) is useful to salesman. Brief F L t 4 | ist L iz Cc re) N D U | T 
case size (8'42x9'%-in) board is ; 


portable 


Lightolier, Inc., Jersey City, N. J . 
An electrical animated “Lyte Span ; with 
display that demonstrates the detach : Copper Wire 


able features of this floor-to-ceiling 


lighting device is available for dis Ground 
tributor showrooms and retail stores UL Approved 


A bullet light, continually in motion 
lights up as it makes contact with the 





column. Serves as an “extra” salesman, 


company states 


Complete particulars in Catalog EPB-4 


Write for your copy 


Cummins Portable Tool div., John 
Oster Mfg. Co., Milwaukee—To reach 
the expanding home maintenance and - ° 

workshop market, company has com Quality .. . ALL METAL FLEXIBLE HOSE PRODUCTS 
missioned cartoonist Virgil Partch z 

better known as VIP—to illustrate UNIVERSAL METAL Lehi co. 
features and benefits of its products 


Series will appear nationally during 2107 South Kedzie Avenue, Chicago 23, Illinois 


1958 








— 


yg Ul - = Elpahinian's 
ee ™ POCKET-PACK 
aes | Ce “50's” 


® Creamy, non-corrosive lu ¢ 





use 


MOL D-FIFVE 


bricant. Never greasy or 


scale New "'shirt pocket'’ package of 
Prevents sticking or set 50 ''Hold-Tite’’ cable staples! 
in Special helpful on . . . © 

0 gate ata Fits right into the shirt pocket 
Does not run back on - « « @n easy-to-reach spot while fastening cable. POCKET- 
= a eee PACK ''50's'' are handy to keep in any tool box. Reserve 
ever harmful to hands ° . . +f . 

or clothing supplies are easily identified on storage shelf with staple 


Permanently non-harmful size and quantity clearly showing. 
to cables or conduit ie 





Try a POCKET-PACK "50's" package on your next job! 


E. H. TITCHENER & Co. 


fi 
a Ty | a Fy Dept. 3805, 67 Clinton Street, Binghomton 
Rev ore Cables Sixt 





Please send a somple P 
No. 201 — St 
No 202 Reg 
No. 203A E-Z 
Made trom 
212s 
strip stee 


4.88 ibs. per M 7.24 tbs. pe 
item 201 item 202 


ia “| Frcecreo COMPOUND C0 seve 7 Regie y FO , 
— 4 4153 150th Street © Clevela ho. 
seenenenaaa : Mac coupon for sample : 


AT ALL LEADING ELECTRICAL SUPPLY HOUSES 
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Combine Your 
Porcelain Orders 
with 
Mast Kits! 








SAVE 


Freight costs! 

Combine 
Se") PORCELAIN 
PRODUCTS 
MAST KITS with 
wireholders to 
make prepaid 
shipments. 





Send for we LS 
NEW Mast Kit ‘ 


Brochure 


Electrical Porcelain 


Since 1894. 


Porcelain Products, Inc. 


CAREY, OnI0 


FILMS AVAILABLE 





Corp., 


“A Family Affair” 
sumer film has professional cast, tells 
pushes electrical 
living mentioning product 
manufacturers by name. Film may 
be purchased from Housepower Pro- 
gram, Edison Electric Institute, 420 
Lexington Ave., New York 17, N. Y., 
or borrowed from Film Library, att 
R. A. Roxas, Westinghouse Electric 


Gateway #3, Pittsburgh, Pa. 


Housepower con- 
entertaining story, 
without 


“How to Use the Housepower Rating 
Sheet-Estimate Proposal Form’”- 
Slide script including 31 color 
contractor meetings, 
from National 
44th St., New 


s intended for 


Available 


155 | 


etc 
Bureau, 
i mM 3 


York 


“Crimes of Carelessness”: pictures of | 


black- 
Torch”: 
and 


35-mm, 
“The 
humor 


man carelessness (16- 


(16- and 
and-white, 10-min); 
cartoon film that 
the nature of hu 


mm 


actual fires 


mixes 
color and black-and-white, 10- 
min). Films of the National Board of 
Fire Underwriters are 
pecially appropriate for showing dur- 
ing local spring Clean-Up drives 
Available through the Bureau of Com- 
13. E.. 37th St., 


listed as es 


munication Research, 
New York 16, N. Y 


MODEL 
SRM-18 


HYKON 


WIRE MISER- 


gives you fast wire measuring 
service and guaranteed accuracy 


or other flexible 
Will 
Rigid 


cable 
inch diameter 


Takes wire, rope 
materials up to one 
not tip, yet light 
welded construction reads up to 
1,000 ft.; Wire Miser 


is a proved profit-maker for fast dispens- 


and_ portable 
Meter 
instant zero reset 
cut-lengths of heavy, bulky wire 
Used by hundreds of 
contractors, manufacturers 


ing of 
or cable leading 


wholesalers, 


NEW FREE CATALOG. Write for copy today. 


MANUFACTURING CO. 
Box 923, 

Mt. Union Station 
Alliance, Ohio 


slides 


Wiring | 





& 


NOPP 


VOLTAGE TESTERS: 


~ 


NOPP 


PHASE SEQUENCE 
INDICATORS* 


sa 


KNOPP INc. 
Dept. A-12, 1307 66th St., Oakiand 8, Calif. 


* Profitable to Stock and Sell 








CONTINENTAL 


# 


INSULATED 
POWER CABLE 


15,000 


600 
“S: 14 
2,000,000 


With a complete range of voltages and 
sizes, Continental Wire offers POWER 
CABLE in types V... AIA... AVA... 
AVB ... SILICONE RUBBER .. . TEFLON 
TAPE .. . and VARNISHED GLASS TAPE 
for extremely high temperatures. For power 
cable with excellent current carrying 
capacities, resistance to oil, grease, 
corrosive vapors, moisture, as well os 
high temperatures—call 
CONTINENTAL, Wallingford. 


Ccormfrizz2€e272£cal 
wZzazre corporation 
WALLINGFORD, CONN. / YORK, PENNA 
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IN STOCK 
Yr" to 6” sizes ¢ 45° and 90 


BLACK ENAMELED — 
HOT DIP GALVANIZED 


Also available in wrought iron or aluminum 


= 
“ 
~r 
= 


| 1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 


MINERALLAC 


STEEL 


Hangers-Clips-Straps 


Outlast! 


Minerallac Cable, Conduit and Messenger Hang- 
ers ore STEEL. Easier, quicker to install; permit 
speedy, compact wiring; economical. Also in Ever- 
dur...Porcelain Insulating Bushings available. 


Outserve! 





Jiffy STEEL Clips (Pipe-clamp) require only one 
screw, nail or bolt; rib-strengthened; for hanging 
pipe, conduit, BX cable, mounting coils, etc 
Millions in use 





Steel Straps for Messenger-cable services on outlet 
boxes; may be used in conjunction with hangers 


ORDER FROM YOUR ELECTRICAL WHOLESALER 


Send for Literature 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street, Chicago 7, Illinois 


MINERALLAC 
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NEW PRODUCTS YOU CAN USE 





Heat-Load Calculator 

Paul S Morto) hy ineerine Serv- 
Ice 5/3] Meadowlark Lane Kalama- 
zoo, Mi h 
Rigid vinyl! 


load 


] 1 — . 
plastic electrical heat- 


calculator accurate read- 
heat 
making it 
heating unit for 


* factors from 


gives 


ings of loss in watts, designer 


states, possible to select 


proper a given space. 


1.13 


70-deg 


Covers “l O06 to 
Standard 
temperature 
other 
lent size 1S 
sion tool, known 


model is based on 
slides for 
differences available. Conven- 
334x9-in. A compan- 
as area and volume 


differences; 


calculator quickly determines area of 
walls, ceilings, floors and glass areas 


in square feet 


Ladders 


Ballymore Co West 
New pyramid 
manufacturer’s 8- to 12-step “Hi-boy” 
ladders is termed an added safety fac- 


( heste r Pa 


design just added to 


tor which encourages better, quicker 
work at heights up to 15-ft. Welded 
steel construction offers strength and 
durability. All 
for security, four 4-in diameter casters 
for mobility 
back ones are rigid), 
ated lock for 
Width at 


25'%2-in at top step. 


models have handrails 


(front casters swivel, 
and foot-oper- 
floor. 


tapers to 


secure grip on 


bottom: 30-in, 


Elevating Trucks 
Pulley Co., 


4merican Philadelphia 
29, Pa 

“Champion Series” of 
able trucks 
powered or pedal-operated 
featuring a 
raised or 

mechanism. Battery-powered units are 
58-, 


Safeway 
battery- 


port- 
elevating offers 
models, 
steel platform 


hydraulic-lift 


24x25-in 


lowered by 


available in four lifting heights: 
Q-, 82- and 94-in and have 1,500-Ib 
Pedal-operated trucks 
70- or 
Both have ball-bearing wheels 
floor brakes 


lifting capacity 
will lift 1,000-lb to 46-, 58-, 
§2-in 


ind positive acting 


Fire Extinguisher 


The Fyr-Fyter Co., 221 

Dayton 3, Ohio 

Dry chemical powder, termed an ef- 
fective killer of both 
uid and_ electrical now 
available in a 2'2-lb pressurized extin- 
guisher known as Model 23-1. Port- 
able type is recommended for vehi- 
cles and light applications 
for on-the-spot protection. Depres- 
sion of squeeze lever spreads a 60- 
deg wide angle blanket of non-con- 
ducting chemical powder to a 12-ft 


flammable liq- 


i 


fires iS 


industry 


range 


Combine Your 


Mast Kit Orders 
with 
Porcelain! 





rere 
SSS S008 5S 5) 


71544. 


SAVE Freight costs! 
Combine PORCELAIN 
PRODUCTS WIREHOLDERS 
with mast kits to make 

prepaid shipments. 


A complete, quality line of 


secondary service materials 


"ss 


Electrical Porcelain 


Since 1894. 


Porcelain Products, fue. 


CARLY. Ono 





BOOK REVIEWS 





TRINE’S 


new electric 
push button New York, N.Y. 


f wt ° ) 
D E A L / Convenient 
publication 
tal informa 


the t : iO! lectri iring systems us 
ol 

eel racewa o to make it 

r tor him to apply basic Code 

provisions without su the Code as 


COLORAMA" a design handbook 


138 pages 


Design Manual on 
Steel Electrical Raceways 


Steel Institute 


manual-type 


prov ide the 


featuring 4 new 
push buttons 
including the most 
beautiful push 
button in the world, 
“THE SCROLL’ — McGraw-Hill Book Co., Inc 
with “Welcome” for New York, N. Y 
visitors engraved on ri 
1 


its face! 
$33.93 list, 


for 32 push buttons 


Wiring Manual for Home and 
Farm 


A. Carl Bredahl 


tr} y is d tor-technical 


Only services | estinghouse _ Electric 
Corp., has put together a_ practical 


SO UNUSUAL IT SELLS IT- 
SELF WHEREVER DISPLAYED 


guide to practice in 
planning wirll system for res! 
Place one with every dealer—he'll 


profit with continuous repeat sales 


Display and Stand FREE 


dences urban and 


rural: h ilso ¢ rs the many new 


uses of ectri n the farm and 


12 ‘‘most wanted bell buttons dramatically presented on an 
display over 12 rich spectrum colors 
PACKAGED DEAL— includes palette display of 12 samples with separate wrought Retail Price | , 
iron easel, and introductory ‘back up” stock of 20 push buttons packed individually Card, Dealer- | Side dist 
n colorful Trine boxe f a total of 32 h tt + 

ri oxes or ° push buttons Jobber Cost 221 poges 


P ‘ 
DISPLAY wide thick panel Card attached 


TRINE MFG. CORP., 1430 Ferris Place, New York 61, N.Y. tase 


artist's palett 
Combination 


include planning out 


17 


authentically simulates artist's palette 


BRILLIANT FLASHES 
A MINUTE 


TRANSFORMER 


EACH A HANGERS 


DIFFERENT 
COLOR! . 


the NEW 
AMAZING 


360° 


REVOLVING LIGHT SENSATION! 
NEW TRIPPE 


THIEL HANGERS are 
made according te 
WEMA Specifications - kis 


HEAVY STEEL con- gee 
struction, HOT-OIP L. B. ALLEN CO. inc 
galvanized fer depend- se 9301 W. BERENICE, SCHILLER PARK, ILL  , 


able service and long 
lite. Twe styles com- 








(oa 
THIEL 


EASY-DRIVE 





PO Le Ld | 
Pot. No. 2632356 belts and nuts. 
FASTENERS In STOCK FOR 
FOR ELECTRICIANS IMMEDIATE PELIVERY 


REFRIGERATOR MEN PLUMBERS Ae eee ee ee 


HI-BALL 


MARK Ill 





Fascinating just to watch it! Can increase 
trade 25% or more the day it's installed 
Covers 360 like an airplane beacon with 
a different colored flash every 7 2 sec- 
onds. Does not conflict with traffic signals 
Made like a fine watch to run trouble free 
indefintely from 40 below zero to hottest 
days. Long life 50-watt bulb burns over 
2500 hours 

Write or Wire today for Beautiful Catalog 


silent! 











TRIPPE MFG. COMPANY, Dept. X 
133 N. Jefferson St., Chicago 6, Ill. 


NEW “GRIP.TYPE” 


] 


— 


1T-TYPE HANGERS 


9.45 


{7 PAT. PENDING NAIL-IT 


—— 
ANOTHER FIRST FOR Tritt 


@ Essential for Electrical Men 
@ Greatest Improvement in 30 Years 
SOLO ONLY THRU LEADING ELECTRICAL WHOLESALERS 


THIEL TOOL & ENGINEERING CO.,INC. 


1417 N. MARKET 


ST. LOUIS 6, MO 


From Chicago you can get immediate delivery on 
See CORT COL OC OCUCCCOCCRN 


| 
Ee a yyy si 


INTERLOCK ARMOR CABLE 
600V to 5,000V 


which on f the many constructions 
carried in our Chicago Warehouses stock 
Also, all types of Power, Control, Lighting 
and Communication Cabl« 


Let us supply your wir« 
UNIVERSAL WIRE & CABLE CO. 


2915 N. Paulina St., Chicago 13, III 
Branches in Houston, Los Angeles 


requirements 


and San Francisco 
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REPRESENTATIVE WANTED 


ESTABLISHED; FULL LINE MANU 
FACTURER OF CONDUIT AND CABLE 
FITTINGS 
OPENINGS IN 
TORIES 


FOLLOWING TERRI- 
MICHIGAN, INDIANA, KEN 
TUCKY, MISSOURI, MD. & D. C 
ILLINOIS; (except Chicago) MINNESOTA, 
IOWA, ARKANSAS, OKLAHOMA, NE 
BRASKA, KANSAS, NORTH and SOUTH 
DAKOTA, FLORIDA. Send full resume in 
first letter 


RW-7177 Electrical Wholesaling 
Class. Adv. Div., P.O. Box 12, N.Y. 36, N.Y. 





MALLEABLE IRON, HAS 








SALESMEN WANTED 


Ages Between 20 and 30 
Old Established WHOLESALER 
in the Philadelphia Area desires 
Young Men to apply for SALES 
PROGRAM. SALARY and EX- 
PENSES to start 


ALL REPLIES CONFIDENTIAL 


WRITE SW-7261 ELECTRICAL WHOLESALING 
Class Adv. Div., P. O. Box 12, N. Y. 36, N. Y. 





MANUFACTURERS 
REPRESENTATIVES 


Now calling on engineers, purchasing agents 
of Industrials, Public Utilities as well as Elec 
trical Wholesalers wanted by old established 
company manufacturing a line of electrical 
specialties, plugs, sockets, portable guards, in 
spection lights, electric cord reels, etc. now 
Standard with many of the leading companies 
throughout the country for— 

1) St. Louis Territory 

2) Kansas City area 

3) Atlanta, Georgia 


RW 6958 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill. 








MANUFACTURERS REPRESENTATIVES 
WANTED TO COVER WHOLESALERS 
|. Nebraska—North and South Dakota 
2. Kentucky 
3. Eastern Missouri 
Ohio 
5. Western Penna.—West Virginia 
Selling complete line plastic insulated Electrical 
wires and cables. Write giving details 


CHESTER CABLE CORP., CHESTER, WN. Y. 








LINES WANTED 


We are an established, aggressive 
manufacturers’ representative or- 
ganization serving OHIO and 
WEST VIRGINIA . qualified 
construction material lines pre- 
ferred. Let us do a top notch sales 
job_for you. 


RA- 7175 Electrical Whshesing 
Class. Adv. Div., P. 0. Box 12, N. Y. 36, N. Y. 

















TWO GOODWILL WINNERS 
BLUE PRINT MEASURFR ELECTRICIAN S KNIFE 
imprinted with your advertising 

é " e> eo Write f 
GERSON CO. 
49 DEERING ROAD 
MATTAPAN. MASS 
CUnninghom 6-1463 
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SELLING OPPORTUNITIES OFFERED 


Manufacturers Representatives Wanted: Outlet 
tment of te t 


and Switch Boxes. Rea 
Inquiries fron 


Invited RW ( R Ek trica wi 


New York per gg sae nd Northern California 


area t 
Sealfle 
Tite Syntheti 
yasis. In reply 
1 Whole ing 


POSITION WANTED 


Available for relocation ~zoane aggressive 
bith « 


SELLING OPPORTUNITIES WANTED 


Established manufacturers representative with 
good foliowing Tex " I 


O} 


RA 


Sales Agency organization covering entire poonecsin 
wolitan 


k and Nev 


Florida- established agency yi cone Wl ants ad 


line if 
limited number 
r utilities 


Manufacturers Representative seeks Electrics 


I Materi 
for ent 


SELLING OPPORTUNITIES 








TWO ELECTRICAL 
MANUFACTURERS CAN 
INCREASE SALES IN THE WEST! 


Well-established Northern Cali- 
fornia electrical sales organization 
now able to handle two additional 
lines — lighting, electrical tools, 
small appliances, or apparatus. 
Our company is five years old, has 
done outstanding job for the ten 
companies we now represent (all 
are top grade electrical equipment 
manufacturers). 

We have four salesmen covering 
Northern California and Nevada. 
Ample warehouse space, including 
spur track; good office facilities. 
Will add more salesmen as volume 
from new lines warrants. 

lf you are not now represented in 
this area, or if you want a better 
sales job in this rich and growing 
market write today to: 


THE BAXTER COMPANY 
101 Kansas Street 
San Francisco 3, California 





MANUFACTURERS 

REPRESENTATIVES 
ture ality electric heaters wants 
esentatives who call on whole 
Territories mow available 


al ~Wholesaling 
12, N. Y. 36, N.Y 








OHIO WAREHOUSE 


We are an established aggressive 
mfg. representative organization 
serving Ohio G W. Va.—Have ware- 
house space for your product—Let 
us help do the job for you. FANS 
OR SERVICE ENTRANCE EQUIP- 
MENT—PREFERRED. 


RA-7256 ELECTRICAL WHOLESALING 
CLASS. ADV. DIV., P.O. BOX 12, N.Y. 36, N.Y. 








ATTENTION MANUFACTURERS 
If you need business in the Eastern Pa., South 
Jersey, Delaware, Md., & District of Columbia area 
like a thirsty man needs water you want to get in 
touch with me. | have a good background of national 
sales management as well as field representation 
in this area 

RA-7339 awe ean ING 
Class. Adv. Div., P Box 12, N 3€ 








DON’T FORGET 
the box number when answering 
tisements. It the only 
identify the ad 

writing 











LIGHTING FIXTURE 
SHOWROOM FOR SALE 


Lighting fixture showroom— 


established for many years 
—located in heart of Flatbush, 
Brooklyn, N.Y.—busy thor- 
oughfare—plenty of traffic 
wholesale and retail. 
Beautiful large showroom 60 
x 20’ over 500 live electrical 
outlets individually controlled 
for lighting fixture display— 
good long lease to suit—must 
leave N.Y.—illness in family. 
Must see to appreciate. 


BO-7341 Electrical Wholesaling 


Class. Adv. Div., P. 0. Box 12, N. Y. 36 














N =v v 


esiGN 


Arrow Conduit's 


HUNG CEILING BOX 


— for Dropped Ceiling 


| Oeletisatiasiere 


with these top features: 


© New extruded slots for 
supporting bars 


Easy to set in exact channe! 
position 


Avoids costly pipe bending. 
No extension collars needed 


All 16 knock-outs can be used 


Feature by feature, this is 
the most versatile hung ceil- 


ing box available . and 


the easiest to install. 


Write for new catalog sheet. 


Skill & Experience... 
active ingredients 
in all Arrow products, 


CONDUIT & 
FITTINGS 
core 


OUTLET BOXES 
COVERS * B¢ 


ARROW CONDUIT 
& FITTINGS CORP. 
129 30th Street, Brooklyn 32, N.Y. 


Sales Representatives & Warehouse Stocks* 
BALTIMORE, MC © *CHICAG 

CINNATI, OHIO * DALLAS, TEX 

N.C. © *KANSAS CITY, MO « *L ANGEL 
CALIF. * *MIAMI, FLA. * NEW YORK 
NEWTON CENTRE, MASS. * *PHILADELPH 

e ROCHESTER, N. ¥. © * TAMPA. FLA 


132 


ADVERTISERS’ INDEX 


Accurate Mfg. Co. 
Adalet Mfg. Co., The 
Advance Transformer Co. 
All-Steel Equipment, Inc. 
Allen Co., Ine., L. B. 
Amprobe, A Div., of 
Pyramid Instrument Corp. 
Appleton Electric Co. Second Cov 
Arro Expansion Bolt Co. 
Arrow Conduit & Fittings Corp. 
Arrow-Hart & Hegeman Co., 
The 
Atlas Electric Products Co. 
Auth Electric Co., Ine. 


Blackburn Corp., Jasper 
Blackhawk Industries 
Boston Woven Hose & Rubber 

Co. 68 
Br iegel Method Tool Co. 26 
BullDog Electric Products Co. 99 


Bussmann Mfg. Co. Fourth Cover 


Carol Cable Co., Div., of the 
Crescent Co., Ine. 
ertified Ballast Mfgrs. 
hampion DeArment Tool Co. 
hampion Lamp Works 
hase-Shawmut Co., The 
hase & Sons Ine. 
ircle F Mfg. Co. 
irele Wire & Cable 
of Cerro de Pasco Corp. 
onduit Nipple Mfg. Co., Div., of 
Pittsburgh Nipple Works, Inc. 129 
onduit Pipe Products, Co. 7 
ontinental Wire 
rescent Insulated Wire & 
Cable Co. 111 


utler-Hammer Ine. 101 


a Subsidiary 


I 
Corp. 128 


Diamond Expansion Bolt Co., Inc. 


Eagle 
Economy Fuse 

Electri-Flex Co. 
Electrical Wholesaling 
Electric Tube Products 
Electro ompound Co. 
Emerson Electric Mfg. 


Electric Mfg. Co., Ine. 
& Mfg. Co. 


Fasco Industries, Ine. 
Fostoria Pressed Steel Corp.. 
Fullman Mfg. Co. 


Furnas Electric Co. 


General Electric Co. 
Apparatus Sales Div. 
Lamp Div. 
Wiring Device 

Gets-A-Lite Co. 

Guth Co., The Edwin F. 


Dept. 


Heinemann Electric Co. 
Henderson-Hazel Corp. 
Hoffman Engineering Corp. 
Holub Industries, Inc. 
Hubbell Inc., Harvey 
Hykon Mfg. Co. 


Ilsco ( orp. 
I-T-E Circuit Breaker Co. 


Jenkins Brothers 


Killark Electric Mfg. 
Knopp Ince. 


Marlou ghts, Ine. 
Via: son Co.. - I 
Midwest Electric Mfg. 
Minerallac Electric Co 
Moe I ight Inc. 
Monarch Electri 
Multi Electric Mfg. Ine. 
Murray Mfg 


Cor p- 


National Price Service 


Nve Tool Co 
Okonite Co.. 


Paine Co., The 

Pass & Seymour, Inc. 

Phe Ips Dodge 
( orp. 

Pierce Renewable 

Plymouth Rubber Co., 


Fuses, Inc. 


108 
103 


‘ opper Products 


a3 
114 


Ine. Third Cover 


Porcelain Products Ine 
Prescolite Mfg. Corp. 
Quadrangle Mfg 


Rawlplug Co. Inc. The 
Remecon, A Div., of 

Corp. 
Remington Arms Co., In« 
Republic Steel Corp. 
Revere Electric Mfg 
Ridg« lool Lo. The 
Rodale Mfg. Co., Ine. 
Corp. 


strument 


Rom«e Cable 
Roval Electric orp. 


Security Seal Co 

Slater Electric & Mfg 
Sola Electric Co. 
Square D Co. 

Steel & Tubes Div. 
Sylvania Electric Produc 


Teveo Insulated W ire 
Thiel Tool & 
Inc. 
Thomas & Betts Co., The 
Titchener & Co., E. H. 
Pork 


Time Controls, Ine. 


Prade-Wind Motorfans, Ine. 


lrine Mfg 
Prippe Vite. Co 


Corp 


Universal Metal Hose Co. 


Lniversal Wire & Cable Co 


Wadsworth Ele« 
Ine.. The 

Weaver Co., J. A. 

Western Insulated Wire Co. 

Weuine house Eleectri« 
Lamp Div 

Whitney Blake Co 

Youngstown Sheet & 


Phe 
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Ever since the introduction of plastic electrical 
tapes, a. major problem has been to keep the tape 
from creeping, and the adhesive from stripping off the 
base. A plastic tape with imperfectly bonded adhesive 
means trouble, as your experience with ordinary plas- 
tic tapes may have shown 

Plymouth’s research laboratories have solved this 
problem with ZF-90 — proven formula for total ad- 
hesion — molecular fusion of special adhesive to viny] 
base — to produce SLIPKNOT #7 PLASTIC ELECTRICAI 
TAPE. It molds totally around any job. The adhesive 
cannot be separated from the base, and therefore wilil 
not dry out. 

Once you try new SLIPKNOT #7, 
you'll know you can depend on it 
Specify it from your distributor. 


PLYMOUTH RUBBER COMPANY, INC. 


Makers of SLIPKNOT FRICT N TAPE 


DIVISION 10 CANTON, MASSACHUSETTS 














Don't forget your ‘Assistant Salesman 
when you ve a special job to do 


Possibly you never thought of Manufacturers’ 
salesmen as assistant salesmen to you—but isn’t 
that just what they are when they are helping 
you close some deal for the type of product or 
material they sell? 


Suppose you should run into a little trouble 
in closing a fuse order—or you know where a 
worthwhile fuse order is being considered— 
and you feel that some outside assistance would 
help you clinch the deal—that’s the time to re- 
member the BUSS Fuseman in your territory. 


He not only knows about fuses but he has a 
good knowledge of the whole problem of elec- 
trical protection. 


In addition he is continually getting new ideas 
and material from the factory to help him help 
you. 


He wants you and your house to make profits 


—so put whenever you need him. 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


” 


-\ 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL 


47 


He will welcome your requests for assistance 
on any question of electrical protection. 


Another place to get selling ideas 


If you will occasionally refer to the BUSS 
Bulletins in your binder you will be able to 
keep your sales story on BUSS Fuses. FUSE- 
TRON Fuses and Fustats up-to-date and effec- 
tive. 

All BUSS Bulletins give sound selling infor- 
mation on the type of fuse to which they refer. 


And again here, the BUSS Fuseman can help 
you. Ask him to check your binder to be sure 
you have the latest BUSS Bulletins. There is no 
need to take a chance on bungling a sale be- 
cause you haven't the latest information on hand. 


BUSSMANN MFG. DIVISION 


McGraw-Edison Company 


ST. LOUIS 7, MO. 


SYSTEM 


— — 


’ 
p 








